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THE HOME | ORGANIZED 1853 


INSURANCE COMPANY CASH CAPITAL 


NEW YORK $6,000,000.00 


Ea tal 
(An Agent’s opinion of ‘‘The Home of New York’’, quoted verbatim) 


-“ HE HOME has always been a favorite 
company with me. Although the agency 


has included several companies, none were more valued 
than yours. My appointment as your representative 
dates from January 12, 1893, and during all these years 
our relations have been of the most cordial nature. 
Whether in the settlement of losses, passing upon daily 
reports, or the general correspondence, from President 
to Special Agent, assured and agent have received every 
consideration. It is small wonder that THE HOME 
has continued to survive and flourish’’.—Feb. 5, 1919. 
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FIRE AND ALLIED BRANCHES OF INSURANCE 


Fire, Lightning, Automobile (Complete Cover in Combination Policy), Explosion, Hail, Marine (Inland 
and Ocean), Parcel Post, Profits and Commissions, Registered Mail, Rents, Rental Values, Riot and Civil 
Commotion, Sprinkler Leakage,Tourists’ Baggage, Use and Occupancy, Windstorm, Full War Cover. 


STRENGTH REPUTATION SERVICE 
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Inter-State Automobile 


Insurance Company 
ROCK RAPIDS, IOWA 








Paid-up Capital $200,000.00 Gross Assets June 30, 1919, $503,400.00 








The Original Company writing term insurance 
on Automobiles 








Most Attractive Proposition in the Field 





NOTICE THE GROWTH 


1916 Premiums - - - - - $ 24,777.00 
1917 “ - + - . 77,834.00 
1918 7 - - - - - 262,118.58 
1919 “(6 months’ period) 291,300.04 








Operating in lowa, Minnesota, South Dakota, Nebraska, 
Kansas and Texas. Extending to other neighboring states. 





HOME OFFICE: 
ROCK RAPIDS, IOWA 


H. HAMPE,, President E. A. TONNE, Secretary and Manager 
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Riot, Strike and Civil Commotion the Foe 
of Labor and Common Industry 


In addition to the usual fire, tornado and 
marine policies the Insurance Company 
of North America issues policies covering 


the following risks: 


AUTOMOBILE 
MOTOR CYCLE 


SPRINKLER 
LEAKAGE 


USE AND 
OCCUPANCY 


EXPLOSION 
PARCEL POST 


REGISTERED 
MAIL 


RENT OR 
LEASEHOLD 


TOURIST 
BAGGAGE 


RIOT AND 
CIVIL 
COMMOTION 


COMMERCIAL 
TRAVELERS 


THEATRICAL 


TRANSPOR- 
TATION 
FLOATERS 






i city is safe. Even staid and {conservative 
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HE management of industrial “en- 
terprises are confronted with serious 
labor problems. They fear not alone 
the cessation of operations but phy- 


sical damage to their property. g No 








Boston, the seat of culture and Puritan 
traditions, was transformed into a seething 
mob with the police force on a strike. 


The time to sell this indemnity is before 
trouble starts. 


When once a strike is called or_a riot begins, 
the rate is tripled. 


The Standard Fire Policy does not protect the 


Insured against loss by Fire due to Riot, Strike 
or Civil Commotion. 


Our Special Riot and Civil Commotion Policy 
will furnish this protection, andjin addition 
for loss from malicious explosion, and physi- 


cal damage resulting from Riot, Strike or 
Civil Commotion. 


YOUR PATRONS NEED THIS PROTEC- 
TION—OFFER IT NOW. 


The Insurance Company of North America 
provides its agents with special facilities for 
handling this class of indemnity. It has on its 
staff experts who are giving their time and 
attention toit. They are available at all times 
for service and counsel. They will help you 
in the sale and handling of this very import- 
ant form of insurance. 


Back of its Agents stand the North America’s 
Service Experts. 


Insurance Company of 


NORTH AMERICA 


PHILADELPHIA 
Founded 1792 


“The Oldest American Stock Company” 


Western Department: Brokerage and Service Dept. Southern Department 
Charles R. Tuttle Char elles ~¥ 


les F. Enderly Robert N. Hughs 
General Manager Manager Manager 
209 W. Jackson Blvd. 111 William Street Atlanta, Ga. 
Chicago, Ill. New York City Pacific Coast Department: 
McClure Kelly 
Metropolitan Managers: New England Department: Manager 
sees 4 2 McDaniel —- E. Parker San Francisco, Cal. 
treet anager Dept. for Central America: 
New York City Hartford, Conn. Hartwig-Moss Ins. Agency 
Canada General A D for P Rico ae eae ae 
ne! gents: ept. for Porto 3 Cuba General Agent: 
Robert Hampson & Son, Ltd. Korber & Co. : ee. 
Montreal, Can. San Juan, P. R. Justine Pod 


Havana, Cuba 
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‘‘America Fore” 


SO EE bb 


Thrift and Industry— 


= 


Hard work, for more production, and economy in the use of what is pro- 
duced alone will reduce the cost of living and terminate the painful period 
of readjustment to the peace level. 
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: Until that time, the spirit of unrest constantly threatens to break forth in 
* . . 
$ riots and disturbances. 
* 
oe : . _ . 
: The duty of every American today is to work for good order in his com- 
ot . e 
* e 
i munity, as the first step toward progress 
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Until good order is everywhere established, the wise Agent will protect his 
clients against possible loss, by covering them with a Riot and Civil Com- 


motion policy in the AMERICAN EAGLE. 


Full details and prompt service will be secured from any AMERICAN 
EAGLE office. Note the addresses below. 


SO Eb bt 


AMERICAN EAGLE 


Fire Insurance Company 
Cash Capital, ONE MILLION DOLLARS HENRY EVANS, President 


HOME OFFICE PACIFIC COAST DEPT. WESTERN DEPT. 
P. O. Box 1030, City Hall Station C. E. Allan, Secretary Alfred Stinson, Secretary 


80 Maiden Lane Insurance Exchange Bldg. 208 W. Jackson Blvd. 
NEW YORK SAN FRANCISCO CHICAGO 
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A Good American Company to Represent 
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STRIKE INSURANC 
WRITINGS HEAVY 


Heavy Volume of Business Re- 
ported from Towns Located 
in Steel Cities. 


ARGUMENTS BEING USED 


Agents Find Merchants to Be Best 
Prospects—Steel Corporation 
Carries Own Insurance 


As a result of the steel strike riot, 
strike and civil commotion insurance 
occupied the center of the fire insur- 
ance stage this week. Western depart- 
ment offices were flooded with busi- 
ness. Inquiries were telegraphed in 
from agents who had never given a 
thought to this form of indemnity be- 
fore. The rush started with the writ- 
ing of $15,000,000 and $10,000,000 lines’ 
on the Republic Iron & Steel Co. and 
the Brier Hill plant at Youngstown. 
These lines were both written by the 
General Insurance Agency of Youngs- 
town. 


Youngstown Strike Center 


Youngstown seems to be the center 
of activities so far as the writing of 
strike, riot and civil commotion in- 
surance is concerned. On Thursday, 
Friday and Saturday of last week 
every office in Youngstown was making 
a general drive for the sale of this 
coverage. In order to reach every 
prospect, the principal offices. in 
Youngstown sent out clerks and even 
stenographers to present the proposi- 
tion to all of the prospects in town. 

Where Business Was Written 


Considerable business was also writ- 
ten at Cleveland, O.; Wheeling, W. Va.; 
Local agents at Pittsburgh reaped a 
harvest and in the big steel centers in 
western Pennsylvania, such as Home- 
stead, Braddock, McKeesport, Johns- 
town, Sharon, New Castle and others 
big writings were reported. 


Chicage District Writings Low 


Insurance men were somewhat dis- 
appointed at the volume of business 
written at Gary, Hammond, Indiana 
Harbor, South Chicago and other steel 
towns in the Chicago district. The 
agents in these towns did not seem to 
be so active in getting out after strike 
business. However, the companies 
were not inclined to view favorably 
offerings from these cities, particularly 
Gary. The companies took the posi- 
tion that a town like Gary is at the 
mercy of the steel corporation. The 
steel plants constitute the one and only 
industry of the city. When the plants 
are shut down the city is out of busi- 
hess so to speak, and there is naturally 
considerable moral hazard attaching to 
any strike business written in a town 
of this character. In larger centers, 
such as Youngstown, Wheeling, W. 
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more or less in the usual way, even 
though a strike is on. 


Merchants Best Prospects 


Agents getting out after strike in- 
surance business soon found that the 
plants themselves were really the poor- 


est prospects. The steel corporation 
carries its own insurance. A few big 
lines, such as those written in Youngs- 
town were captured, but on the whole 
the business from the plants them- 
selves was not large. The merchants 
in a town affected by the strike are by 
far the best prospects. Every man 
selling goods to the public is a first- 
class prospect for strike, riot. and civil 
commotion insurance. He has to deal 
with the people during all periods, and 
whether a strike is on or not. With 
large crowds of unemployed men walk- 
ing the streets, listening to soap box 
orators attempting to incite them to 
riot and daily becoming more dissatis- 
fied with enforced idleness, there is a 
strong danger of damage being done 
to all downtown property. Gatherings 
and demonstrations are held in the 
downtown district. The merchant run- 
ning the store, large or small, is in 
danger of having his place of business 
damaged by rioters, strike sympathiz- 
ers, rowdies and hoodlums. 


Triple Rates Being Charged 


The explosion conference has ruled 
that where the employes of the principal 
‘industry of a city or town go on strike 
or are locked out, it constitutes a general 
‘strike under the rules of the conference 
end the penalty rates of triple the regu- 
lar rates apply. The same rule applies 
where abnormal conditions prevail in any 
community due to industrial or civil 
disorder. 

Agents who have been successful in 
getting strike business are making good 
use of the argument that a strike in 
‘another community is liable to spread all 
over the country. Where the men in a 
‘big industry become dissatisfied, and go 
‘out on strike, others in the same industry 
in all parts of the country usually de- 
clare a sympathetic strike. Again, the 
leaders or organized labor decide that 
the entire class must have better work- 
fing conditions, higher wages, etc., and 
all of the men in the industry wherever 
located are called out on strike. 
the principal steel plants of the country 
are in the Pittsburgh and Youngstown 
districts, it is: nevertheless a fact that 
steel plants in Birmingham, Ala., and on 
the Pacific coast are affected by this 
strike. 


Labor Nationally Organized 


In other words, local labor conditions, 
even if they be ideal, constitute no guar- 
antee that strikes will not occur. Labor 
is nationally and even internationally 


organized and orders from headquarters | 
The |. 


may bring a strike at any time. 
prospect who offers the objection that 
labor conditions in his town are ideal 
needs to be reminded that labor is think- 
ing nationally these days and leaders at 
New York or Pittsburgh may declare a 
strike that affects small towns all over 
through the United States. 


BIG DEMAND AT CLEVELAND 


CLEVELAND, O., Sept. 283—A big de- 
mand for riot insurance has developed 
since Monday morning, when the strike 
of the steel workers became effective, 
and all the offices have their hands full 
taking care of it. Leaders in the strike 
movement declared in the beginning 
that there would be no violence, and up 
to Tuesday evening there had been 
none here, but those likely to be af- 
fected are taking no chances. Other 
sections have not been quite so fortu- 





a., and others, business is going on 





While } 


Pittsburgh and other points in Penn- 
sylvania. 

In all about 18,000 workers are idle 
here and many of the plants are closed 
down entirely. A few may be working 
in some departments, but is probably 
close to the truth to say they are doing 
very little in the real production of 
steel. 


ACTIVE DEMAND IN NEW YORK 

NEW YORK, Sept. 24—The growing 
seriousness of the steel strike, accom- 
panied as it is by sporadic disorders at 
various cities, has resulted in an active 
demand for riot and civil commotion 
insurance, all companies writing the 
business receiving a large number of 
applications both yesterday and today. 


their opportunities for securing this 
class of business, orders from Buffalo 
being particularly numerous. The of- 
ferings are not confined to steel plants 
but come from large retail merchants 
who fear the action of mobs upon their 
property. 

The United States Steel Corporation 
carries no insurance with private institu- 
tions, save upon its oceanmarine ship- 
ments, all its fire and inland marine 
liability being covered in a sinking fund. 
When the corporation was formed, it 
organized its insurance department, 
selecting as manager thereof Henry W. 
Marsh, head of the great agency and 
brokerage firm of Marsh & McLennan. 


Plants Inspected Carefully 


All plants of the corporation are criti- 

cally inspected by engineers of Marsh & 
McLennan, three or four times a year, 
;and every precaution adopted to reduce 
.the fire hazard. A rate to be charged 
each of the properties is made every 
twelve months, and the premium pro- 
duced thereby paid into the general in- 
surance fund of the United States Steel 
‘Corporation, to be in turn invested in 
interest-bearing securities. From this 
fund, in the event of loss, claims are 
paid after careful adjustment by the en- 
‘gineers; no claim being allowed unless 
it bears the signature of Mr. Marsh or 
-his deputized representative. 
. The United States Steel Corporation 
-has not taken out riot insurance upon 
‘any of its properties, feeling that its 
present fund is ample to meet all pros- 
pective demand upon it. 


Boston Demand Falls Off 


While the call for riot insurance has 
‘fallen off from Boston since the virtual 
collapse of the policemen’s strike in that 
city, and but a limited demand for the 
indemnity has been received from the 
‘steel regions, it is a fact that the unrest 
caused by the steel workers, or a num- 
ber of them rather, has_ induced 
merchants elsewhere to seek such pro- 
tection. Within the past few days, the 
!prominent Newark, N. J., dry goods store 
of Bamburger & Co. ordered a $6,000,000 
line, all of which was promptly written. 

It is apparent that the failure to pro- 
duce a larger business in this connection 
is due to the inertia of the agents, who 
fail to appreciate how easily in the pres- 
ent temper of representative merchants 
and manufacturers, riot and civil com- 
motion insurance could be written if the 
subject were intelligently submitted to 
them. 


Insurance Institute Meeting 


The annual meeting of the Insurance 
Institute’ of America will take place 
Oct. 28 in New York City. It will be 
a business meeting and there will be 
no formal addresses. Frederick Richard- 
son, president of the institute, will 
shortly announce the names of the com- 
mittee of incorporation. 


Western underwriters are exercising 
unusual care in the writing of chemical 
plants because of the numerous explo- 





nate, as trouble has been reported from J 


sions that have occurred in the class 
recently. 


Agents seemingly are at last awake to |]. 
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IN TWO 
PARTS— 


Part One 






ILLINOIS AGENTS IN 
SESSION AT STREATOR 


Large Attendance at Meeting of 
State Association and Good 
Program Is Given 


THREE MANAGERS SPEAK 


Stafford, Flickinger and Gorham Dis- 
cuss Problems From Companies’ 
Standpoint 


OFFICERS ELECTED 
President, William A. Bartlett, Gales- 


burg. 

First vice-president, J. H. Bastert, 
Quincy. 

Second vice-president, Steve Sexton, 


East St. Louis. 


Third vice-president, J. J. Mohan, 
Streator. 
Secretary-treasurer, Shirley E. Moi- 


sant, Kankakee. 

Committee chairmen — Organization, 
E. L. Fitzgerald, Kankakee; legislative, 
L. A. Hawes, Peoria; grievance, George 
N. Taylor, Streator. 


STREATOR, ILL., Sept. 24.—The 
Illinois Insurance Agents’ Association 
held its annual convention here to- 
day with a good attendance of local 
agents from all parts of the state, 
and a number of field men and com- 
pany representatives on hand. 

A program of unusual merit was pre- 
sented and the importance of the sub- 
jects announced for discussion at- 
tracted many agents who are inter- 
ested in the vital problems” of the 
business today. 

Three company managers, John F. 
Stafford of the Sun, N. B. Flickinger 
of the North America and Charles N. 
Gorham of the American, spoke from 
the company standpoint, giving sug- 
gestions in regard to agents’ organ- 
izations as seen by the managers. In- 
teresting addresses on _ association 
work were given by Chauncey S. S. 
Miller, secretary of the National As- 
sociation of Insurance Agents, and C. 
W. Olson, of the Illinois Federation. 

Prominent casualty men, appraisers 
and adjusters also had places on the 
program. 

The meeting closed with a banquet 
tonight, at which O. B. Ryon, general 
counsel of the National board, acted 
as toastmaster. 

Smoker Tuesday Night 


The early birds were entertained at 
a smoker at the Elks Club Tuesday 
night by the Streator local agents. The 
Wednesday morning meeting presided 
over by President William A. Bartlett 
was for association members only. Sec- 
retary-treasurer Shirley Moisant’s re- 
ports showed a total membership of 
362, as against 440 last year. 

Interest centered around the collec- 
tion of a policy and indorsement fee. 
There was a rather sharp discussion. 
Some argument that a policy fee pen- 
alizes the small man and is a discrim- 
ination favoring the large insurer. 

It was decided to put the Illinois 
association on the self graded dues 
basis and a schedule similar to the one 
in use in West Virginia was adopted. 
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HOW AGENT CAN HELP 


CONSERVATION IS DISCUSSED 





W. B. Flickinger Tells Illinois Agents 
of Their Important Part in 
Movement 


STREATOR, ILL., Sept. 24—W. B. 
Flickinger of Chicago, assistant man- 
ager of the western department of the 
North America, who is vice chairman 
of the western advisory committee of 
the National Board, addressed the IIli- 
nois local agents, in convention here, 
on “Conservation: The Service the 
Local Agent Can Render.” He said 
in part: 


I take it that it is quite unnecessary 
for me to convince a body of live and 
aggressive insurance men of the need of 
conserving our natural resources and the 
acquired product of our people. 


Question Now of Methods 


The important question now is how can 
the work of conservation be most effect- 
ively done and through what channels 
and by what methods can the fullest 
co-operation with the people be secured 
and quickest and best results obtained. 

The Fire Prevention and the Conserva- 
tion Associations have been merged un- 
der the title of Conservation & Fire Pre- 
vention Association. The classes selected 
for inspection during the war will again 
receive attention and other classes will 
be added. In addition it is proposed to 
inspect towns and cities having a bad fire 
record for the purpose of calling atten- 
tion of the authorities and the citizens 
to bad conditions found and to secure 
the removal of existing hazards and the 
improvement of fire protection. All the 
companies who are members of the 
National Board are deeply interested in 
and committed to this program. is 


Agents’ Support Needed 


In order to achieve the fullest measure 
of success in this work the local agents 
must give it enthusiastic support. cvery 
community should have an active Con- 
servation & Fire Prevention unit affili- 
ated with the National Board, of which 
the fire chief, city officials and every. 
local agent should be members. With 
proper effort and enthusiasm, local pride 
can be aroused and through the or- 
ganization, band conditions and fire 
breeding hazards will be removed. Do 
not be satisfied with an annual clean up 
day, but interest the community and 
make clean up an all year duty. 


Business Unfairly Treated 


I make the bold statement that there 
is no business interest in this country 
which has a cleaner or more honorable 
record for fair dealing, which is more 
liberal in the interpretation of its con- 
tract, Pays more generously and with 
greater promptness the claims against it, 
than insurance. Yet this interest has in 
the past met with such treatment at the 
hands of the legislators and some super- 
vising officials as to make an American’s 
blood boil. Insolent demands have been 
made and autocratic powers have been 
assumed which have been unwarranted 
in view of the fact that insurance has 
always endeavored to obey the law, un- 
fair and unjust as it might be and only 
rebelled when its very existence was 
threatened or its usefulness to the peo- 
ple impaired. 

Illinois has just elected delegates to a 
constitutional convention and let us hope 
that wise, safe and patriotic men have 
been chosen. You should make it your 
business to learn from the delegates 
chosen to represent your district their 
attitude towards the important funda- 
mentals to be considered by the con- 
vention. Use your influence and encour- 
age organized effort to the end that 
nothing be written into the organic law 
of the Commonwealth, which will inter- 
fere or abridge those rights and privi- 
leges necessary for the development of a 
tree, yet law abiding people. 


Miscellaneous Notes 


After several weeks’ vacation pleas- 
antly spent in visiting old haunts in Wis- 
consin, H. J. Zecklin, assistant secretary 
of the Niagara Fire, is back at his desk 
in New York, rounding up business for 
its Metropolitan department, which is 
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CHANGES IN THE PERSONNEL 


Harry Casper, State Agent of Great 
American, Pictures Local Agent 
of the Future 


« 


STREATOR, 1... Sept. 24.— 
“Changes in the Personnel of Local 
Agencies” was the subject on which 
Harry Casper, state agent of the 
Great American, addressed the Illinois 
Association of Insurance Agents, in 
session here. He said in part: 

Today the agent worthy of the name 
must be a person possessing relatively 
the qualifications of a doctor or attorney- 
at-law. He is conducting a most com- 
plex business and one which is growing 
'more so every day. 

I believe some of you gentlemen make 
ja great mistake in thinking that an 
“agent’s qualification” law would be the 
panacea for all the ills of the business. 
I have no way of knowing whether com- 
pany executives would fight or favor 
legislation of this kind, in this state, but 
personally I cannot feel favorably toward 
it 


In the first place, while it is most at- 
tractive in theory, it has proved unwork- 
‘able in practice. I do not feel kindly 
‘toward it either because, if as stringent 
as necessary to accomplish the purpose, 
it would absolutely preclude the possi- 
bility of finding the raw material neces- 
)Sary to perpetuate our business, and our 
American agency system. Many of you 
men here were commissioned agents with 
less Knowledge of the business, than you 
now have of the future workings of the 
League of Nations. 


Field Men in Local Ranks 


Those of you who read the trade pa- 
pers, and certainly all of you should, 
have doubtless noticed the many cases 
over the country of field men connecting 
themselves with local agencies. This to 
my mind, argues well for the future of 
the business, simply because it brings 
into your ranks something of the com- 


pany viewpoint. This, unfortunately, 
heretofore has been woefully lacking 
and is responsible for many of our 
troubles. 


The company is not the enemy of the 
insured; absolutely the only conflict of 
interest being that minor one of buyer 
and seller—in all other respects their 
interests are vitally mutual. 

And right here is a great work for the 
‘oeal agent—spread that propaganda day 
in and day out—do your utmost to pro- 
mote a better feeling between the insur- 
ing public and the companies—keeping 
ever present in your mind that the opin- 
ion of the layman is greatly influenced 
by his knowledge of local agents. 


Agent of Future Pictured 


Every thinking man knows that there 
is no such thing as standing still—men 
and conditions must go forward or back- 
ward, up or down, improve or retrograde. 





under his immediate supervision. 


To my mind there is practically no pres- 


ent—only a past and a future. So it can 
only be this agent of the future which 
concerns us. 

This agent I picture, will legitimately 
present and sell his policy—then he is 
going to have the courage to ask for 
payment. I don’t believe this fair minded 
agent of the future is going to charge 
exchange and then send personal checks 
in payment of his accounts—a petty mat- 
ter, I grant you, but exasperating in its 
significance. 

I believe he is going to charge a pre- 
mium on a binder—accepted by the com- 
pany in good faith—and under which a 
claim would have been cheerfully paid— 
instead of later explaining by letter that 
something happened to prevent the de- 
livery of the policy. I believe, that after 
a policy has been in force for two, three 
or four months—that he will cease insist- 
ing on a flat cancellation because of his 
poor collection ability. I believe that he 
will be more prompt with his remittances, 
recognizing the awful waste of money 
and energy now necessary to care for 
this delinquency. 

I believe this agent of the future is 
not going to overpay small losses, for 
advertising purposes, recognizing the in- 
justice of it, and the evil education of 
the possible future claimant. 





TALKS ON “FIRE PREVENTION” 


Fire Marshal Gamber Tells Illinois 
Agents How They Can Aid 
in Movement 


STREATOR, ILL., Sept. 24.—John 


G. Gamber, state fire marshal, ad- 
dressed the Illinois agents on “Fire 
Prevention,” pointing out the big 


work which they can do along that 
line. He said in part: 

The day when getting the premium 
was regarded as the only thing that 
counted in the fire insurance business is 
forever past. Service, that word so big 
in meaning, has been injected into every 
business worth while as one of its great- 
est assets. Service—real service to the 
individual and the public—has eliminated 
much of the ill-founded prejudice against 
many lines of business. By the same 
token, the popular fallacy that the in- 
surance companies want large losses, in 
order to collect large premiums will and 
is passing into discard, due to the high 
plane on which men such as you are con- 
ducting the business. 


Some Still Protect Client 


Of course, there are still insurance 
agents who will write any kind of a 
risk, regardless of values or hazards. 
When the fire marshal orders a special 
hazard removed there are still agents 
who hasten to issue a special hazard 
permit and then seek to have us revoke 
the order. And there are still agents 
who complain most loudly when we in- 
vestigate a suspicious fire, seemingiy more 





anxious to protect a suspected client 





than of serving the best interests of 
their companies and the public. 

But they are not the regular fellows. 
They are the premium grabbers, always 
with us, but, I am glad to say, in de- 
creasing numbers. 

The real agent, abreast of the times, 
knows the kind of risk he is writing 
every time. He not only watches values, 
so as to guard against over-insurance 


and its usual aftermath, fire for gain, 
‘put he inspects his risks as te physical 


hazards. He is the fire prevention coun- 
sellor of his clients, going over their 
risks with them painstakingly, advising 
the removal of special hazards and show- 
ing them how the risks may be improved 
and the premiums reduced. He is re- 
fusing altogether the questionable and 
jundesirable risks. 


Responsible to Paubiie 


Because the public pays for the fire 
losses, he feels it his responsibility to 
give the public the best protection pos- 
sible on every risk. And, selfishly speak- 
ing, he is not the loser, for this type of 
agent is going to get the best business 
in his community. 

“Men, your field is big and your oppor- 

tunities great in the work of fire pre- 
vention. All of the attention you can 
give to inspection of your risks is needed 
and will count big. You have the great- 
est appeal there is in urging practical 
fire prevention measures to your clients 
—the appeal to the pocketbook. 





GIVES MANAGER’S VIEWPOINT 


Charles N. Gorham Discusses Agents’ 
Organizations and Offers 
Suggestions 


STREATOR, ILL,, Sept. 24 — The 
matter of agents’ organizations, from 
the manager’s viewpoint, was discussed 
at the banquet of the Illinois Agents 
Association here tonight by Charles 
N. Gorham of Rockford, assistant man- 
ager of the western department of the 
American of Newark, who suggested 
several points on which he thought ac- 
tion might be taken to bring about a 
better understanding. He said in part: 

I was quite surprised to hear it stated 
at the Kankakee meeting last winter 
that some managers were not in sym- 
pathy with agents’ organizations, claim- 
ing that agents were getting to be more 
“agents of the assured” than of the com- 
panies—that they were tending toward 
monopoly and trades unionism, etc. 

I did not give much thought to it at 
the time, but since then I have thought 
of this statement a great many times 
and wondered if there might not be 
some basis in fact, and if so whether the 
aid of your great organizations, both 
state and national, could not be invoked 
to bring about a better understanding. 

It is my sincere belief the great ma- 
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CANDIDATES FOR NORTHWEST ASSOCIATION PRESIDENCY 





JOHN W. HERD 


John W. Herd, state agent of the 
Scottish Union & National for Mis- 
souri, has held that position since 1914. 
He was formerly special agent for the 
American Central in Wisconsin and 
the upper peninsula, and was _ trans- 
ferred by the American Central to Mis- 
souri before going with the Scottish 
Union & National. He has been in the 
insurance business for 18 years and has 
held practically every office in the 
power of field men and co-workers to 
bestow. He is now Most Loyal Gander 
of the Mississippi Valley Blue Goose at 
St. Louis. He has been a member of 
the Underwriters Association of the 
Northwest for many years and a regu- 
lar attendant at its meetings. 











EVERETT T. TANNER 


Everett T. Tanner, state agent for 
Illinois for the Security of New Haven, 
is now in his 38th year. He was born 
at Paris, Ill., and lived there until the 
summer of 1918, when he moved to 
Decatur. He started his insurance 
career in his father’s agency, going on 
the road as special agent for the Mont- 
gomery & Funkhouser special agency 
in 1905. In 1910 he assumed his pres- 
ent position with the Security. He has 
been a member of the Fire Underwrit- 
ers Association of the Northwest since 
1907, has served as president of the IIli- 
nois Field Club and Most Loyal Gan- 
der of the Illinois Blue Goose and is 
now president of the Conservation & 
Fire Prevention Association of Illinois. 





JOHN FITZGERALD 


John Fitzgerald, Indiana _ special 
agent of the Queen, is a native of Ohio 
and entered local agency work in 1885 
at Greenville, O. In 1889 he went to 
Tennessee as special agent of the Con- 
tinental, going to Indiana in October, 
1892, with the farm department of the 
Home. He became special agent for 
the Connecticut in that state in 1899 
and in 1902 was appointed special agent 
for the Providence-Washington for 
Indiana and Michigan. When A. R. 
Monroe was called from the Indiana 
field to the Chicago office of the Queen, 
Mr. Fitzgerald succeeded him in his 
present connection, which has now ex- 
tended over a period of 15 years. 











SITUATION IN DENVER REVIEWED 


} BY CYRUS K. DREW. 














Editor Insurance Report, Denver 


In reviewing the affairs of fire in- 
surance at Denver and any possible 
cure it must be borne in mind that 
the city business is 50 percent of the 
total state premiums and, therefore, it 
is a storm-center of methods in con- 
flict for control and preference. Nor 
must it wrongly be supposed that be- 
cause of the logical development of 
the general agency system at Denver 
there are no general agencies that are 
legitimate. Quite the contrary is the 
case. The few questionable general 
agencies—that is, presumably appointed 
solely to give an overhead for induc- 
ing Denver local business—are so few 
as to be negligible. 

_ That the American agency system is 
imperiled by the present trend of busi- 
ness practices in Denver is beyond 
question. It is largely an agency prob- 
lem that must be met at Denver. A 
single agency rule is in existence and 
supposedly in effect, though, in truth 
It is violated openly. Some general 
agencies and the local fire company 
are the chief offenders, aside from 
those others that maintain rubber- 
stamp annexes. Many of these general 
agencies are also local agents in viola- 
tion of the rules. 

Rates Handled by Committee 


Under the rules for operating the 
mountain territory a supervisory com- 
mittee, representing the Union, the 
Bureau and the Pacific Coast compa- 
nies, handles the matters of rates and 
agency requirements — nothing else. 
The commission subject is outside its 
jurisdiction. That is a Union and Bu- 
Treau matter. 

At this critical juncture in Denver’s 





fire insurance affairs no cure can be 
concocted that does not recognize that 
there are a large number of legitimate 
general agents in Denver (represent- 
ing nearly one half of all the compa- 
nies) who enjoy an advantage in the 
matter of commissions beyond what 
the direct representing local agent en- 
joys; that a certain few of these gen- 
eral agencies are breaking the single 
agency rule every day; that unless 
these general agencies and the local 
companies thus offerfding, can be in- 
duced to abandon their contempt for 
this rule and practice respect for it, 
there is no remedy available that would 
‘better matters. 

To make Denver an excepted city 
would be the height of folly. To abro- 
gate the single agency rule would be 
still worse. An excepted city is one 
where all restraining rules of the busi- 
ness are removed. We already have 
too many unrestrained things at Den- 
ver. What is needed is more restraint, 
not less. 


“Hangers-on” Cause Complaint 


The actual complaint about Denver 
conditions hinges upon the great army 
of hangers-on, so-called agents who 
are attached to certain favorite gen- 
eral agencies and to the home office 
of the local company. These work- 
ers, or at least many of them, are old- 
timers, and formerly held legitimate 
licenses as “solicitors.” We did away 
with solicitors several years ago in 
this state, so that now there are just 
two classes of active premium getters 
the direct representing agent and the 
full-fledged broker. Yet these work- 
ers are now licensed as “agents” for 
companies in the offices they are at- 
tached to. It unquestionably was not 











the intent of our agency law to class 
such people as “agents.” They actually 
are “brokers,” but they do not qualify 
as such, because a broker’s license 
costs $10, as against $2 for-an agent’s 
license; it is supposed to be paid for 
by the broker himself, and it makes 
him a free lance to go where he may 
with his wares to the highest bidder. 
Naturally the favored offices with these 
attachments of old-time solicitors as 
“agents” do not want to encourage a 
horde of brokers detached from their 
present umbilical connection of com- 
pany affiliation (the license fee of $2 
which each of them now holds being 
paid for by the company, you see!) 


Agreement on Broker Needed 


A cure for Denver troubles could be 
reached only by agreement among the 
general agents, the local agents, and 
the local company as to what shall be 
paid to brokers legitimately licensed 
as such. This agreement must also 
provide that the single agency rule 
shall be enforced. Unless some such 
equalizing arrangement can be entered 
into whereby the legitimate advan- 
tage as to commissions which the gen- 
eral agency enjoys can be harmonized 
with the lesser commission rights un- 
der which the bona fide local agent 
operates, the legitimate local agent is 
going to disappear as a factor in the 
business at Denver. 


Take Out Group Policy 

All employes of the Fireman's of 
Newark, and its running mates, the 
Girard and the Mechanics, have been 
covered under a group life policy placed 
in one of the strong life companies. The 
individual coverages range from $500 to 
$3,000, according to the length of serv- 
ice of the employes; the smaller amount 
to increase each year until the maximum 
of $3,000 is reached. 


c. P. Steward, president of the New 
Jersey Fire of Newark and head of the 
general underwriting firm of C. P. Stew- 
ard & Co. of New York, is due to arrive 
home early next month, after a three 
months’ stay in Europe. 





PROGRAM FOR AGENTS 


LOUISVILLE PLANS GIVEN OUT 


Interesting Speakers Will Be Heard 
and Live Entertainment Fea- 
tures Are Arranged 


LOUISVILLE, KY., Sept. 23—The 
program for the convention of the Na- 
tional Association of Insurance Agents, 
to be held in Louisville, Oct. 15, 16 and 
17, so far as arranged, will include 
these addresses: 

Senator T. H. McGregor of Austin, 
Tex., on “Fallacy of State Insurance.” 

Cc. R. Tuttle of Chicago, of the Insur- 
ance Company of North America, on 
“Conservation and Service.” 

Young FE. Allison of the Insurance 
Field on “Service and Salvation.” 

Insurance Commissioner T. B. Donald- 
son of Harrisburg, Pa., on “Co-opera- 
tion Between Agents and the Insurance 
Department.” 


Addresses by Officials 


In addition there will be an ad- 
dress by a prominent fire insur- 
ance official. Also one by a prominent 
casualty man, and numerous short ad- 
dresses with respect to the following: 
“Answers to the Questionnaire,” 
“Short Cuts and Office Work,” “Ad- 
vertising,” “Local Board Work,” “The 
Fire Oil Pool,” and the showing up of 
the liability and compensation plan of 
the Contractors Service Corporation 
of the Associated General Contractors, 
which proposes to write all the liabil- 
ity, compensation and bonds of its 
members. 

Requests for hotel accommodations 
are coming in rapidly and a large at- 
tendance is expected. Reservations 
for rooms should be promptly made to 
J. H. Dickey, 342 West Main street, 
Louisville. 

The entertainment program consists 
of the following: 

Tuesday night, Oct. 4—‘“Get Together 
Smoker,” with solid and liquid refresh- 
ments. Negro Jug Band, Jazz Band, 
special stunts, full of pep, and singing. 
This will be in the Red Room of the 
Seelbach Hotel. 

Wednesday afternoon, Oct. 15—Ladies’ 
luncheon and reception at the Seelbach 
Hotel. 

Wednesday night—The entertainment 
for this night will be accorded by the 
“Insurance Field” and will consist of 
buffet luncheon and a dance at the Seel- 
bach Hetel. 

Thursday afternoon, Oct. 
party for the ladies. 

Thursday night—This is what you 
might call a surprise night, consisting 
of a lot of novelties. 

Friday afternoon, Cct. 17—Automobile 
drive for ladies and gentlemen to Audu- 
bon Country Club and sightseeing drive 
around the city. 


10—-Matinee 


Companies Take Subrogation 


The companies involved in the losses 
in the stock yards district at Chicago 
due to fire that wiped out dozens of cot- 
tages during the race riots, will pay the 
losses, but take subrogation rights 
against the city. The companies con- 
tend that the city is responsible for the 
conditions and that the losses were due’ 
to the chaotic situation. The Chicago 
Board will offer a reward for informa- 
tion leading to conviction of those who 
started the fire. 


Much Work on Extensions 


Companies manufacturing sprinkler 
equipment say that they have ail the 
work they can do now, largely in ex- 
tensions to buildings that are already 


equipped. There is not much demand 
from buildings that have not been 
equipped, but it is surprising to find 


the number of industrial and mercan- 
tile plants that have had additions and 


now are ready for the sprinkler com- 
panies. 
P. J. Kieffer, from the home office of 


the Hudson, is making a western trip. 
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Bigger Reduction Than Apparent 


Ir every building that was worth 
$10,000 a few years ago is worth 
$15,000— 

If a machine formerly worth $1,000 
is worth $2,000 now— 

If stocks which were worth $10,000 
are now worth $17,500— 

Wouldn’t it be natural to expect that 
the fire losses of this year would total 
in dollars and cents much in excess 
of those of a few years ago? 

But the fire losses do not. For the 
first, ¢ight months of this year they 
are less in money value than for the 
corresponding period of both 1918 and 
1917. 

There can be one conclusion from 
this fact, at least. This is that less 
property is burning than formerly. The 
very fact that the values of property 
have increased enormously while the 
values of losses have decreased mean 


Must Consider 


Underwriters are keeping a close watch 
on market reports these days. It seems 
to be the general impression among fire 
insurance officials that the peak in high 
prices has been reached, and that a de- 
cline in certain commodities is sure to 
come within the next few months. Fire 
insurance companies have been troubled 
but little concerning moral hazard during 
the last year or two. Merchants, manu- 
facturers, wholesalers, jobbers and all 
others handling goods have been able to 
purchase at favorable prices, hold the 
goods a while, and see the market price 
increase rapidly. Many merchants who 
purchased large stocks made a fortune, 
not by turning over the goods, but by 


that the fire prevention virus has taken 
hold. 

This must be cheering to those who 
have worked in season and out for the 
reduction in the number and extent 
of fires. 

It might be very cheering to fire 
insurance companies were it not for 
the fact that premium growth has not 
kept pace with value growth and that 
under partial losses companies today 
pay much higher proportions of pre- 
miums than formerly. This condition 
diminishes the immediate joy that fire 
underwriters might feel over this ac- 
tual reduction in losses, even though 
monetary losses may be nearly as great 
as formerly. Ultimately, if this re- 
duced ratio of losses to values can be 
maintained, say nothing of being bet- 
tered, fire insurance is bound to profit 
thereby. 


Moral Hazard 


merely holding for a favorable market. 
There has been no desire to sell out to 
the fire insurance companies. There has 
been no possibility of a decline in the 
value of stocks, but there has always 
been a strong likelihood, in the past two 
years, of a decided increase in value. 

It is now anticipated that moral hazard 
will again become an important factor in 
passing on business. The possibility of a 
falling market will have to come in for 
consideration continually where large 
stocks are old. As production begins to 
catch up with the demand there will be a 
certain moral hazard attached to all lines 
of stocks offered and greater caution 
is needed. 


Getting in the Procession 


REPRESENTATIVES of fire insurance 
companies are realizing the importance 
of taking a greater part in public activ- 
ities that have no direct connection 
with fire insurance. The opinion has 
been growing among fire underwriters 
that they have been hiding their light 
under a bushel, have been too much 
engrossed in their own business and 
have not participated in as active a 
way as they might in solving the great 
social, industrial and business prob- 
lem confronting the country. 

There are many evidences of an 
awakening among company officials 
and salaried representatives. Local 


agents have been active in their com- 
munities but they have not cooperated 
as members of a single vocation. As 
individuals they have been very helpful in 
advancing many causes. 


In the vari- 


ous lines of war work the insurance 
men did not take a back seat, although 
they were not leagued together as in- 
surance men to any great extent in 
lending their assistance. 

Just the other day under the auspices 
of the Fire InsurANcE CLus of Chicago 
leading representatives of the casualty 
and life companies of that city were 
invited to a dinner to discuss the sub- 
ject of closer cooperation among insur- 
ance men aligning the business with 
other great vocations that are doing so 
much for the city. Insurance men have 
the ability, capacity, and vision to 
achieve greatly. We predict that from 
now on they will not be backward in 
cooperating with other lines in the 
solution of important and vexing ques- 
tions that come up in their commun- 
ities. 








One of the notable speakers at the 
meeting of the Fire Underwriters As- 
sociation of the Northwest to be held 
at Chicago next week will be Col. 


George E. Leach, who commanded 
the 151st Field Artillery in France. 
Colonel Leach was formerly state 
agent of the Norwich Union in the 
northwest. Gen. Douglas MacArthur, 
who had charge of the 42nd Division 
of the American Expeditionary Forces 
addressed Colonel Leach under date of 
Nov. 15, 1918, as follows: 

At the conclusion of the operations in 
which we have been constantly engaged 
together since September, I find the op- 
portunity to express what I have often 
telt during this period—my genuine ap- 
preciation of the support the 15ist field 
artillery and yourself have always ac- 
corded the 84th infantry brigade. It has 
been invaluable and most reassuring. 
The rapidity with which you have 
brought the elements of your command 
to the aid of the 84th infantry bri- 
gade, the speed and precision with which 
you have opened fire, the closeness with 
which your artillery, despite nearly im- 
passable roads, blown out bridges, diffi- 
cult terrain, rain, mud and enemy fire, 
has followed up the rapid movements 
and shifts of the infantry, have been 
recognized with pleasure and a sure 
sense of gratitude by all elements and 
individuals of my command. 

The 15ist field artillery has fired ac- 
ecurately, rapidly and whenever re- 
quested. Its liaison with the infantry 
has been intimate, daring and most sat- 
isfactory. Its personnel is magnificent. 
The courtesy and professional attain- 
ments of its officers are exceptionally 
fine. It has been at all times abreast 
of the highest standards of gallantry and 
technical skill. 

Now, as the field of their successful 
struggles for Hills 288, 242 and the Cote 
de Chatillon and Landres-et-St. Georges 
lies about the division, during its re- 
assembly, the accuracy and power of the 
fire of your regiment on the enemy or- 
ganizations, wire and sensitive points, 
in this steep and tangled terrain, are 
unrolled before the troops who made 
the fight, with a poignancy that in- 
creases, if that is possible, their confi- 
dence in your command. 

I desire to compliment you on com- 
manding the 151st field artillery and the 
regiment on having such a colonel. 


A. C. Mack, managing underwriter of 
the Great Lakes Fire of Chicago, has 
returned to his desk after a long siege 
of illness. Mr. Mack has been critically 
ill with typhoid-pneumonia and had a 
close call. For. the time being he will 
spend only a part of each day at the 
office until he fully regains his strength. 
The Great Lakes is making substantial 
progress and Mr. Mack has put the af- 
fairs of the company in good running 
order. 

Fidelius Riester, for more than 41 
years actively associated as secretary 
with the Wheeling Fire, of Wheeling, 
W. Va., died Sept. 16. He was born in 
Wurttemberg, Germany, April 23, 1848. 
He became identified with the company 
in its early history. He was elected 
secretary in August, 1874, in which of- 
fice he continued to his end. 

Through untiring efforts and faithful 
application on his part coupled with the 
willing assistance of his associates, the 
company has been placed in high 
esteem. He found much satisfaction in 
faithfully serving the patrons of the 
company and in guarding the interests 
of the stockholders. As an executive 
he was conscientious, broadminded and 
courteous in dealing with his associates 
and fellowmen. His kind and gentle 
disposition won the esteem and confi- 
dence of all with whom he came in con- 
tact in business and social circles. 

During the last few years he gradu- 
ally relinquished many of the cares and 
burdens of business, and although he 
passed the allotted years of life, it was 
his privilege to remain in active service 
until a fatal malady confined him to his 
home. 

While Mr. Riester was the man about 
whom centered the development of this 





PERSONAL SIDE OF THE BUSINESS 








company he was thoughtful enough for 
the welfare of the business to surround 
himself with men who are entirely com- 
petent to continue the company upon 
the well established practices of the 
past. O. E. Strauch, who entered the 
employ of this institution about twelve 
years ago through willingness in per- 
forming all duties assigned him and 
through diligent application to busi- 
ness, was elected assistant secretary 
two and one-half years ago. In this 
capacity he has acted for Mr. Riester 
during his lengthy illness. He is thor- 
oughly capable of handling the situa- 
tion which has arisen through the 
death of his superior officer. 
Somewhat more than a year ago 
when it became necessary to strengthen 
its underwriting department, the com- 
pany finally decided to secure the serv- 
ices of William V. Fischer of Pitts- 
burgh. Shortly after Mr. Fischer’s 
connection with the company he was 
elected superintendent of agencies in 
which capacity he has served with much 
credit to himself and successful results 
to the company. Under the leadership 
of these two men, who are tireless 
workers and aggressive in spirit, the 
company will continue to be a valuable 
asset to its present agency force. It 
also gives definite assurance that the 
business will be conducted in the same 
spirit of promptness, fairness and 
eagerness to serve as in the past. 


A. C. Speed of Chicago is receiving 
the condolences of his friends in the 
death of Mrs. Speed. The funeral was 
held last Saturday. Mr. Speed was 
formerly Ohio state agent of the Amer- 
ican Central and was the founder of 
the Ohio State Fire Prevention Asso- 
ciation. Mrs. Speed has been ill for 
some years. 


A striking and popular figure at the 
recent convention of insurance com- 
missioners was Commissioner H. O. 
Fishback of Washington. Standing 
well over six feet in height and weigh- 
ing in the neighborhood of 350 pounds, 
Mr. Fishback commanded attention not 
alone upon the floor of the convention 
hall, but upon the streets of Hartford 
as well. Whether he traveled all the 
way from Seattle in an upper sleeper 
or not was one the interesting specula- 
tions of the meeting. Mr. Fishback 
declined to enlighten his associates 
upon the subject, though taking all 
their chafing with the good humor 
characteristic of men of his build. Un- 
usually conscientious in his work, Mr. 
Fishback, who is fire marshal of his 
state as well as head of its insurance 
department, was alive to any and all 
practical suggestions that would make 
for the reduction of the fire loss of 
Washington. Through his insistence 
of frequent inspections of risks and the 
removal of fire breeding conditions he 
has done much to better the loss rec- 
ord of the state, but feels that still 
further betterment can be had, and 
is steadily and enthusiastically working 
to that end. 


William M. Hahn, aged 71, former in- 
surance superintendent for Ohio and 
late in the insurance business at Mans- 
field, died suddenly of heart disease 
while testifying in court at his home 
city, Monday. 


One of the leading western depart- 


‘ments received, in response to an in- 


quiry asking why a particular endorse- 
ment had been attached, a note from 


‘the agent reading about like this, “We 


wish to advise that the household 
goods insured under policy No. 123456, 
John Smith, were moved to Phoenix, 
Ariz., by railroad. Mr. Smith wished 
to have them insured while on the rail- 
road, and we attached the Railway 
Subrogation Waiver Clause to their 
policy.” 
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: Protect the Exceptional Fire Risk 





In every industry there are fire hazards of 


exceptional risk where oil, gasoline, paint, varnish or inflam- 
mable chemicals are stored or used. 


These hazards endanger the whole plant and 


the usual methods of fire fighting are useless. Water 
simply spreads the blaze. 


There is just one sure protection— 
Foamite Firefoam 


And Foamite Firefoam is no less effective 
on ordinary risks. The most stubborn fire yields to Foamite 
Firefoam. It offers complete fire protection for an entire 


plant, or is a very valuable adjunct to a fire department 
already installed. 


Let us demonstrate Foamite Firefoam, at 
your own plant, in competition with any other form of fire 
protection. You incur neither obligation nor expense. The 
more difficult the test, the more convincing the proof. 


Will you write us? Booklet on request 


Foamite Firefoam Company 


806 FIFTH AVENUE BUILDING 


New York 
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NINETY YEARS OLD HALE AND HEARTY 


The Franklin Fire 


Insurance Co., of Philadelphia 
ELBRIDGE G. SNOW, President 


Organized 1829 Charter Perpetual 








“Nothing humbler than Ambition when it is about to climb.” 
—Benjamin Franklin. 


MBITION has been called the mainspring to 
A action. Without it there would be no progress, 

no growth. For nearly a century, starting in 
the city where American Independence was born, THE 
FRANKLIN FIRE INSURANCE COMPANY of 
PHILADELPHIA has aspired to furnishing the high- 
est type of insurance indemnity and to prove itself 
worthy of the confidence of its loyal Agents and its 
Policyholders. Under the new Management, as if 
born again, the ambition of the Company is still to 
render a bigger and better Service to its Agents by a 
hearty co-operation in all matters of mutual interest 
and by supporting unhesitatingly good business prac- 
tices. 














STATEMENT JULY, 1919 


Cash Aspets........ccccccccccceccccsccsvccccces subnecseewsaeesseaeee $5,046,316.10 
Cash Capital ......cccccssesccccccccccccvccces eabbene sececcccecccces 1,000,000.00* , 
RMMUUIUIED : cc keveakssbiackbabunsssshocnosedn skeuessonssbeensbacsneaate 2,835,817.19 
NCE: BTDIUS. cscccsvciesas Suehstehekpasastebaasaranas psesisebedebeeeece 1,210,498.91° 


“Surplus as regards Policyholders, $2,210,498.91 
Fire Lightaing. Automobile Complete Cover in Combination Policy), 
Explosion, Hail, Marine, Profits and Commissions, Rents, Rental Values, 
eet — Civil Commotion, Sprinkler Leakage, Use and Occupancy, 
indstorm, 
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MORGAN G. BULKEELEY, President 


[| THE AUTOMOBILE 7 
INSURANCE COMPANY 
OF HARTFORD, CONN. 


CASH CAPITAL 


| $2,000,000.00 


ASSETS 
$9,216,200.73 
LIABILITIES, EXCEPT CAPITAL 


$5,382,334.00 


SURPLUS TO POLICYHOLDERS 


$3,833,866.73 


LINES WRITTEN 





FIRE ARINE ISK 
ADO WINDSTORM MAIL PACKAG' 
LIGHTNING TOURIST BAGGAGE 
PROFITS EXPLOSION KLER LEAKAGE 
MMISSIONS USE AND OCCUPANCY 
CARGOES AUTOMOBIL INLAND MARINE 
FLOATERS LEASEHOLD INLAND TRANSPORTATION 


NL. 
REGISTERED MAIL 


Affiliated with 
AETNA LIFE INSURANCE CO. 
AETNA CASUALTY & SURETY CO. 









































AGENTS HARD TO GET 


Companies which have recently en- 
tered new states are finding it exceed- 
ingly difficult to secure an agency plant. 
It is no longer possible for a field man 
to plant a company in all of the leading 
towns of a state. Even an old estab- 
lished institution has difficulty in break- 
ing into new territory. Field men who 
for one reason or another have recently 
withdrawn from a well established 
agency say that it is almost useless to 
try to induce men in other lines of busi- 
ness to go into insurance work. 

Good salaries are being paid for all 
kinds of work. Men in small towns do 
not seem to be giving the same amount 
of time to part-time work. The man 
who has a good position is not inclined 
to run the risk of reducing his income, 
even if only temporarily, by going into 
the local agency business which makes 
him dependent upon his commission 
earnings, and there are few men these 
days with any great amount of spare 
time, during which they could try out 
the business. 

Local agents nowadays are endeavor- 
ing to reduce their company represen- 
tation to the minimum. There is no 
longer present the desire to represent 
a large number of companies. On the 
contrary, agents are trying to reduce 
all detail and clerical work as much as 
possible, and this can be accomplished 
to some extent by limiting the number 
of companies represented. This com- 
bination of conditions makes the plant- 
ing of a company in new territory a 
task of no mean proportions. 


HASTY SETTLEMENTS 


Whenever a fire occurs in which a 
number of companies are interested, 
there is a rush upon the part of all of 
the companies to make a quick pay- 
ment of the claim. Drafts are drawn 
before the ashes of the fire are cold, 
and there is the keenest kind of rivalry 
among the companies to make the first 
settlement. Adjusters are instructed 
to rush to the scene of the fire, survey 
the situation quickly, and make pay- 
ment with the minimum of delay. This 
hasty process is very often the cause 
of loose adjustments. Fake claims are 
sometimes paid before it is discovered 
that they are fake claims. There is no 
time for sober second thought. 

In the old days all of the companies 
enforced the 60-day rule. Now it is 
observed by none. At the recent meet- 
ing of the insurance commissioners in 
Hartford, G. Waldon Smith, insurance 
commissioner of Maine, told of the 
statute in his state that forbids the pay- 
ment of fire claims in excess of $100 
within 45 days, unless permission to 
settle more promptly is given by the 
insurance commissioner. He said that 
this statute has operated to prevent 
incendiarism and took the position that 
the eagerness shown by many com- 
panies to pay losses too promptly was 
one of the big evils of the business. 
Perhaps the stand taken by Maine on 
this question may be followed by some 
other states. 


* OK * 
SENDING EXAMINERS INTO FIELD 


One of the progressive fire compa- 
nies of the east is pursuing the sensi- 
ble practice of sending its examiners 
into the fields they respectively super- 
vise to interview the agents and make 
first hand inspections of all large or 
special risks. In this way the exam- 
iner not only learns to know the local 
representatives far more intimately 
than he possibly could through the me- 
dium of correspondence, but he gains 
an invaluable insight into the con- 
struction of buildings, the peculiar haz- 
ards of incident to various classes of 
' manufacture or occupancy, and can 

promptly and intelligently “check sur- 

veys or reports when sent in by special 
| agents or bureau inspectors. The com- 








VIEWED FROM NEW YORK 


By G. A. WATSON } 











pany officers, feel that the time and 
money spent by their examiners in 
their periodical trips is more than off- 
set in the saving of correspondence 
with agents and in the more certain 
opinions expressed when passing ap- 
plications. 


* * * 
ENNIS WITH NEW YORK FIRM 


Gresham Ennis has resigned the 
vice-presidency of the New Jersey Fire 
of Newark, though continuing as a di- 
rector of the company, to actively as- 
sociate with Cecil P. Steward & Co. 
of New York, in the extensive interests 
of that organization. Mr. Ennis is a 
man of great energy and resourceful- 
ness, and has had a valuable under- 
writing experience both in the field and 
as a company executive. 

* * * 
GO TO CHICAGO MEETING 


A strong delegation of Eastern men 
will go to Chicago to attend the fiftieth 
annual meeting of the Fire Under- 
writers Association of the Northwest. 
In New York City at the present time, 
in addition to Preston T. Kelsey, presi- 
dent of the organization, are three ex- 
presidents: H. N. Kelsey, Joseph H. 
Lenehan, and Caroll L. DeWitt. Life 
members of the association now lo- 
cated in the East, include W. N. Bam- 
ent, general adjuster, Home; S. E. 
Cate, North British & Mercantile; J. 
A. Kelsey, United States manager 
Tokio Marine & Fire; H. R. Louden, 
United States manager, Liverpool & 
London & Globe; George Lovejoy, 
vice-president, Phoenix of Hartford; 


Waite Bilven, vice-president, Insur- 


ance Company of the State of Penn- 
sylvania; Edward Meinel, of Meinel & 
Wemple, United States managers, Sala- 
mandria; W. L. Steele, vice-president, 
Niagara Fire; J. P. Singleton, general 
adjuster, Niagara Fire; Charles D. Dun- 
lop, vice-president, Providence-Wash- 
ington, and Col. L. Cunningham, 
president emeritus of the Glens Falls. 
* *K ok 
SMALL TOWN FIRE CHIEFS 


It has been observed by field men 
in a number of states that the fire 
chiefs in the small and moderate sized 
towns are becoming more and more 
efficient in their work. Apparently the 
day is rapidly passing when the fire 
chief in the small town will confine 
himself simply to putting out fires. In 
the old days he used to sit around 
the fire house waiting for an alarm to 
come in. If none came no work was 
done during the day. If none came for 
a week no activity was evident for a 
week. In other words, the fire chief 
a few years ago used to feel that if 
he succeeded in putting out all fires 
reported in fairly decent style his task 
was well done. ; 

Nowadays the small town fire chief 
exhibits a readiness to work hand in 
hand with the fire insurance company 
representatives. The field men are able 
to get the right kind of cooperation 
from them. Inspection systems have 
been installed in practically all of the 
more important small cities. Firemen 
have their regular routes to cover with 
the result that accumulated rubbish 
has been removed, stairway obstruc- 
tions taken away, uncovered wiring 
properly taken care of and other com- 
mon defects corrected. Small town 
fire chiefs have gradually come to a 
realization of the fact that the impor- 
tant thing is the fire record for the en- 
tire year. They have been shown that 
it is more important to prevent a fire 
than to put one out. The development 
of fire prevention and inspection work 
on the part of small town fire chicts 
has spread in a natural way. One 
small town is jealous of the record of 
a neighboring community and the plans 
adopted in one town are rapidly put 
into effect into another. 
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| AS, SEEN FROM CHICAGO | 














SEEK “NO FIRE” DAY OCT. 9 


The ‘committee of the Chicago Asso- 
ciation of Commerce in charge of’ the 
observance of Fire and Accident Pre- 
vention Day on October 9 has decided 
to ask the people of Chicago to see 
what they can do to make the anni- 
versary of the great Chicago fire a no- 
fire day. .The United States Railroad 
Administration recently carried on a 
no-accident week, during which 67 rail- 
roads in the central west reported a 78 
percent decrease in accidents, while 70 
percent of the roads had no accident at 
all. This shows what individual care 
in reduction of accidents can accom- 
plish, and the same result will follow 
individual care in the prevention of 
fire. 

When the Chicago fire department 
was practically out of service during 
the big blizzard last year, the streets 
being impassible and the hydrants 
being covered up by snow, the fire 
alarms were much fewer than usual 
because the public realized the emerg- 
ency and took special care to prevent 
fires. The same result was achieved in 
other cities when the fire protection 
was stopped by strikes or the breakage 
of the pumps, and the public was 
brought to realize its own responsibil- 
ity. In addition to the other exercises 
attendant upon the observance of Fire 
and Accident Prevention Day each 
property owner is asked to inspect his 
premises with a view of removing fire 
hazards and to take special pains to 
avoid any possibility of fire on that 
particular day. It is. hoped that the 
result of this care will be to make such 
a reduction in the number of alarms 
and losses that the public will appre- 
ciate the truth of the statistics that at 
least 75 percent of the fires are due to 
carelessness and can easily be pre- 
vented. 

* Ok O* 
LUNCHEON TO MURDOCK 


A luncheon was given on Monday 
at the Atlantic Hotel by a number of 
field men of the North British and 
Pennsylvania Fire to A. E. Murdock, 
who will leave on Saturday for New 
York to assume his new position as 
assistant general agent of the improved 
tisk department of the North British 
and allied companies; and to Fred H. 
Sabin, who has just come to Chicago 
as assistant general agent of the Penn- 
sylvania Fire. 

* ok * 


LUNCHEON TO WALDRON 


During the week of the Northwest 
meeting, Illinois field men will give a 
luncheon to Raymond Waldron, who 
a few months ago became assist- 
ant manager of the Rochester depart- 
ment of the Great American. Mr. 
Waldron was called to New York sud- 
denly and his former associates in the 
field did not have the opportunity of 
honoring him with a farewell luncheon 
at that time. Junius M. Clark, who is 
leaving the Illinois field to go to In- 
diana for the New York Underwriters, 


will also be a guest of honor at the 
luncheon. 
* * x 


HOLD BLUE GOOSE MEMBERSHIP 


Quite a number of field men have 
been leaving fire insurance for other 
lines within the past six months or 
More for various reasons. This has 
Taised a question as to the eligibility of 
such for a continuance of their mem- 
bership in the Blue Goose, some of 
them desiring so to do. This question 
was put up to Paul E. Rudd, grand 
wielder of the goose quill, by one pond, 
and he says: “There is no reason why 


— a man cannot continue his mem- 
ership in the Blue Goose if he keeps 


pag ey paid, for our motto is, ‘Once 


alth 


ue Goose, always a Blue Goose,’ 
ough the constitution and by-laws 








do not so state in those words. In 
other words, no tnatter what line of 
yusiness a man may go into after leav- 
ing the fire insurance business, he is 
still eligible to continue his member- 
ship in our order, providing the busi- 
aess which he enters is an honorable 
one.” 
a 


CHICAGO PREMIUM RETURNS 


Additional companies reporting their 
total premium writings for the year 
ending June, 30 to the city collector for 
taxation purposes are shown below: 


1919 1918 
Amer. Nat’l, R. I........ SF Geen. . wteces 
Arkwright Mut......... 15,030 $15,515 


Blackstone Mut......... 


10,037 10,690 
7,36 


Boston Mfrs. Mut....... 3 8,630 
Conmtral: NGG). . <ccccesee Werte. . osaeae 
Cot. & Wool Mfrs. Mut.. 6,775 6,195 
Fall River Mfrs. Mut... 3,879 4,290 
Firemen’s Mut.......... 1,211 24,295 
iC Ae 4,59 13 
Industrial Mut......... 4,732 4,005 
Keystone Mut........... 10,557 17,181 
Manton Mut............ 15,032 
Mercantile Mut 2,198 
Merchants Mut 5,756 
National Mut 3,269 
Paper Mills Mut 405 
Pa. Mfrs. Mut 11,510 
Iubber Mfrs. Mut.. 6,194 
Standard Mut 4,404 


see 





x * x 


MONROE RESIGNS BLUE GOOSE 


A. R. Monroe, assistant western man- 
ager of the Queen and Grand Guardian 
of the Nest of the Blue Goose, has re- 
signed his office in that order. Mr. 
Monroe finds that he is so occupied 
with other duties that it impossible for 
him to give the proper amount of time 
to Blue Goose affairs. During the week 
of the Northwest meeting the annual 
roundup of Queen field men is held in 
Chicago and Mr. Monroe is forced to 
give his attention to this rally. He is 
tendering his resignation before the 
Grand Nest meeting is held, so that 
there will be time to select another 
man for the office. 


*x* * * 
FIRE PREVENTION PLAN 


State Fire Marshal John G. Gamber 
of Illinois has held a conference with 
the officials of the Cook County Field 
Club and arrangements will be made 
to have the members appointed deputy 
fire marshals without pay. In their 
inspection work, if the field men run 
across hazardous conditions they can 
order them removed, having the same 
authority as regular deputy fire mar- 
shals. Mr. Gamber will work in co- 
operation with the Field Club and ex- 
pects to accomplish much in Cook 
county through this medium. 

* * * 


NORTHWEST LUNCHEON 


A luncheon will be given on Oct. 2 by 
the officers of the Fire Underwriters As- 
seciation of the Northwest to the entire 
membership. This will be something of 
a departure from the regular routine of 
conducting the meeting. James V. Barry, 
assistant secretary of the Metropolitan 
Life and ex-insurance commissioner of 
Michigan, will be on hand to give one of 
his inimitable talks. H. Verne Meyers, 
vice-president of the Northwestern Asso- 
ciation, will preside as toastmaster. 


* * © 
ENTERTAINMENT ARRANGEMENTS 


B. A. Lehnberg of Milwaukee was in 
Chicago last week making final arrange- 
ments for the annual good fellowship 
dinner of the Blue Goose to be held at 
the Congress Hotel in Chicago, Sept. 30. 
The dinner will be in the nature of a 
big celebration, as it will be the first 
Grand Nest function held since the close 
of the war. Arrangements have Leen 
made with the Benson entertainment or- 
ganization to provide something inter- 
esting, 

* k x 

Otho E. Lane, president and J. H. Mac- 
Farlane, assistant secretary of the Niag- 
ara Fire, are in Chicago this week. 
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WM. B. CLARK, President. 
A. N. WILLIAMS, . . Vice-President 
E. J. SLOAN, . Vice-President 
GUY E. BEARDSLEY. 
Vice-President and Secretary 
RALPH B. IVES, 
Vice-President, at Western Branch 
E. S. ALLEN, Assistant Secretary 
W. ROSS McCAIN, Assistant Secretary 


W. F. WHITTELSEY, Marine Vice-President 
R. EB. STRONACE. . . i 
GEO. L. BURNHAM,. 








Inspections 





signed sel 


20 years in this field. —Dixit et Fecit— 
Office with Knight, Smith & Co. 
Room 1568 Ins. Exchange, CHICAGO, ILL. Phone Wabash 3033 





in Chicago, Cook County and the Greater Metropolitan District. 
{Tnis inspectorate very properly gauges the expectancy of fire risks 
and intelligently anticipates events before they occur. {The under- 
i ifs this talent to companies, agents, brok b 
ness public, herewith tendering counsel to all State Insurance Officials, Legislative and Municipal 
Committees and all those who formulate insurance laws designed for the public weal. 


brokers and the busi- 


C. W. PIERCE 


Independent Inspector and Fire Prevention Counselor 











WYNNE & 


General Agents 


1554 Penobscot Bldg. : : 


NEW AMSTERDAM CASUALTY COMPANY 


Agents wanted in Michigan | 


KINSELLA .. 


for Michigan 
CAPITAL $1,000,000 | 


: : Detroit, Mich. 














ALL LINES OF INSURANCE 
HANDLED. 


The Wheeler, Kelly & Hagny Co. 


INSURANCE 
215 East Douglas Ave., WICHITA, KANSAS 


ENGINEERING DEPARTMENT 
IN CONNECTION. 








J. G. HUBBELL, Mgr. 


NATIONAL INSPECTION CO. 
INSPECTION OF HEAVY RISKS 


108 SO. LA SALLE ST., CHICAGO 











GEO. A. MOWRY 
President 


W. A. GORDON 
Secretary 


WM. WALSH 
Ass’t Secretary 
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| Twin 


City Fire Ins. Co. 
MINNEAPOLIS 
Capital $500,000 

















INDEPENDENT ADJUSTERS 











ILLINOIS MISSOURI 
QUINCY ADJUSTMENT 
& SERVICE BUREAU 
Well’s Building, Quincy GEORGE C. GILL, Mgr. 


ILL., WIS , IND. 
C.H.TAYLOR 
1865 Insurance Exchange, Chicago 
hone Wabash 

ADJUSTER OF FIRE LOSSES 
YLLINOIS AND EASTERN IOWA 
WESTERN ILLINOIS ADJUSTMENT 

62 S. Cherry St. Gslesburg Ti. 

.Amold F.R. Hazlett . W.A. Bartlett 

=e Fire tomobi Losses. 


and Aw 
ILLINOIS INDIANA 
ELDRIDGE H. SPERRY 
506 & 7 Robeson Bldg., ¢ hampaign, TI. 
Western Union or Long Dist Phone (Office 147, 
Res. 458) facilitates nrom service 


ILLINOIS 


THOMAS A. PETTIGREW. 
Eades Building, Streator, Illinois 
Fire loss adjuster for the companies. Building Losses 


IOWA 

















a specialty. 
North & Central Southern Eastern Western 
ILLINOIS WISCONSIX IOWA INDIANA 


BEN C. COOPER 
fentral Life Bldg., Ottawa, Illinois 
ADJUSTER OF FIRE LOSSES FOR THE COMPANIES 


34 years in insurance wor 
NORTHERN ILLINOIS EASTERN IOWA 
lustment and ‘ureau 


itt 
STACEY M. IN, Manager i 

Adjuster of fire losses and inspector of risks 
for the companies. 12 years’ experience in in- 
surance work. 





Kansas Oklahoma Eastern Colorado 


WARREN ADJUSTMENT BUREAU 
R. B. WARREN, Manager. 


Fire Loss Adjustments for the Companies Only 
No. 229 Beacon Building Wichita, Kansas 





NORTHERN MICHIGAN ADJUSTMENT COMPAN? 
Adiusters of Fire 
206 Schirmer Bidg . 364 Federal Ave., Saginaw, Mic 





MINNESOTA AND TRIBUTARY STATES 
J. F. MAIN & COMPANY 





General Adjusters. 14 years experience. 
506 Palace Bldg., Minneapolis, Minn. 
‘KANSAS 
JOHN M. KINKEL W. P. KINKEL 


KINKEL ADJUSTMENT AGENCY 
«FIRE, TORNADO aad AUTOMOBILE 
ADJUSTED 


HUTCHINSON * KANSAS 


NEBRASKA WESTERN IOWA 


CONFIDENTIAL ADVICE & ADJUSTMENT BUREAU 
W. H. Hatteroth, Atforney and Manager. 
Inspection reports. Investigation and adjustment of 
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THE FARI 
MIDDLETON MINES, INC. Piel 
TUCSON, ARIZONA 
Offer Subject to 6 5 00 Shares (Par Value $1.00) of Its Full Paid Far 
e e an ¢ 
Prior Sale a and Non-Assessable Capital Stock each 3 
of the 
Capitalization . . This Company was organized in November, 1917, under the Laws of the State of Arizona, and ~ 3 
is capitalized at $1,500,000. a 
Stock outstanding. difficu 
This Issue ginia { 
and t 
from 1 
who are permitted to pro-rate therein. farm 
Properties SB. et oe Comprising twenty-eight (28) Mining Claims (about 560 acres) in Santa Rosa Mining District, a favo 
Pima Co., Arizona, ore being copper with silver and gold content. This is well opened up and ceased 
shown to be a big property, favorable reports have been made on this property by Charles M. rather 
Donohoe, Consulting Mining Engineer, Phoenix, Arizona; B. G. Granville, Consulting Mining Engi- Wn 
neer, Tucson, Arizona, and other reputable engineers. There are no bonds, mortgages or liens on tached 
this property. Virgin 
Company also owns about twenty acres and has lease on about twenty acres adjoining in the bis 
Empire Mining District near Pantano, Pima Co., Arizona—the ore being silver-lead with small gold ear 
content. : 
Also: Oil and Gas lease on eighty acres of oil land in Eastland Co., Texas, on the Pennsylvania va 
Formation, showing perfect Anticline, under contract to purchase. import 
Development re There are suitable buildings and machinery on mines enumerated above and development of on the 
property is being continued. We have been shipping about two cars ore monthly this year to the “b 
El Paso Smelting Works, last car netted us at smelter $1,294.06. From receipts of this stock sale and cx 
we now propose drilling for oil on our property. visited 
Appraisal A conservative estimate of the value of the assets of the Corporation suggest a book value of that W 
Ofc d *  * © the stock comparing favorably with a price in excess of this offering. careful 
a Antonin Chapal, Brooklyn, N. Y. C. & E..Chapal Freres & Cie. often | 
Directors . . + = Richard A. Corroon, New York. President, American Equitable Insurance Co. a day 
C. C. Clark, Tucson, Ariz. President, Middleton Mines, Inc. or of 


Thomas A. Duffy, New York. R. A. Corroon and T. A. Duffey, Inc. 


writers. 


The officers and directors, organized and have purchased stock in the Corporation, full in the 
belief of the Company's future. They have been assured by experts that they have a big property, 
one that not only presents a splendid opportunity for investment but has the added advantage of 
speculative possibilities, as well. 


Should oil develop (and there is no reason why it should not) the stock should easily be worth 
$25.00 a share in a FEW MONTHS. 


Schesios There have been no salaries or commissions paid to any officer or director, nor is it con- 
*‘ * *  * templated to pay any, at this time, by this company. 


Safecuards ... The President of the Corporation who is active in its management, carries life insurance for the 
- benefit of all the Stockholders in the following amounts: 


$100,000 
50,000 
Reference eg Any Bank or Business House in Tucson. 


Issue . . «° « e There are only 65,000 shares being offered, they will be issued in the order of the receipt of 
Subscriptions. Order Today. 


PRICE $1.50 PER SHARE 


gy MIDDLETON MINES, INC. 
| Box 756 Tucson, Arizona 


Please send me at once 


$1.50 a share for which remittance is enclosed. 


The officers and directors and practically all the stockholders are identified with the Insurance business. 
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= James F. Joseph, Chicago, Ill. Secy., Chicago Advisory Committee, National Board of Fire Under- . 
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FIRE NEWS OF THE STATES 











OHIO—WEST VIRGINIA 




















FARM BUSINESS UNIMPORTANT 


Field Men Traveling in West Virginia 
Have a Difficult Territory 
to Handle 


Farm business is becoming of less 
and less importance in West Virginia 
each year. Only a very small section 
of the state is devoted to farming. In 
the Pan-Handle district and in the 
vicinity of Harper’s Ferry, there is some 
good farm land, but there are many 
difficulties in front of the West Vir- 
ginia farmer; markets are hard to reach 
and transportation facilities are far 
from the best. The companies writing 
farm business in the state have not had 
a favorable experience and many have 
ceased writing the class entirely. It is 
rather generally felt that there is 
more or less of a moral hazard at- 
tached to all farm business in West 
Virginia and what little business is 
written is scrutinized very carefully. 

Field men having supervision over 
West Virginia have one of the most 
difficult states in the country to travel. 
With one or two exceptions, all of the 
important towns in West Virginia are 
on the river. The other towns are off 
the “beaten track,” very inaccessible 
and consequently rather infrequently 
visited. Daily report examiners know 
that West Virginia business is not very 
carefully inspected, but the field men 
often have the alternative of wasting 
a day and a half to make an inspection 
or of letting the inspection go alto- 


gether, and the latter course is usually 
chosen. For the West Virginia field 
man to cover the state as most other 
states are covered in an intensive man- 
ner, would be prohibitive from an ex- 
pense standpoint. The custom is to 
visit each town once each year and then 
rely upon the inspection bureau report, 
rather than to spend the time and ef- 
fort that frequent trips to the out-of- 
the-way town would involve. 


Sheldon to Make Address 


Manager Charles E. Sheldon of the 
western department of the American 
will give an address before the Ohio 


field men at their meeting in Columbus, 
Oct. 7. 


Take on Strike Insurance 


in view of the strike of the steel work- 
ers are taking large lines of strike in- 
surance. The Republic Iron & Steel 





‘000,000 of explosion and strike 





Company, Youngstown, O., secured $15,- 
insur- 
ance. The Briar Hill Steel Company at 
Youngstown has plants also at Niles and 
Warren, and secured $10,250,000. Local 
agents in the vicinity of the steel indus- 
tries began getting busy as soon as the 
strike seemed imminent. 

The strike of the Boston police and 
the chaotic condition in that city has 
stimulated strike insurance materially 
throughout the state. 





Inspection Work Big Factor 


NEW YORK, Sept. 23——To a large 
degree the low loss ratio enjoyed by 
Ohio for several years past is attributed 
by company executives to the thorough 
and systematic inspection work per- 
formed by the field men, and the hearty 
support given their activities by the 
state fire marshal’s office. Citizens of 
the Buckeye State have been educated 
to the need for fire safety, and the pen- 


The iron and steel industries in Ohio } 


alties promptly non- 
observers of the warning given to 
remove fire-breeding conditions in and 
about buildings has had a wholesome 
effect. The work done by the special 
agents in Ohio might very profitably be 
extended to other states, and if this were 
done the cordial co-operation of man- 
aging underwriters could be relied upon. 


enforced upon 





Cincinnati Inspection On 


CINCINNATI, O., Sept. 24—This is 
conservation inspection week in Ohio, in 
common with the other fire marshal 
states of the country, in preparation for 
the observance of Fire Prevention Day, 
Oct. 9. Inspections in the districts which 
include Cincinnati and its suburbs will 
be completed by Saturday. The work is 
so thoroughly systematized that Cincin- 
nati probably will be the only metropoli- 
tan city in the country to complete the 
task this week. Cincinnati also is the 
only city in the country in which every 
inspector of the State Conservation & 
Fire Prevention Association is paired 
with a city fireman in uniform or a 
deputy of the state fire marshal’s office. 


Two Explosions at Norwood 

CINCINNATI, O., Sept. 23—Investiga- 
tion by the Ohio Inspection Bureau and 
Capt. J. J. Conway of the Underwriters’ 
Salvage Corps of the fire and explosion 
that wrecked the Norwood waterworks 
and electric light plant, Sept. 15, showed 
that there were two explosions, not con- 
currently, but in somewhat deferred suc- 
cession. First the flywheel of the gas 
engine driving an electric generator 
exploded, and a fragment cut the gas 
line, which started the fire. The engineer, 
startled by the accident, ran from the 
building without shutting down his steam 
power. 

While employes of the Boss Washing 
Machines Company adjoining were re- 
moving stock from the nearest part of 
their building, the flywheel of a steam- 
driven generator in the power plant 





long distances, and the roof of the Boss 
plant looked as if had been bombarded 
with shrapnel, Several of the fragments 
missed splinker lines by two to six 
inches, If these lines had been severed, 
a 40,000-gal. gravity tank would have 
been drained before it could have been 
shut off, and an enormous water loss 
would have resulted. The actual cause 
of the initial explosion has not been 
learned. 

The city carried no engine or flywheel 
insurance, which would have covered 
against damage to person and property 
of others; so a nice question arises as 
to the liability of the city for damage 
to the adjoining plant. 


Ohio Notes 


D. S. Burkhalder is selling his agency 
at Bluffton to Clayton Rupright. A. F. 
Stauffer of Bluffton has sold his agency 
to Mrs. Ella L. Green. 


George W. St. John of Barberton has 
associated with him Messrs. Charles 
Bitzer, Charles Boshey and B. O. Elting, 
the firm to be known as the St. John 
Realty Co. 

Miss Clara A. Weir of the Cottle Com- 
pany of Warren is retiring and her in- 
terests are absorbed by Paul J. Kibler, 
son of Joseph W. Kibler of the firm, 
who will be secretary-treasurer. 

Arthur J. McCann, for 15 years with 
the Macklin Agency at Columbus, has 
opened an insurance office of his own 
at 307 Central National Bank Building, 
writing fire, automobile and casualty in- 
surance. 


Illinois Notes 


Walter R. Adkisson has purchased the 
agency of State Senator S. D. Canaday, 
Hillsboro, Ill. Senator Canaday and fam- 
ily have moved to Texas. 

The Collinsville city council has passed 
an ordinance assessing each real estate 
and insurance agent $25 occupation tax. 
It is forcing some of the smaller agents 
out of business. Miss F. M. Guy, repre- 
senting only two companies, did not care 





exploded. Sections of it were thrown 


to pay the tax and has sold her agency 
to John A. Wappler. 
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NIACARA 


Fire Insurance Company 


ESTABLISHED 1850 


123 William Street, NEW YORK 


Riot and Civil Commotion Insurance 


Apply to Home Office or Special Agent 
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KEYSTONE UNDERWRITERS 


DEPARTMENT OF 
The United American Insurance Co. 
The Union Insurance Co. 


The Globe Fire Insurance Co. 
The Western Insurance Co. 
All of Pittsburgh, Pa. 
Combined Capital~- $ 900,000 Combined Net Surp e'« « $783,320" 
Combined Assets - - 3,179,134 Combined jiekes* = > Peliigtaers 1,633,329 
HENRY WACHTER, Manager - 218 Fourth Ave., PITTSBURGH, PA. 


eliable ts Wanted in PISH & SCHULKAMP 
Penneylvaniy Ohio. Illinois General Agents for Wisconsin 
mena Madison + Wisconsin 
































THE LIVERPOOL & LONDON & GLOBE 
Insurance Company, Limited 


pe Its United States assets are $17,083,985.30, every 
4, . 2 dollar representing UNITED STATES INVEST. 
Gaunt” MENTS, which are held in trust for sole protection 
fee of American policyholders and subject to strict 
supervision of State Insurance Department. 





“eGirdles the Globe” 
WESTERN DEPARTMENT, 1144 Insurance Exchange, CHICAGO 
CINCINNATI DEPT., 401 Fourth Nat. Bank Bldg., Cincinnati, O. 





























ey 


*BZORGE E. FEENEY, President 
SDWARD T. LYONS. ‘Secretary-Treasure: 





& M WAGNER, Supt. of Agencie: 


Ohe Columbian Insurance Co. 


430 N. Pennsylvania St., Indianapolis, Ind. 


$529,005.00 
344,529.00 


The Securities of this Company are deposited with the Indiana Insurahce 
Department for the Protection of Policyholders and Creditors 


Agents Wanted in n Indiana, encis, Ohio, Michigan, Wisconsin and Minnesota 


a —— 


Assets. or ar 
Surplus to Policyholders ; 





ware me 















PIONEER 


Fire Insurance Company 


of America 


29 South LaSalle Street 
CHICAGO 














AN ILLINOIS 
COMPANY 
























The Superior Fire Insurance Co. 
PITTSBURGH 
Incorporated 1871 


A. H. TRIMBLE, Prest. EDWARD HEER, Sec’y and Treas. 

Why not make room in your agency for aconservatively managed, 
medium-sized American Company whose indemnity, treatment of agents 
and assured, will bear inspection for nearly half a century? 



















Capital $400,000.00 Surplus to Policy Holders $730,417.59 
Assets $2,083,462.49 
WM. L. DICKELMAN HENRY J, WOESSNER HAROLD J. BARBOUR 


DICKELMAN, WOESSNER AND BARBOUR 


Successor to Wm. L. Dickelman & Co. 
Insurance tas Rachemge General Agents wu. 5. al Canada) Excess Lines Telephone ¥ Wabash 





























Capital Fire Insurance Company of California 
Agents wishing to represent a high class progressive company, apply to 
BIERCE & SAGE Co., Michigan State Agents 
219-220-221 Hammond Bidg., Detroit 
Correspondence solicited for direct lines or re-insurance on mercantiles and special hazards where not represented 
Prompt Service Telephone, Cherry 5154 
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FIGHT VACANCY PERMIT RULE 





Indianapolis Local Agents Stirred Up 
as Result of Proposal to Make 
Extra Charge 





INDIANAPOLIS, IND., Sept. 23— 
Indianapolis local agents are consider- 
ably stirred up over the proposed rule 
on vacancy permits, by which a charge 
of 2 cents a hundred or 5 cents for 
three years would be made where the 
unlimited vacancy permit is attached to 
a policy. The rule is not as yet in ef- 
fect, but has been filed with the state 
insurance department and is awaiting 
official action. Indianapolis is pecu- 
liarly a city where the insurance and 
rental business are operated together. 
There are an unusual proportion of 
large local agencies located in trust 
companies and many _ independent 
agents also operate a rental business. 
It has been convenient to use the un- 
limited vacancy permit on the policies 
of their clients but they say that if 
they are compelled to watch vacancies 
to see that they do not overrun the 60- 
day limit clause that is allowed under 
the new rule without charge, in order 
that the unlimited permit be substi- 
tuted where conditions demand, their 
work and expense will be much in- 
creased. Then, too, it is their opinion 
that, if they undertake to put on the un- 
limited permit and charge therefor, 
they are bound to meet with opposi- 
tion which will react to the disadvan- 
tage of the insurance business, as the 
public is now none too friendly in its 
attitude. They are hoping that the re- 
quest for the rule may be withdrawn. 





Indiana Blue Goose Elects 


INDIANAPOLIS, IND., Sept. 23.—At 
the annual meeting of the Indiana Blue 
Goose Monday, the following officers 
were elected: 

Most Loyal Gander—Howard V. Luce, 
special agent Connecticut, 

Supervisor of the Flock—Stanley D. 
Turner, state agent Granite State. 

Cusiodian of the Goslings—H. C. Up- 
ham, manager Eliel & Loeb companies. 

Guardian of the Pond—Revilla O. Fer- 
gason, rater Indiana Inspection Bureau. 

Keeper of the Golden Goose Egg—C. 
A. McCotter, secretary Grain Dealers 
National Mutual. 

Wielder of the Goose Quill—Irving 
Williams, editor “Rough Notes.” 

John Fitzgerald, special agent of the 
Queen, was elected a delegate to the 
annual meeting of the Grand Nest in 
Chicago next Tuesday. 

Chas. J. Richman, state agent of the 
American, is the hold-over delegate from 
last year. Stanley D. Turner and H. C. 
Upham were elected alternates. M. R. 
Wilson, special agent of the Eliel & Loeb 
companies, was elected to membership. 

The Indiana pond has a membership 
of fifty and is in excellent condition. 
There was a discussion of plans for the 
coming year and it was decided to re- 
sume activities that were discontinued 
during the war. A committee of which 
J. J. Fitzgerald, assistant secretary of 
the Grain Dealers National Mutual, was 
appointed chairman and Stanley D. 
Turner and Irving Williams members 
will arrange programs for such meet- 
ings, the purpose being to have short 
talks by competent speakers on perti- 
nent subjects followed by discussions. 
There will also be two or three special 
meetings of a social nature during the 
year including a picnic. An effort will 
be made to increase the membership. 





James A. Bawden Injured 


James A. Bawden, associate state agent 
of the American of Newark for Indiana, 
was the victim of a painful accident last 
week. Owing to a break down of his 
machine in which he was returning to 
Indianapolis from Lake Maxinkuckee, he 
was having it towed to a garage by a 
truck and was himself riding on the 
truck when it struck a rut and he was 
thrown off. He fell on his head and 
shoulders but fortunately escaped with 
slight bruises. He has become, even 
more than heretofore, an ardent sup- 











porter of all good road movements. 


INDIANA INSPECTION PLANNED 





State Divided Into Districts; Special 
Attention Will Be Given to 
Indianapolis 





INDIANAPOLIS, IND., Sept. 23— 
At the meeting of the Conservation 
Association of Indiana at French Lick 
last week it was decided to make a 
state wide inspection of grain eleva- 
tors, flour mills, wholesale groceries, 
packing houses, cold storage and gen- 
eral storage plants in which food is 
kept, milk condenseries and the larger 
cheese factories, bakeries and confec- 
tioners. The state is being apportioned 
by counties to field men. It is planned 
to have these inspections completed 
by Oct. 15 as far as possible. 

President B. J. Gilmore also outlined 
the plan that has been proposed of 
giving special attention to Indianapolis 
in a fire prevention way. He said that 
he has had the assurance of the co- 
operation of certain local organiza- 
tions of a business or social nature to 
this'end and believes that practically 
all the local organizations of this char- 
acter in the city can be enlisted in the 
work. It is the desire of the Indiana 
association to produce results such as 


whave been obtained in Cincinnati. 


Meetings of the Indiana Associa- 
tion, the Field Club and the quarterly 
joint meeting of both were also held. 
Among the visitors were H. E. Bon- 
ing, superintendent of agents of the 
Milwaukee Mechanics; P. J. Kiefer, su- 
perintendent of agents of the Svea, and 
Superintendent William Curran of the 
Indianapolis Salvage Corps. 


LITTLE EXPLOSION RENEWED 








Regular Fire Business in Michigan Is 
Holding Together in Good 
Shape These Days 





DETROIT, MICH., Sept. 23.—Field 
men are discussing the premium in- 
come for this year, the general opin- 
ion being that companies as a whole 
will not show the record they did last 
year. This is particularly true of com- 
panies that went out very strong for 
specialty lines last year. In Michigan 
there was a large amount of explosion 
insurance written in 1918. In this state 
are located some of the great factories 
that were getting out war material. 
Almost every one was freely carrying 
explosion insurance and use and oc- 
cupancy as well as the regular lines. 
The explosion is not being renewed 
to any great extent. Agents are not 
writing riot and civil commotion poli- 
cies very freely, some of them claim- 
ing that the rates are too high and 
others objecting to lack of non-cancel- 
lation clause. So far as use and occu 
pancy is concerned, there is about as 
much of it written as during the war 
period. The Michigan industries re- 
adjusted themselves in a remarkably 
short period, turning from war pro- 
duction’to a peace basis without much 
fuss or feathers. Cities like Detroit, 
Grand Rapids, Jackson, Lansing, Port 
Huron, Pontiac and Saginaw, strong 
n manufacturing, are going at a rapid 
clip. Values are high and insurance is 
being carried freely. 





Agencies Merge Interests 


The Charles D. Bennett insurance 
agency of Detroit will move about 
Cet. 1 to a new office location in the 
Ford building, adjoining the offices of 
the George B. Stevens & Co. agency. 
The Stevens agency has been under the 
management of Mr. Bennett for the past 
two years owing to the illness of John 
P. Rabaut, president of the Stevens 
agency. It will be several months be- 
fort Mr. Rabaut will be able to return 
to active work and hence the two offices 





are merged under one operating force, 
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although retaining their separate identi- 
ties and eorporation officials. 


Kankakee Board Elects Officers 


The Kankakee Local Board of Under- 
writers at Kankakee, IIll., has elected 
these officers for the coming year: Presi- 
dent, H. L. Topping; vice-president, W. 
M. Durham; secretary-treasurer, C. L. 
Tracy. The board will hold a banquet 
at the County Club Oct. 28. Illinois field 
men will be invited to be its guests for 
the entire day. The golf course will be 
at their disposal all day. Lunch will be 
served at noon and the banquet at 7 p. m. 


Milwaukee Office Established 


The Underwriters Adjusting Co. has 
opened an office at Milwaukee in the 
First National Bank Bldg. Pending the 
appointment of a manager the office will 
be under the direct supervision of Har- 
vey W. Russ, general manager of. the 
company at Chicago. 


Building Boom at Peoria 


There is quite a building boom at 
Peoria, Il. The Peoria Life’s big office 
building will be a great credit to the 
town, it now being erected. There are a 
number of industrial plants going up, 
additions to present property and some 
residences. More building is going on in 
Peoria than any other place in the state. 


Moline Plow Loss Settled 


NEW YORK, Sept. 23.—It is understood 
here that the loss on the Moline Plow 
Company has been settled, the companies 
paying $966,955.17 on $1,135,800 of in- 
surance. 


Indiana Notes 


kK. D. Weaver, Indiana state agent of 
the Commonwealth, has returned from 





a two weeks’ vacation spent with his 
parents at Beatrice, Neb. 


Jonathan Pickeral, agent of the Home 
at Argos, Ind., for the past 25 years, died 
last. week. 


Ivan Escott, Indiana special agent of 
the Home, has a new assistant—lIvan, Jr., 
weight seven pounds, born Sept. 16. 


The Central, Labor Union, Richmond, 
Ind., has sent’a formal demand on the 
board of public works for the reinstate- 
ment of John Coyle, captain, who was 
discharged because of criticism of the 
administration in not meeting a wage 
increase asked by the firemen. 


Manufacturers and merchants of Ev- 
ansville, Ind., have asked Mayor Bosse 
to request the firemen to withdraw from 
the union recently organized and sur- 
render the charter which they hold in 
the American Federation of Labor. The 
petition is aimed mainly at the police, 
but the firemen are included. 


After an investigation by the Indiana 
State fire marshal and representatives 
cf insurance companies, following burn- 
ing of the store of Samuel C. Wilds, Buf- 
falo, Ind., Wilds, his wife and clerk have 
been arrested for defrauding an insur- 
ance company, the specific charge being 
conspiracy to commit a felony. They 
gave bond in $1,000 each. . 


The Woodsmall Insurance Agency, In- 
dianapolis, has bought the building at 
110 North Delaware street, which. will 
be remodeled for a home for the agency. 
Two stories will be added and it will 
have as tenants the companies. the 
agency is representing, Union Insurance, 
of Indiana; Madison Insurance Company, 
he Indiana Employers’ Reciprocal Asso- 
ciation and the Indiana Coal Operators’ 
Keciprocal Association. 


Approval has been granted by the 
Michigan Securities Commission to the 
Peninsular Fire of Saginaw, Mich., to 
increase its captal stock to $1,000,000 
with a like amount of surplus. The com- 
pany expects to have the entire amount 
subscribed by Jan. 1, or very shortly 
thereafter. 











STATES OF THE NORTHWEST 














MINNESOTA LOSS RATIO FAIR. 


Dock Fire at Duluth Presents Unusual 
Hazard Not Contemplated by 
Companies 


MINNEAPOLIS, MINN., Sept. 23— 
The loss ratio in Minnesota has not 
been excessive so far this year, and 
barring large fires in the remaining 
months of the year, all of the com- 
panies are expected to make a good 
showing in that respect. 

While there have been few recent 
losses of note, the recent reported 
claim of the Superior Coal & Dock 
Company at Duluth is rather note- 
worthy as presenting a hazard not con- 
templated when the insurance was 
taken on by the companies. A fire has 
been burning on the Boston dock, 
owned by that company, for some 
time. Usually. fires of that character 
are put out by employing the bridges 
in cutting through the piles on each 
side of the fire, thus segregating the 
section in a state of combustion, mak- 
ing it comparatively easy to extinguish 
the fire and rendering the losses gener- 
ally quite nominal. 

The bridge men and dock workers 
have been on strike, however, since 
Aug. 6. During the strike it was im- 
possible to employ bridge men, and 
old-fashioned methods had to be re- 
sorted to. A tug and fire steamer 
pumped water out of the pile, but as 
this is from 18 to 24 feet high, this 
method availed little except to hold the 
fire in check somewhat. The strike 
has recently been settled and it is 
understood that the coal companies 
have taken steps to prevent further 
damage to the bituminous coal. 

_The fire of the Minneapolis Sash & 
Door Company, with $100,000 insur- 
ance, reported total, is one of the big 
losses this year. 

Che companies in general are about 
holding their own on premium re- 
ceipts. A few are making good gains, 
but they are the exception. The abro- 
gation of the surcharge may cause a 


expected to have a marked effect on 
the income of the companies as a 
whole. 


Company Gets Interest on Deposit 


BISMARCK, N. D., Sept. 28—The 
North Dakota supreme court, in the case 
of the Des Moines Mutual Hail and 
Cyclone Insurance Association vs. John 
Steen and the State of North Dakota 
holds that interest earned by a guaran- 
tee fund deposited with the state by an 
insurance company belongs to the com- 
pany making such deposit. 

Under the state law, foreign mutual in- 
surance companies are required to make 
a deposit with the state treasurer as a 
guarantee that the company will fulfil 
its insurance contracts. 

When the company made a claim for 
interest earned by the $25,000 fund it had 
on deposit with the state, John Steen, 
as treasurer, declined to pay the money 


of title. 





LaBrande With Fargo Company 


George W. LaBrande, who was form- 
erly in charge of the underwriting af- 
fairs of the Great Northern Fire of St. 
Paul which recently merged with the 
Western Alliance of Chicago, has gone 
with the Western National Fire of Far- 
go and is doing special work for the 
company in North Dakota with head- 
quariers at Jamestown. 





Firemen at St. Paul 


ST. PAUL, MINN., Sept. 23—One hun- 
dred and fifty delegate firemen are at- 
tending the Minnesota Fireman’s Col- 
lege at the St. Paul armory all this 
week. The college is in charge of Leon 
Wolf of Cincinnati. Motion pictures are 
being taken of all the work and will 
| be used to instruct fire departments 
| throughout the state later on. A fire 
prevention congress will be held at the 
St. Paul Hotel Thursday. 





South Dakota Hail Report 


PIERRE, S. D., Sept. 23—The insurance 
department has issued a preliminary re- 
port of hail insurance business done this, 
the first year of the state’s entry into 
the business, which apparently was a 
favorable year. There are six counties 
yet to hear from, but the report indi- 
cates that 3,480,266 acres of grain were 


until the courts cleared up the question ]. 


The Fireman’s Fund Insur- 
ance Company was estab- 
lished and_= started in 
the fire business in 1863, 
organized a marine depart- 
ment in 1867 and originated 
the agency system for auto- 
mobile business in 1904. 


Today the company stands 
in the front rank in all three 
lines throughout the country. 











INCORPORATED 1852 


MILWAUKEE MECHANICS’ 


INSURANCE COMPANY 


MILWAUKEE, WISCONSIN 
Cash Capital - $1,250,000.00 


| 
FIRE, MARINE, WINDSTORM, AUTOMOBILE, SPRINKLER LEAKAGE, 
RIOT AND EXPLOSION INSURANCE 

















The COLUMBIAN NATIONAL 


FIRE INSURANCE COMPANY 


DETROIT, MICH. 
ASSETS - - - - 
SURPLUS TO POLICYHOLDERS - -~ - 


$1,765,472.60 
1,096, 744.07 


LICENSED IN 
Michigan, Ohio, Pennsylvania, New Jersey, Illinois, Indiana, 
Wisconsin, Iowa, Minnesota, New York, Massachusetts, 
Rhode Island, Louisiana, California, 
Tennessee and Kansas 


A Reliable, Progressive Agency Company Representatives solicited 











HENRY REIS, M. D. 


JOSEPH BERNING NAPOLEON PICARD 
Vice-President 


Vice-President Secy-Treas. 
DIRECTORS 
THOMAS E, GALLAGHER HENRY REIS, M. D. 
JAMES F. HOULEHAN JOSEPH BERNING 

DR. FELIX GAUDIN HUGH O'NEILL 


ANTHONY MATRE 
President 







NAPOLEON PICARD 
ANTHONY MATRE 
FRANCIS J. MATRE 


A good company for good agents 


MARQUETTE NATIONAL 


FIRE INSURANCE COMPANY 
INSURANCE EXCHANGE 
ASSETS OVER ONE MILLION . 





CHICAGO, 











INCORPORATED 1851 


WESTERN ASSURANCE 


COMPANY OF TORONTO, CANADA 


FIRE, EXPLOSION, RIOTS, CIVIL COMMOTION AND 
STRIKES—MARINE AND TORNADO INSURANCE 


Asséts Janwary 1, 1919, irs U. Son... bei icc cieccdedecccnccoccocucocecclecdes $ 4,693,580.53 








slight decrease in premiums, but is not 





covered by 37,321 risks; premium col- 


Surplus in the United States... ...... 0.0.0... 0c ccc cece ccc ccecccucccccucececcns 1,733,616.33 
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D. M. FERRY, JR, President 
seneaice! E. J. BOOTH, President 






“A Staunch and Reliable _American Company y” | 


“38 ll of Honorable Indemnity” 


tps 

Assets § 50,400.05 Surpl Ca ena Sansenss Losses paid over $9,414,889.24 
1,950,400. us to icyholders, over 

‘ we. BENALLACK’ General Agent, Home Office Department, DETROIT, MICH. 





Yoon 





Nothing but hail insurance—naturally the best service on 
this highly profitable, quick return line of indemnity. 


K.T. MARTIN & CO. 
FORT WORTH TEXAS 


The only exclusive hail insurance general agency in Texas. A low 


loss ra io for the seven years in business, a fine record on returns 
to agents, a reputation better than none among buyers of hail coverage. 








INCORPORATED 1720 


Royal EXCHANGE ASSURANCE 


LONDON, ENGLAND 


UNITED STATES BRANCH 


RICHARD D. HARVEY 
92 WILLIAM STREET, NEw YORK 


UNITED STATES MANAGER 








GRAND RAPIDS MERCHANTS MUTUAL FIRE INSURANCE COMPANY 


325-28 HOUSEMAN BUILDING, GRAND RAPIDS, MICH. 
A Clean Company Operating in Michigan Only 


ANTHONY KUAASEN, Pres. WM. A. HAAN, Secy. PAUL HOEKSTRA, Treas. 








The Union Mutual Fire Insurance Assn. 
of Emmetsburg, Iowa 


INCORPORATED 1897 
P. J. SHAW 


GEO. H. BAKER 
President 


Secretary 








Surplus to Policy Holders over $160,000 


AMERICAN MUTUAL INSURANCE COMPANY 


Agents Wanted in Ohio, Indiana and Illinois 
FIRE, TORNADO, AUTOMOBILE and MARINE 
J. W.McGINETY, Secretary 





Indianapolis 








THE AUTO OWNER WANTS fitsts'cne ronson wo write it the way we do- 
THE AGENT WANTS THE SAME KIND 


That’s another reason 


MID-WEST Wichita Kansee ts wy. B. HENDERSON, Secretary 











“* Five Insurance as You Would Write It’’ 
The Merchants Fire Eneememes Co. of Indiana 


The Indiana Retail Seoouinnenke btentnenl Fire Ins. Co. 
(A Mutual Company) 
Both Companies under same management in the same office. 
@Gome Office: Suite 804 Merchants Bank Ralph B. Clark, 
Indianapolis Secretary & Mgr. 








—The Original er vie Insurance Company— 
ncorpora' 
THE RETAIL DRUGGISTS’ MUTUAL FIRE INSURANCE COMPANY 
Cincinnati, Ohio, 81 Atlas Bank Bidg. 
Total Assets $282,855.70. Operating ae ng in Ohio and eon ny 
cea Pree. Special Ageat: CC FELTS, Ft. Wayne, Ind. weet 











PROSPECT CARDS for the accident andi nsurance solicitors who work systematically and successfully, 
for samples and description of cabinet and pocket case. 


THE NATIONAL UNDERWRITER, 1362 Insurance Exchange, CHICAGO 











lections amounted to $1,100,893, with 
only $314,185 of losses covered by 2,029 
claims. Over $1,090,000 will go into the 
reserve fund this year; the law requires 
$2,500,000 before there can be a premium 
reduction made. The heavy premium 
paying counties were not the ones sus- 
taining the heaviest losses, the report re- 
veals. Tripp had $22,000; Edmunds, 
$20,000; Minnehaha, $18,000; Brown, $17,- 





000; Lake, $16,000; Fall River, $14,000. 
The latter paid only $11,000 in premiums; 
Custer’s losses were $3,490, with pre- 
miums of $2,767; Jones’ losses were $13,- 
935, with $7,144 of premiums. 





W. A. Ickes, of Deadwood, S. D., has 
disposed of his local agency there and 
retired from the business. 














IN THE MISSOURI VALLEY 














STATUS OF POTASH PLANTS 
Companies Watching Properties Care- 
fully Because of Loss at Lakeside, 
Neb., Recently 





OMAHA, NEB., Sept. 23.—Fire in- 
surance men have watched with con- 
siderable interest the activities of the 
potash works in Nebraska. Owing to 
uncertain selling conditions and the 
practical absence of a market for the 
product, the big potash plants in Ne- 
braska have been idle for some months. 
Legislation is now pending in congress 
which, if passed, will greatly encourage 
potash production by domestic pro- 
ducers. There was a loss estimated at 
$60,000 to the Hord potash reduction 
plant at Lakeside recently. The 
blaze was the result of spontaneous 
combustion in the coal bunkers. Of 
the entire plant proper, nothing was 
saved but the dryer and packer rooms. 
This plant was making all preparations 
to commence active production and has 
installed 700 tons of coal for use in 
the large engines. 

The Alliance plant at Antioch has 
preparations all made for beginning on 
evaporation of potash brines and pro- 
ducing the article. The Antioch News 
says that local managers of the Ameri- 
can and Western are unable to learn 
anything definite as to when they may 
begin evaporating. They are busy 
grinding and shipping that which was 
evaporated -last year. The Nebraska 
is in good shape for beginning when- 
ever the order is given. The Hoffland 
plant has torn out all of the old ma- 
chinery and is installing more modern 
and improved machinery with the 
view to more economical production. 
This plant will be in readiness within 
the coming month. 





Much Building at Sioux City 


There is considerable building now in 
progress at Sioux City, Ia. Field men 
who are traveling over the entire west 
say that Peoria, Ill, and Sioux City, 


‘Ia., are the two points where more 
‘building is going on than anywhere else. 


Naturally the local agents will come in 
for increased premiums on account of 
the building boom. 





Kansas Fire Waste Figures 


TOPEKA, KAN., Sept. 23—State Fire 
Marshal Hussey reports that the fire 
waste in Kansas last year was $4,701,- 
653. The total number of fires was 
3,235. 

During 1918, 1,512 dwellings were de- 
stroyed or damaged by fire in the state, 
at a.loss of $923,406; 46.74 percent of the 
fires occurred in homes, 





Nebraska National Moves 


The Nebraska National Fire has moved 
its office from Lincoln, Neb., to 1817 
Douglas street, Omaha, Neb. P. F. Zim- 
mer, secretary-treasurer of the Nebraska 
National, is also president of the Liberty 
Fire of Omaha and the change was made 
in order to provide a more convenient 
arrangement for Mr. Zimmer. Mr. Zim- 
mer’s local agency is also removed to 
Omaha. 





Iowa Seeks Grand Nest Honors 


DES MOINES, IA., Sept. 23—Iowa dele- 
gates to the Grand Nest meeting in Chi- 
cago, Sept. 30, will in all probability 
present the name of John D. Carpenter 
of Des Moines for the place of Grand 
Keeper of the Golden Goose Egg. W. M. 
Palmer of the New York Underwriters 
and Clyde Smith of the Commercial 
Union will represent the Iowa pond. Al- 





though the Iowa Pond ranks second or 
third in membership in the entire coun- 
try, it has never had a representative 
on the official list of the Grand Nest and 
members believe it is time that the 
Hawkeyes are being given some recog- 
nition. 





Ramseyer Locates at Lawrence 


Oo. A. Ramseyer, who recently resigned 
as special agent of the farm depart- 
ment of the Continental in Kansas, will 
engage in the local business at Law- 
rence, Kans., with W. E. Craig Kennedy 
and will do business under the firm 
name of the One Double Three Agency. 
The agency will write all forms of in- 
surance and special attention will be 
given to farm business. 





Parsons Improvement Ordered 


TOPEKA, KAN., Sept. 283—The city of 
Parsons has been notified by Superin- 
tendent Travis that unless the city 
water works plant is brought up to date, 
the fire department increased in per- 
sonnel and its equipment materially in- 
creased, the department will authorize 
substantial increases in fire rates for 
the city. The ultimatum followed an 
inspection by J. H. Johnson, engineer 
for the state department. 





Missouri Agents’ Meeting 


The annual meeting of the Missouri 
Association of Insurance Agents will be 
held in St. Louis, Oct. 13 and 14. Prepa- 
rations now are under way for the ac- 
commodations of. a large delegation from 
throughout the state. 





Jack Is Local Manager 


William A. Jack has been appointed 
local manager of the Royal and Newark 
for St. Louis. It has been erroneously 
stated that he was to act as special 
agent of the Royal for Missouri. 





Pond Elects Officers 


The Mississippi Valley Pond of the 
Blue Goose held a business meeting at 
St. Louis Sept. 23, and applications of 
J. W. Francis, secretary of the Indem- 
nity Company of America, and Alfred L. 
Harty, insurance superintendent, for 
membership were approved. The follow- 
ing officers were elected for the ensuing 
year: 

W. C. Brown, Pennsylvania, most loyal 
gander. 

M. R. Armstrong, American Central, 
supervisor of the flock. 

J. H. B. Logan, Western Adjustment 
Company, custodian of the goslings. 

c. F. Knapp, Knapp-Berner, guardian 
of the nest. 

Joseph E. Saylor, Indemnity Company 
of America, keeper of the golden goose 
ege. 

J. E. Tener, Citizens, wielder of the 
goose quill. 

J. C. Chase of the Sun, and W. C. 
Brown of the Pennsylvania were ap- 
pointed delegates to the grand nest 
meeting, with E. S. Plummer of the New 
York Underwriters and C. L. Hecox of 
the Liberty as alternates. 





Losses Heavy in Iowa 


DES MOINES, IA., Sept. 23—Iowa field 
men report an unusual heavy line of 
losses for September. Although the 
amounts have not run large, individually, 
in toto they are disturbing. One ad- 
juster who works out of Des Moines 
declared that he has never been kept 
“on the hop” so continuously as in recent 
weeks. The drouth is largely responsi- 
ble, as many of the losses are due to 
sparks from passing locomotives. 





Savage Favors International Plan 


DES MOINES, Sept. 23—Insurance 
Commissioner A. C. Savage was im- 
pressed with the proposal for an inter- 
national insurance company as it came 
before the insurance commissioners at 








September 25, 1919 





THE NATIONAL UNDERWRITER 











1876—1919 


— 





tRonc | CENTRAL MANUFACTURERS’ MUTUAL INSURANCE CO.| phar 
STRONG | LUMBERMEN’S MUTUAL CASUALTY COMPANY)! avromosice 
RELIABLE | QHIO UNDERWRITERS MUTUAL FIRE INSURANCE CO. | rustic & Teams 


























. — INSURAN 
PROGRESSIVE For representation address CE 
C. A. L. PURMORT, Secretary, JAMES S. KEMPER, Manager, — 
Central Manufacturers’ Bldg. 11 South La Salle Street, 
WRITE TODAY VAN WERT, OHIO CHICAGO, ILLINOIS WRITE TODAY 
The THE LARGEST EXCLUSIVELY AUTOMOBILE Standard Automobile Insurance at much less than 
MUTUAL IN OHIO standard rates and granted by a standard Ohio 
NATIONAL : ; 
mutual with $100,000 of net cash surplus on 
MUTUAL | Writing Full Floater, Fire, Lightning, September I. 
Insurance Co. Windstorm, Explosion and Theft The Merchants’ and Manufacturers’ Mutual 
Oo ized 1876 I Mansfield, Ohi 
CELINA, OHIO  December31, 1918, we had over 19,000 Policy Holders, Nine — meagan mr enone 
Milli i - f d E] Million i Fi nsuran i force. otal amount a ris) el ; ” casn surplus, . 
E. J. BROOKHART, — i - go be cash crate porno - Pacino. a Somanaae 
Secretary Live Agents Wanted in Ohio and Indiana Writing a general classification. Annual dividends to policyholders. 
S. N. FORD, President G. W. DeYARMON, Secretary 






































The Leading Mutual Fire Insurance Company on the Pacific Coast 


Northwestern Mutual 
Fire Association 


F. J. MARTIN, Pres. H. K. DENT, V. Pres. M. D. L. RHODES, Secy. 
Chicago Representative, JAMES S. KEMPER, Lumber Exchange Building 


MAIN OFFICES, CENTRAL BUILDING, SEATTLE, WASH. 








HEALTH and ACCIDENT INSURANCE: 
AUTOMOBILE INSURANCE 


if Fire, Theft, Collision, Property Damage, Public Liability—Full Coverage 
wey At Actual Cost—Participating—Three Year Policies 
Extra Low Rates to Rural and Small Town Auto Owners 


The Liberty Mutual Insurance Company 
&. BR. JONES, Secretary and Manager DAYTON, OHIO 

















THE BUCKEYE UNION INSURANCE CO. 


Elmer D. Webb, Pres. Lima, Ohio Ira E. Wagner, Sec. 





Ohio’s Youngest Company Specializing on Automobiles 





The fact that we are youthful means we have openings 
for good agents in Ohio. Address Home Office. 


LIVE AGENTS WANTED 


TO WRITE HAIL AND CYCLONE INSURANCE. 
TERRITORY OPEN IN ALL NORTHWEST STATES. 
TWENTY PER CENT COMMISSION. 


WRITE ST. PAUL MUTUAL HAIL & CYCLONE INS. CO. 
TODAY 805-6 Pioneer Bldg., St. Paul, Minn. 











The Mutual Plate Glass Insurance Co. 
Shelby, Ohio 
Organized 1883 


HENRY WENTZ, President L. A. DENNIS, Sec. and Gen’l Agent 
The only Ohio Company Specialising on Plate Glass Insurance. Not an Experiment. 


SERVICE TO OUR REPRESENTATIVES AND POLICYHOLDERS 


Richland Mutual Insurance Company 
MANSFIELD, OHIO 
Incorporated 1850 

TOTAL ASSETS - - - - - - $2,486,445.48 
A. C. CUMMINS, President BUSINESS CONFINED TO OHIO R. SMITH, Secretary i. 























E. J. Forney, Pres. J. M. Cook, Sec’y 
Incorporated 1873 e 


Mansfield Mutual 


Fire Insurance Company 
OF MANSFIELD, OHIO 





Insurance = $8,918.528.00 
Total Assets 472,284.09 











Ohio’s largest and strongest ° 
Automobile Insurance Com- Dayton Mutual Fire 


C DAYTON 
pany. Insurance 0.,  onlo. 
Famous all over Ohio for the B. C. COLEMAN, Secy. 
Complete P rotectio n and Conservative and Careful 
prompt Service furnished to Managemeut 


Agents and Policyholders. AGENTS WANTED 


Full Coverage Automobile In- 





























An A C Sendinanh seb Address Home Office. 
e Te es. 

|A gency Company esauiiiniientti surance at. ced ra 
L O ST P oO I Cc Y Nearly Fifty — - success bccn managemen3 Fasuness A l l : ee 
CERTIFICATES || THE OHIO MUTUAL FIRE INSURANCE CO. || Insurance Compan 
icies, = pele wager gp te wae bev sega tow pol- Total Cash Assets $300,319.63 SALEM, OHIO Net Cash Surplus $221,123.76 pany 
tae No cree hlecome pA mm she Losses Paid Since Organization, $1,252,848.24 of Kansas 
policy. 4 Dengned by ony eaianentesmentolranticacee ae ae McPHERSON, KANS. Organized 1887 
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KNOX MUTUAL INSURANCE CO. | | sens sxsoas Siac 2tuua 





Sold by Incorporated 1838 MT. VERNON, OHIO eS also 
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Chicago Indianapolis toe Yao Cincinnati B. M. ALLEN, President 
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A Service to Local Agents 
OF THE UNITED STATES AND CANADA 


Earle ‘C. Smith, Inc. 


51 Maiden Lane 


New York 





Representing local agents, under con- 
tract, wherever situated; guaranteeing 
to them the SERVICE of a “branch of- 
fice’’ in New York, the greatest insurance 
center in the country. 


Lines located in the territory of agents 
and controlled by brokers, will be SO- 
LICITED from the latter and sent to : 
local men for writing, together with all 
essential information pertaining thereto. 


Also, surplus lines of agents PLACED 


with responsible companies. 


Accuracy, despatch and reliability 
assured; and all correspondence treated 
with the utmost confidence. 


Full details concerning the “‘service’’ 
and references FURNISHED UPON 
APPLICATION. 
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H. M. BARFIELD 


President 


H. S. BASSETT 


Secretary 


| Surplus to Policyholders .. . 


CHARLES H. HARRADEN 


Managing Underwriter 


Buckeye National Fire 


Insurance Co. 
$149,508.34 





ECONOMIC MANAGEMENT 


MAKING SPLENDID PROGRESS 





OHIO AND MICHIGAN AGENTS WANTED! 




















One person - - - - 
Two persons - 


HoTEL RONTENELLE 


OMAHA, NEB. 


330 Reome—330 Baths 
RATES 

$2.50 

$3.50—$7.00 











‘in Texas. 





their recent meeting at Hartford. The 
Jowan believes that such a company, with 
United States companies holding stock, 
thereby obtaining shares of the busfhess 
in foreign..companies, would be a tre- 


mendous success. “Banks, commerce and 
insurance go hand in hand,” says the 
commissioner, ‘and to me this proposed 
plan was the outstanding feature of our 


conference.” # et? 





Nebraska Association Launched 


OMAHA, Sept. 23.—The Nebraska Con- 
servation and Fire Prevention Associa- 
tion was organized today at a luncheon 
attended by most of the field men. H. 
W. Hicks of the Aetna was made chair- 
man, E. S. Freeman of the Agricultural 





vice-chairman, and C. R. McCotter of the 
Grain Dealers National secretary. James 
F. Joseph, secretary of the western com- 
mittee, explained the plans of the new 
movement and urged the men to get in it 
full-heartedly. C. E. Parks, farm super- 
intendent of the National of Hartford at 
,Chicago, attended the luncheon. 





Benjamin Ruthmeyer of the St. Louis 
staff of the Western Adjustment Com- 
pany has gone to Kansas City to assist 
that office on account of a rush in busi- 
ness. 





Thomas Kelley has purchased the local 
eer of Lisle Burnam at Fort Dodge, 
la 











STATES OF THE SOUTHWEST 

















OIL MILL POOL CAUSES STIR 





Texas Insurance Department Tells 
Agents It Is Powerless to Take 
Action Under Law 


AUSTIN, TEX., Sept 23—Texas lo- 
cal agents are very much agitated over 
the rumor that a pool is being formed 
in New York to write all the oil mills 
in Texas by non-licensed companies 
overhead at a reduced rate. Appeals 
have been made to the Texas depart- 
ment for action, but it has been unable 
to furnish any relief so far. 

F. Suddath & Co. of Henrietta, 
Tex., agents for the Home of New 
York and others, advised the depart- 
ment that Cornwall & Stevens, New 
York brokers, are offering a plan for 
the cornering and control of the oil 
mill lines in Texas. It would be writ- 
ten by Globe & Rutgers, the Merchants 
Fire, the Richmond Fire, the Equi- 
table Underwriters, the Pacific Fire, 
the Knickerbocker and the Central. 

In reply Deputy Commissioner John- 
son says that the only remedy is 
through the courts and that any per- 
son in Texas assisting in any degree 
in handling such business would, of 
course, be subject to heavy penalties. 
He suggests the need for legislation to 
cover the situation. It had been stated 
that the Knickerbocker was licensed 
in Texas, but Mr. Johnson says it has 
— withdrawn from the state. He 
adds: 


Other Companies Not Licensed 


“The other companies mentioned in 
your letter have no authority to do busi- 
ness in Texas. I note, however, that 


‘you mention ‘The Merchants Fire Insur- 


ance Company of New York.’ For your 
information, I beg to advise that the 
Merchants Fire Assurance Corporation 
of New York recently complied with the 
law and obtained a license to do business 
Of course we have no means 
of knowing whether or not the Merchants 
Fire Assurance Corporation which we 
have recently licensed is the Merchants 
Fire Assurance Company referred to by 
you. If the Merchants Fire Assurance 
Corporation violates our law in any re- 


‘spect whatever and proof of such viola- 


tion is furnished to this department, of 
course its license to do business in 
Texas would immediately be revoked, and 
if it undertakes to do business in Texas 
except through licensed local agents in 
this state, this would be a violation of 
the law and would justify the commis- 
sioner in tevoking its license, but the 
commissioner would hardly be justified 
in doing this unless he had proof of the 
violation of the law before him, and he 
would not be justified in writing the 
company assuming that it contemplated 
violating the law unless he had some 
proof to that effect.” 





Oklahoma Firemen to Meet 


OKLAHOMA CITY, OKLA., Sept. 23— 
More than 200 firemen in Oklahoma are 
expected to attend the annual conven- 
tion of the Oklahoma State Firemen’s 
Association here during this week. 
“Proper Care of Fire Hose” and “Proper 
Care of Fire Apparatus” are two of the 
main subjects which will be taken up 
in addition to modern methods in fight- 
ing conflagrations. 

Talks scheduled are “Electrical In- 
spection by Fire Chiefs,” Chief L. O. 





Pillsbury, Enid; “Inspection of Build- 


ings and Premises,’ John Carroll, fire. 


warden of Oklahoma City; and “The 
Two Platoon System,” C. Throckmerton, 
Muskogee. 





Start Inspection at Little Rock 


LITTLE ROCK, ARK., Sept. 23—Fire 
losses in Little Rock have reached such 
an alarming figure in the past few 
months that insurance companies will 
have to resort to drastic measures to 
lessen the liability of fire or go out of 
business, according to J. K. Shepherd, 
state agent for the Aetna. 

The supervising state agents will make 
a thorough inspection of all buildings 
in the business district and all owners 
whose property is found to be in bad 
condition will be warned to put in proper 
condition and failure to do so will re- 
sult in cancellation of insurance. 





Dowlen Joins United Mutual 


L. A. Dowlen, for the past seven 
years an examiner in the Texas depart- 
ment of insurance and banking, has be- 
ceme treasurer and auditor of the 
United Mutual Fire of Houston, Texas. 
Before his connection with the insurance 
cepartment, Mr. Dowlen was cashier of 
a national bank in Texas. The United 
Mutual has been making good progress. 
Four years ago the premium income was 
about $1,000 a month. For the past 
several months it has been in excess of 
$25,000 each month. The company is 
now making additional reinsurance con- 
nections to permit of a more satisfac- 
tory service to agents. 


Hot Springs Improvements Promised 


HOT SPRINGS, ARK., Sept. 23—The 
Hot Springs Water Company has agreed 
to install all the improvements recom- 
mended by the Arkansas Actuarial Bu- 
reau. In return, the city will withdraw 
the units in the local courts and also the 
litigation filed with the Arkansas Cor- 
poration Commission. 

The recommendations outlined for Hot 
Springs by the Actuarial Bureau include 
a 1,000,000 gallon reservoir, which is to 
be built adjacent to the water company’s 
plant. An electrical pump, to have a 
capacity of 1,500 gallons a minute, is 
also to be installed. Eight-inch mains 
on 11 streets of the city, some of which 
run direct from the reservoir to be built, 
are also to be put in by the water com- 
pany, and all “dead ends” at present com- 
plained of are to be connected. 

The Actuarial Bureau estimates that 
when these improvements have been in- 
stalled that Hot Springs will have a 
water supply sufficient to meet the re- 
quirements of a city with a population 
of 75,000, and capable of putting out any 
fire that might be started. 





Oklahoma’s August Losses 


OKLAHOMA CITY, OKLA., Sept. 23— 
That fire losses in Oklahoma for the 
month of August were extremely low is 
shown in the monthly report of the state 
fire marshal. The report shows $97,592 
in loss from all kinds of fires during 
the month. Practically all this loss was 
in municipalities where fire protection 
was available. The report for July 
showed the losses equal to $219,923, but 
40 percent of the loss for that month 
cecurred in rural districts where no fire 
protection was available. There were 
86 fires in August as against 132 in July. 

There were two fires in the state in 
August, with more than $10,000 loss. 
The largest was a fire at the Healdton 
Tank Company factory, at which the 
less was $14,500. The other at the plant 
of the Chickasha Manufacturing Com- 
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pany. The loss was $8,000 on the build- 
ing and $9,000 on the contents. 





Arkansas Notes: 


The Re-Insurance Company Salaman- 
dra of Copenhagen, Denmark, has been 
issued a certficate to do business in 
Arkansas. 


W. J. Apple of the Forward & Apple 
Company, Rogers, Ark., has sold his in- 
terest in the insurance business to R. 
Forwood. 


Ernest C. Johnson, Sr., aged 68, died 
Sept. 9 at Little Rock. He was organizer 
of the Planters Fire and for many years 
was an adjuster of the company. 


Bert Carroll, formerly of the Houston, 
Tex., fire department, has been appointed 
as fire chief in North Little Rock to 
succeed Joe Engleberger. Mayor Burns 
hopes to make his fire fighters among 
the best in the country. 


Fire Chief Chas. S. Hafer distributed 
among the 51 members of the Little 
Rock fire department $250 which was 
made up by business firms as a token of 
their appreciation of the work done by 
the members of. the department at the 
fire which destroyed the Masonic Temple 
and adjacent property recently. 





Oklahoma Notes 


W. H. Housewright has been appointed 
agent of the Firemen’s Fund at Devol. 


G. E. Phillips has been made agent 
for the Hartford Fire at Tushka, Okla. 


The Commonwealth of New York has 
made application for admittance to Okla- 
homa. 


The Hengst Loan Company will here- 
after handle the business of the Amer- 
ican Eagle in Sapulpa. 


Syd Antine, inspector for the Okla- 
homa Inspection bureau, is out of the 
city on a ten days’ vacation. 


J. H. Starr has given up the agency 
for the Connecticut Fire at Loukowa 
Okla. His place will be filled by H. J 
Barclay. 


Rate books have been issued by the 
Oklahoma Inspection bureau for Big- 
heart, Apache, Temple, Red Fork and 
Kellyville, 

c. T. Ingalls, manager of the Oklahoma 
Inspection Bureau, who has been on 
several weeks’ vacation at Pasadena, 
Cal., and Catalina Island, will leave for 
Oklahoma City Monday, Sept. 29. 


Conservation week will continue until 
Sept. 27, D. M. Ramsey of the Aetna, 
secretary of the Blue Goose, announced. 
Ii was originally planned the week 
would end Sept. 20, but it was found the 
scope of the work undertaken was too 
great to be accomplished by that time. 





Texas Notes 


Bay City has ordered an engine and 
pumper for its fire department. 

The Merchants Fire of Denver has 
been licensed in Texas. Hornberger, 
Schmitt & Co., San Antonio, were named 
as general agents for Texas. 


Nearly a half hour of time was lost in 
getting in an alarm at Austin when fire 
was discovered in the Cabiniss Storage 
Warehouse. The warehouse, with its 
contents, was a total loss, estimated at 
approximately $10,000. There was no in- 
surance on the building, but practically 
all of the contents was covered. Austin 
has no electric fire alarm system, alarms 
going over the telephone. 
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VIRGINIA AGENTS’ CONVENTION 





Association Votes to Employ Business 
Agents; Sliding Scale of Dues 
. Is Adopted 





RICHMOND, VA., Sept. 23—The 
Virginia Association of Local Fire In- 
surance Agents, at its annual meeting 
in Richmond last week, voted to em- 
Ploy a business manager who will de- 
vote his entire time to promoting the 
affairs and welfare of the bedy, pro- 
vided sufficient funds can be raised to 
defray the cost. With a view of pro- 
viding more revenue, a sliding scale 
of dues was adopted. Selection of a 
business manager was left to the 
executive committee. An active cam- 
Paign will be started to double the 
membership, and special request was 
made that National Secretary C. S. S. 
Miller be sent to help boost the move- 
ment. 

Strong endorsement was given a res- 
olution calling for the passage of a 
qualification law that will keep the in- 









INSURANCE IS AS OLD AS THE SUN 


THE SUN INSURANCE OFFICE, OF LONDON | 


Was Established in 1710, and is the Oldest Fire Insurance Company in the world 


r THE PATRIOTIC ASSURANCE CO., Ltd. 


Pouneed, 1710 OF DUBLIN, was Established in 1824, and Offers Indemnity Proved by Every Test of Time 
ith Year _ 








Established 1824 

THE INSURANCE COVERAGE is Complete, Modern and Satisfying—Nothing better can be bought. 

THE CLAIM-PAYING HISTORY of the companies is Notable for the Prompt, Liberal and Considerate 
treatment of their Policyholders. No company has a prouder record than ours. 

THE SERVICE TO AGENTS is all that might be expected from organizations that have steadily 
developed in efficiency, strength and the highest business ideals during their many years of life. 





AGENTS WHO DESIRE SUPERIOR COMPANY REPRESENTATION, IN UNOCCUPIED TERRITORY, ARE INVITED TO NEGOTIATE 
UNITED STATES BRANCH WESTERN DEPARTMENT PACIFIC COAST DEPARTMENT 








54 Pine Street, NEW YORK 76 West Monroe Street, CHICAGO SAN FRANCISCO 
P. T. KELSEY, U. S. Manager JOHN F. STAFFORD, Mar. C. A. HENRY, General 




















Use our unlimited capacity and wide experience for placing additional business 
beyond the capacity of admitted companies. 
Binding Contracts with Guaranteed Underwriters at Lloyds and British Companies maintaining 
United States Deposits. Immediate telegraphic binders given. 


MARSH & McLENNAN 


Insurance Exchange, Chicago 
19 Cedar St. 














Greater Capacity for Local Agents 














FRED. S. JAMES & CO. 


Chicago New York San Francisco 
United States Managers 


General Fire Assurance Co.—Paris. Organized 1819 
Urbaine Fire Insurance Co.—Paris. Organized 1838 
Eagle, Star & British Dominions Ins. Co.—London. 1807 


Agency Superintendents 


123 William Street 
New York 


CARROLL L. De WITT P. A. COSGROVE 


1615 California St. 201 Sansome St. 107 S. Fifth St. 901 Ford Bidg. 
NEW YORK DENVER SAN FRANCISCO MINNEAPOLIS DETROIT 
314 Superior St. 17 St. John St. 23 Leadenhall St. 
DULUTH MONTREAL LONDON 
— 
FRED. S. JAMES GEO. W. BLOSSOM WM. A. BLODGETT 




















REINSURANCE ONLY 


GLOBE NATIONAL FIRE INSURANCE Co. 


SIOUX CITY, IOWA 
Paid Up Capital, $1,000,000.00 
EDD G. DOERFLER, Secretary and General Manager 












































KING, ALLEY & LAWRENCE 


96 Maiden Lane GENERAL AGENTS New York City 


‘ Acceptable fire risks solicited from agents and brokers in all parts of the 
United States and Canada 














IMPERIAL ASSURANCE COMPANY ze: -:- 


Pacific Department; 
Enables its Agents to take advantage of progressive movements and new features in 343 Sansome St., San Francisee 
insurance. The Imperial writes Use and Occupancy, Sprinkler Leakage, Tornado, Profits, Rental and other special 
classes in addition to its regular Fire lines. This gives an Agent facilities to fully meet the requirements of his patrons. 
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competent and inefficient agent out of 
the business. 

That the Virginia agents will not 
tolerate overhead writing if they can 
help it was indicated by the manner in 
which they condemned this practice as 
evidenced in the recent southern oil 
mills deal. Earnest thanks were ex- 
tended commissioners of North Caro- 
lina, Tennessee and other states for 
their prompt action in upholding the 
resident agency laws in their respective 
states. Suggestion was offered by the 





grievance committee that companies 
would do well to discontinue the three- 
fourths value clause, substituting there- 
for a coinsurance contract in the ap- 
propriate classes, but no action was 
taken on the suggestion. 

Features of the meeting were talks by 
National Secretary Miller and Attorney- 
General Saunders of Virginia. Mr. Saun- 
ders is interested in a local agency at 
Saluda, his home town, and is thoroughly 
conversant with problems confronting 
the insurance man. 

Officers for the ensuing year are as 





W.C. BUCHANAN, Pres. S. R. NUGEN, Sec’y. 


FIRE 
INSURANCE AT 
ACTUAL COST 


The State Mutual Fire Association 


(Established 1900) 
HOME OFFICE 300-32 PAULTON BLDG. Fire, Lightning & Tornado 


SIOUX FALLS, S. D. 


A GOOD COMPANY + SATISFIED POLICYHOLDERS = SUCCESS 


C. A. BERRY, Vice-Pres. ROY NUGEN, Treas. 


First Class Business Solicited 
Residence Property a Specialty 











follows: James T. Catlin, Jr., Danville, 
president; F. T. Briggs, Portsmouth, first 
vice-president; R. S. Ewald, Wytheville, 
second vice-president; A. L. Richardson, 
secretary-treasurer. Chairman of com- 
mittees—W. T. Paxton, Buena Vista, 
executive; G. W. Warren, Richmond, 
grievance; Coleman Wortham, Rich- 
mond, legislative; F. W. Laughton, Rich- 
mond, membership. 





Secretary McCarthy Dies 


RICHMOND, VA., Sept. 23.—A victim 
of Paralysis, William H. McCarthy, sec- 
retary of the Virginia Fire & Marine for 
the last forty-one years, died today. He 
suffered a stroke early in the summer. 
A second sustained last Friday rendered 
him unconscious and he never rallied. 
He had been with the company since 
1872. Frank J. McCarthy, Virginia state 
agent for the Home Fire of New York, 
his only son, was with him for several 
days before the end. 





Hearing on Kentucky Rates 


FRANKFORT, KY., Sept. 23.—In re- 
sponse to a notice of hearing to deter- 
mine the reasonableness of rates, Thomas 








W. H. AHMANSON, President 


JAMES E. FOSTER, Secretary 


MERRICK E. LEASE, Agency Supt 


National American 


Fire Insurance Company 
OMAHA, U.S.A. 


Starts Writing Business September 25th 





property. 


Fire, lightning and tornado insurance on city and farm 
d 5 Automobile 
insurance against fire, theft, collision or property damage. 


Hail insurance on growing crops. 


An Unusually Attractive Proposition will be Offered 
to Good Live Agents 





Three Million Dollars 





Authorized Capital and Surplus 





WRITE TODAY! 


HOME OFFICE 
OMAHA, NEBRASKA 


A Live Company 
With a Big Future 











Bates and Seymour Edgerton, attorneys, 
and Elliott Middleton, assistant manager 


of the Western Actuarial Bureau, all of 


Chicago, and G. H. Parker, manager of 
the Kentucky Actuarial Bureau, ap- 
peared before the department of fire in- 
surance rates yesterday. The state was 
represented by N. O. Gray, superintend- 
ent of the department; Attorney General 
Morris and T. M. Goodloe, actuary. 
Subsequent to the notice of hearing the 
companies filed new basis rates for the 
state. 





Sol Moyses, one of the oldest insurance 
men of Chattanooga, Tenn., died last 
week. He was head of the Sol Moyses & 
Company agency. Mr. Moyses had been 
in ill health for a number of years. 








PACIFIC COAST FIELD 




















FIELD CHANGES ON THE COAST 





George W. Madison Resigns as Special 
Agent for Home in Sacramento 
Valley 





SAN FRANCISCO, CALIF., Sept. 24. 
—George W. Madison, who resigned re- 
cently as special agent for the home of 
New York in the Sacramento valley of 
California, has joined the Benjamin 
Goodwin General Agency in the same 
capacity and will cover the Sacramento 
valley and Nevada field. 

: C. Morris, special agent for the 
Commercial Union companies in the 
mountain field, has resigned to join 
the Aetna as special agent in Montana, 
succeeding John P. Breden, who has 
gone with the Continental companies 
as superintendent of agents in the Pa- 
cific Northwest. 

Lewis N. Brainerd, who has been 
special agent for Aetna in Montana, 
has been transferred to Salt Lake, 
where he will cover Utah, southern 
Idaho and Nevada. 

Walter H. Jardine has been appointed 
special agent for Edward Brown & 
Sons General Agency in southern Cali- 
fornia and Arizona and will assist Spe- 
cial Agent Charles Van Valkenburg of 
Los Angeles in further developing that 
field. Mr. Jardine has been with the 
Brown agency for the past six years, 
first on country and recently as daily 
report examiner for California and 
Arizona. 


Firemen’s Fund Changes 


G. Kirkham Smith, formerly marine 
special agent for the Firemen’s Fund at 
Portland, Ore., who was transferred to 
the head office at the time so many em- 
Lloyes joined the colors, is to be located 
permanently in San Francisco, and E. A. 
Valentine, who returned to the service 











of the company from overseas last June, 





National Bitvrty 


Insurance Gompany 
of Amevira. 


INCORPORATED UNDER THE LAWS OF THE STATE OF NEW YORK IN 1859 
STATEMENT JANUARY 1, 1919 


Cash Capital . $1,000,000.00 
Assets $9,609, 646.00 Net Surplus - $2,395,417.89 
Liabilities, including Capital - 7,214,228.11 Surplus to Policy Holders 3,395,417.89 


HEAD OFFICE: 62 WILLIAM STREET, NEW YORK 





Harrison iy 
813 


JOHN E. 


PERSONAL-INJURY 
PROPERTY-DAMAGE 
COMPENSATION 





Adjustments (Companies Only) 
INSURANCE EXCHANGE BLDG. 
CHICAGO, ILL. 


A Complete Automobile Claim Office 


(SUBROGATION) 


edie ~~" elena 


HOGAN 


COLLISION 
FIRE 
THEFT 











The Mercantile Insurance Company of America 


CECIL F. SHALLCROSS, President 76 William St., New York City 








Fire, Automobile, Windstorm, Sprinkler Leakage, Riot and 
Commotion and Kindred Forms of Indemnity 


Civil 








Every Policy of the MERCANTILE is an assurance of fair dealing; every Agency a promise of Co-operation and Intelligent Service. 
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Apply to your Agent for Insurance covers on 
EXPORTS and IMPORTS 


PARCEL POST—Domestic and 
Foreign 


HOUSEHOLD FURNITURE and 
MERCHANDISE IN 
TRANSIT 


TOURIST BAGGAGE and 
PERSONAL EFFECTS 
Domestic and Worldwide 


SECURITIES and CURRENCY 
by REGISTERED MAIL 


Prompt and Efficient Service 


Insurance Company of North America 
Marine Department 


GEORGE L. McCURDY 
MANAGER 


1101-209 W. Jackson Blvd., CHICAGO, ILLINOIS 
Telephones: Wabash 1543—1027 




















FIRE—TORNADO—AUTOMOBILE 


COMMERCIAL UNION 
Assurance Co., Ltd., of London 


PALATINE 


Insurance Co., Ltd., of London 


COMMERCIAL UNION 
Fire Insurance Co., of New York 


UNION 
Assurance Soc., Ltd., of London 


CALIFORNIA 


Insurance Co., of San Francisco 


WESTERN DEPARTMENT 


N. E. Cor. Clark and Monroe Streets 
Chicago 
H. C. EDDY, Resident Secretary 











Hotel Dyckman 


MINNEAPOLIS, MINN. 
THE COMPLETE HOTEL 
Each of its 300 rooms is outside and has bath 





Appointments 
a aig " 
nity a fa- 
miliar home- 
likeness rarely 
found in 
Metropolitan 
hotels. Two 
splendid cafes 


Fil oa Cheb Gail 


Under theexclusive management of 
H, J. TREMAIN 
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Exclusively European Plan—$1.50 and upwesd, 








INSURANCE STOCKS 
BOUGHT AND SOLD 
Quotations Furnished 
BABCOCK, RUSHTON & COMPANY 
137 So. La Salle St. Central 8900 
CHICAGO 








ROSSIA INSURANCE CO. 


HARTFORD, CONN. 
FIRE and MARINE INSURANCE 
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after having served as second lieutenant 
of the 361st Infantry, 91st Division, has 
been appointed to the vacancy. 

Mr. Valentine will have full charge of 
the marine office at Portland, under the 
supervision of Frank G. Taylor, general 
agent for Oregon, Washington, British 
Columbia and Alaska. Mr. Smith is at 
present in Portland with Mr. Valentine, 
arranging for the transfer of the office. 





Pacific Coast Notes 


The Blazeout Co. is being organized at 
Spokane, Wash., to manufacture one 
quart fire extinguishers. 

Carlos A. Penington, recently returned 
from overseas service, has become asso- 
ciated with the F. W. McCaskey & Co. 
agency at Spokane, Wash., taking charge 
of the automobile department. 








NEWS FROM THE EAST 




















“SIDE LINE” AGENTS BARRED 





Pennsylvania Commissioner Requires 
Applicants to Make Showing of 
Experience 





PHILADELPHIA, PA., Sept. 23— 
Insurance Commissioner Thomas B. 
Donaldson, in issuing new forms of 
application for license by agen‘ts and 
brokers in Pennsylvania, is strictly en- 
forcing the statute barring those who 
are engaged in other kinds of business 
and make a side line of the insurance 
business, also disqualifying employes 
of manufacturing and commercial con- 
cerns and of financial institutions. 

The new ruling requires that a sign 
must be displayed on the place of busi- 
ness designated in the application, 
showing that the party is engaged in 
the insurance business. 

The application for an agent’s license 
must be signed by an official of the 
company represented, who must vouch 
that the applicant has sufficient under- 
writing experience and is of good busi- 
ness standing. Applicants for a 
broker’s license must furnish as vouch- 
ers to similar effect two officers of in- 
surance companies or two insurance 
men of established reputation. 





WORKING ON NEW YORK RATES 





Underwriters’ Secretary Is Taking Up 
Revision Demanded by State 
Department 





NEW YORK, Sept. 23—Not the 
least important of the problems upon 
which F. W. Jenness is centering at- 
tention since his election to the secre- 
taryship of the Underwriters Associa- 
tion of New York State, a couple of 
months ago, is the revision of rates 
throughout the territory in accord with 
the virtual demand of the New York 
insurance department. It was the 
opinion of the supervising authorities 
that many inequalities in tariffs ex- 
ist between the different communities 
of the state and between like hazards, 
and that these should be unified, or 
where differences are justified, the rea- 
sons, therefore, should be made plain. 
Schedule rating in New York State as 
elsewhere throughout the country was 
seriously interfered with during the 
war period, when inspectors and rate 
experts were either “called to the col- 
ors” or were drafted for work in con- 
nection with munition or food produc- 
ing plants in the safeguarding against 
fire, which was of paramount impor- 
tance. With the return of peace con- 
ditions, however, field and office staffs 
are rapidly being recruited to former 
strength, and the work of rerating 
cities and towns will not be pushed 
as fast as may be. The proposition, 
however, is a large one, and necessarily 
considerable time must elapse before 
its completion. But Mr. Jenness knows 
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66 Broadway, New York 


k. F. PERRY CO., Inc. 
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ARIZONA 


CENTRAL DEPARTMENT 


FIRE INSURANCE COMPANY | COVERING 
PHOENIX, ARIZONA aame-emecumene 
WISCONSIN — MICHIGAN 
CAPITAL 
CHAS. P. HALL 
$200,000.00 HAS. P. 


EDGAR M. DAVIS 
VICE-PRESIDENT AND 
) GENERAL MANAGER 
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A USEFUL AND DESIRABLE AGENCY COMPANY 
For Agents in Iowa, 
Kansas, Colorado, 


Wyoming and 
Nebraska 


TORNADO, AUTOMOBILE, 
ypst0it FARM AND CITY PROPERTY 


Home Office: 1406 Farnam St., Omaha, Nebraska 


FIRE, 




















——— 











|WRITE HAIL INSURANCE 


Establish your connections now for 1919 with 


A. J. Shaw General Agency 

HAIL INSURANCE BUILDING, | McPHERSON KANS. 

Five high class stock companies covering the states of 

Kansas, Oklahoma, Nebraska, Colorado, New 
Mexico and Wyoming. 
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Many of our agents made from $1000 to $2000 in commissions in 45 days in 1918 























H. C. WHALEN, Pres. A. S. BUZZE, Secy. 


THE CENTRAL STATES FIRE 
INSURANCE COMPANY 
Wichita, Kansas 
Writing 
FIRE :: TORNADO :: HAIL :: AUTOMOBILE :: MARINE 
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TEXAS 
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INSURANCE CO. 
Inc. 1918 


FIRE, TORNADO, HAIL AND AUTOMOBILE 
Applicants for agencies address Home Office, Masonic Temple, Des Moines, Ia. 




















the field as few men do, and under his 





THE INTER-STATE FIRE INSURANCE CO. 


CAPITAL, $259,150 ASSETS, $616,934.38 
SURPLUS TO POLICYHOLDERS, $317,696.71 


Address after July 1, 1919 3 7 
110 Fort St., West, Detroit, Michigan 
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F. R. Ormsby, Pres. G. F. Hutchings, Secy. 


Joseph Winum, Treas. & Asst. Secy- 


Industrial Fire Insurance Co. 
AKRON, OHIO 





Capital $300,000 


Surplus to Policyholders $403,670 





An Ohio Company writing business through Ohio Agents. 


Farm Department. 


Why not represent an Ohio company? 
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GUSTAVUS REMAK, Jr., Pres. 
WAITE BLIVEN, Vice-Pres. 
H, W. STEPHENSON, Vice-Pres, 


TOTAL ASSETS 
737, 


7532.76 
FIRE, TORNADO, AUTOMOBILE, LIGHTNING 
INSURAN AGENTS WANTED WH 


CE. 





JOHN 5. P. RODGERS, Sec’y and Treas, 
SAM'L P. RODGERS, Asst. Sec’y 
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NORTHWESTERN FIRE AND MARINE 
INSURANCE COMPANY 


MINNEAPOLIS, MINN. 
JANUARY ist, 


Total Assets, $1,438,440 


1919 
Capital, $400,000 


Net Surplus, $146,837 
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An IOWA Company 


aa L. MINER, Vice-President 
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Des Moines, 
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AUTOMOBILE INSURANCE 
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JOHN L. BLEAKLY, President 





For IOWA Business 


M. SPENCER, Secretary 
RANK e. FLYNN, Treasurer 





































AUTO-OWNERS INSURANCE COMPANY 


LANSING - - 


MICHIGAN 


Live Agents Wanted where not represented 
Most protection offered by any Company in Michigan 


V.V.MOULTON, 


‘y. F.P. WRIGHT and F. A. WALL, Field Su2’s, 
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direction satisfactory progress may be 
expected. 


Quieting Down in Boston 


BOSTON, MASS., Sept. 23—It is gen- 
erally felt now that there will be no 
general strike here. Business has 


quieted down at the itisurance offices, 
the most activity shown now being in 
burglary and automobile theft lines, in 
which considerable business is being 
done. Claims against the city for dam- 
ages during the riot no wtotal some 
$12,000. Few claims have been put in 
to insurance offices outside some $20,000 
for plate glass loss, much of the damage 
done during the riot being to smaller 
establishments carrying little if any in- 
surance. The State Guard is_ still 
patrolling the city and is giving excel- 
lent service and guarding property ef- 
fectively. A general fund is being 
raised by citizens of the state to com- 
pensate the Guard, allowing them $5 
per day instead of the $1.55 now allowed 
which will. assure their service until the 
police can be recruited to full strength. 


Taking Jumbo Lines 


A notable trend of the times is the 
aggressiveness with which all British 
companies are now seeking business. 
Offices which heretofore limited lines to 
$25,000 or $30,000 upon acceptable offer- 
ings are taking up to $150,000, while the 
larger companies have practically no 
limit, nor prohibited classes. This change 
in attitude toward American business is 
largely the result of an infusion of new 


, blood in managerial circles at home, and 


, plants 
; Stevens of this city. 





a determination to capture for British 
institutions a share of the risks that for- 
merly went to German companies either 
directly or through reinsurance. The 
American offices which have long pur- 
sued an expansive policy, continue to 
reach out, offering to take care of almost 
any sized lines their agents may con- 
trol. The present pace is a hot one, and 
the rivalry gets increasingly Keen. 


Big Riot Line Secured 


Among other desirable lines secured 
by the lately formed Newark, N. J., 
brokerage firm of Drehe & Dunham, 
was one for $400,000 riot and civil com- 
motion insurance upon the plant of the 


I. Lewis Cigar Manufacturing Com- 
pany. Messrs. Drehe & Dunham, both 


grandsons of President D. H. Dunham 
of the Firemens, are awake to the op- 
portunities offered by the insurance 
brokerage business, and are building up 
a very satisfactory following. 





Companies Help on Tuition 


One-half the tuition expense of all 
employes of the Continental group of 
companies taking the fire insurance 


course at Columbia University will be 
borne by the _ respective offices. The 
course, which begins Sept. 25, embraces 


these subjects: Basic principles of in- 
surance, the fire insurance contract, fire 
insurance organizations, fire prevention, 
fire insurance ratings, underwriters’ as- 
sociations, adjustments, reimsurance, 
governmental supervision. 





Cancel Cotton Seed Oil Line 


NEW YORK, Sept. 24.—The Crum & 
Forster companies as well as the Mer- 
chants Fire and other offices have can- 
celled the binder upon the cottonseed oil 
recently placed by Cornwell & 
Crum & Forster 
bound the line thinking a plan could be 
written by local agents and when this 
was found to be impractical it can- 
celled off. 


New Reinsurance Company 


NEW YORK, Sept. 24—The Union Re- 
serve Insurance Company is now form- 
ing in this city with a capital of $500,- 
000 and a like amount of surplus. it 
will transact fire reinsurance and 
retrocession. business. 


Owen Covering Continent 


Roger Owen, head office general man- 
ager of the Commercial Union, after 
leaving New York, is now in Montreal, 
from whence he will go to Chicago and 
then on to San Francisco. Before leav- 
ing for home he will return to New York 
for a further stay with United States 
Manager Wray. 


International to Increase Capital 


The International of New York will 
increase its capital stock from $200,000 
to $1,000,000, which is expected to make 








it the strongest entire American owned 


fire reinsurance company. It expects to 
enter the general foreign field at the 
beginning of the coming year, taking 
several fire reinsurance treaties for for- 
eign companies having an established 
business and in some cases entering into 
reciprocal relations. 


Will Enter Foreign Fields 


NEW YORK, Sept. 24.—Crum & Forster 
have been attentively studying the for- 
eign fire insurance field and it is highly 
probable their companies will directly 
enter certain South American and pos- 
sibly European states in the not distant 
future. 


Will Write Direct Business 


NEW YORK, Sept. 24.—The United 
States Fire, which has been writing re- 
insurance in Canada for years, will now 
do a direct business there. Robert 
Hampson & Son, big general agents at 
Montreal, have been appointed its repre- 
sentatives with broad writing powers. 





Eastern Notes 
The Security of New Haven is planning 


to enter Vermont and is about to file ap-- 


plication for that purpose. 


Harold Cheney, deputy commissioner 
of New Hampshire, having in special 
charge the bureau of investment securi- 
ties has resigned. No successor has been 
appointed. 

George Chesboro, Jr., has been given 
the agency of the Cleveland National 
Fire for western Brooklyn, while Smith 
& Scanlon get the representation for the 
eastern district. 

New York City visitors to the head 
offices of the North British & Mercantile 
include H. N. Wood, of Omaha, Nebraska 
and Iowa state agent; W. S. Hummel- 
bright, state agent for North and South 
Dakota, and B. E. Stock, state agent for 
Arkansas. 

The Commercial Union Assurance of 
England and allied companies have ap- 
pointed Clarence N. Durant of Pittsfiel@ 
as special agent for western Massachu- 
setts and Vermont, succeeding A. J. Mur- 
phy, who _— with the Sequrity of New 
Haven Oct. 


Hugo - of New York, a well 
known insurance broker and adjuster, 
celebrated his silver wedding anniversary 
last week. Mr. Heyman started in the 
insurance business in 1895, and for years 
was located in the North River Bldg. 
His office is now being managed by his 
son, Arnold L. Heyman. 

Harry K. Rees, only son of the late 
Henry E. Rees, vice-president of the 
Aetna Fire, has returned to Hartford 
and. is now with the local office of Wake- 
field, Morley & Company, insurance 
brokers. Mr. Rees was graduated from 
Trinity College in 1911. He has been en- 
gaged in insurance work ever since his 
graduation. 


John Robinson, a Polish storekeeper, 
and his brother Charles were committed 
to jail in default of bail at Exeter, N. H 
this week after a hearing on arson 
charges. It was charged that John Rob- 
inson set fire to his store to obtain in- 
surance and that his brother was a ma- 
terial witness. Insurance of $600 was 
carried on a stock which inventoried but 
eae and $300 on fixtures worth but 

42.25. 


Pennsylvania Notes 


Samuel Story & Son have been ap- 
pointed Philadelphia representatives of 
the Eagle, Star and British Dominions. 

The council of Allentown, Pa., has 
awarded contracts for completing the 
motorizing the apparatus of the fire de- 
partment. 

A. D. McClain’s insurance agency at 
223 Levergood street, Johnstown, Pa., 
which has hitherto confined its activities 
to the city, will build up a farm business 
= is looking for a company writing this 
class. 


The executive and general offices of the 
People’s National Fire are again located 
in the company’s own building at Walnut 
and Third streets, Philadelphia, the Fed- 
eral Government having relinquished its 
lease and occupancy of the premises dur- 
ing the war. 

Cc. L. Harper & Co., one of Philadel- 
phia’s oldest firms of brokers and agents, 
has removed to offices on the main floor 
of the Imperial Building, formerly oc- 
cupied by Jones, Launt & Barrett, Inc.. 
who have taken quarters on the third 
floor of the building. 


Massachusetts Notes 


James L. McCarthy, representative of 
several leading companies in Lynn, Mass., 
has been appointed supervisor of the 
1920 census for the Fifth Massachusetts 
district. 

Ten new pieces of fire apparatus have 
been purchased by ire Commissioner 
Murphy of Boston from the American La 
France company for $94,176. The ap- 
paratus includes two 1,000-gallon pump- 
ers and hose cars, six-cylinder motors; 
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two 750-gallon pumpers and hose cars, 
six-cylinder motors; four combination 
hose and chemical cars, one motor hose 
ear and one 85-foot aerial ladder truck. 

Information has reached Boston of the 
death in Vevey, Switzerland, of Max L. 
Scull, a native and former resident of 
Boston, who has been living abroad since 
1905. Mr. Scull was the son of the late 
Gideon Scull, formerly well known in 
fire insurance circles in the east. 


The Union Insurance Society of Can- 
ton, China, recently admitted to Massa- 
chusetts, has appointed Oppenheimwe & 
Field agents at Springfield and Stark- 
weather & Shepley agents at Providence, 
R. I., after a visit to New England by 
Special Agent W. G. Bell. 

The Washington Marine of New York 
and the Importers’ & Exporters’ of New 
York have been admitted the past week 
to Massachusetts, the first to do a marine 
and reinsurance business and the latter 
to do a fire business solely. The Wash- 
irgton will be represented by Charles 
Hass, of Kaler, Carney, Liffler & Co., and 
the Importers’ & Exporters’ by Hollis, 
Perrin & Co. 





A position open for fire adjuster. 
State age and insurance exper- 
ience. Address 21-L, care 
The National Underwriter. 








FIELD M AN Experienced field man, sin- 


gle, recently discharged 
from service, wishes field work for middle 
western territory, (Iowa or Neb. preferred). 
Five years local and five field experience. 
Highest references. 


Address 22-M care The National Underwriter. 











Will Buy Agency 


WANTED—To buy outright or part interest 
in well established Insurance Agency hand- 
ling all lines. Must be city offering good 
opportunity for future development. Address 
24-0 care The National Underwriter. 








LOUIS NEWMARK & CO. 
“Adjusters for the Assured” 
510 Insurance Exchange 


Teleph 175 West 
Wabash 2508 CHICAGO Jackson Blvd. 
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. STRICTLY FIREPROOF 


NEW HOTEL 


BREVOORT 


Chicago, Illinois 
‘On Madison St., near LaSalle 
One minute from the 
Insurance District 
J The Patronage of In- 

surance Men Is 
5 so te r Solicited @ 
—— 7 Lonrence R. Adams , Sec’y and Mer. 
























IN THE MOTOR FIELD 




















ADJUSTING AGENCIES FAVORED 





Eastern Underwriters Point Out Need 
of Cooperative Service to Ob- 
viate Delays 





NEW YORK, Sept. 23.—Automobile 
underwriters are again considering the 
advisability of creating central adjust- 
ing agencies along the lines followed 
by the fire companies. It is pointed 
out that “service” is one of the strong 
talking points in inducing automobile 
insurance and the value of the argu- 
ment is largely nullified if the assured 
is compelled to wait any considerable 
time for the adjustment of his claim, 
and the restoration of a damaged car 
to its former usable condition. During 
the height of the automobile season, 
and particularly upon holidays, motor 
accidents become increasingly frequent, 
requiring the services of a large num- 
ber of skilled men to settle them satis- 
factorily. 

Frequently losses are placed in the 
hands of fire adjusters for attention, 
but as a general proposition, the serv- 
ices of such men, who are not spe- 
cialists, and to whom the handling of 
automobile claims is but incidental to 
their main business is not satisfactory. 
From time to time company executives 
have talked over the creation of cen- 
tral adjusting bureaus and repair sta- 
tions, but up to this time, the discus- 
sions have not crystallized into definite 
form. The primary objection to the 
cooperative idea appears to be fear on 
the part of the smaller companies that 
their stronger competitors, supplying 
the bulk of the claims or repair work, 
would get preferential treatment, and 
that such a course would be highly 
detrimental to the younger offices. 





Goodwin Conference Employe 


R. G. Goodwin, recently automobile de- 
partment manager for the Scottish Union 
& National, has been elected assistant 
secretary of the Eastern Automobile Un- 
derwriters Conference. The annual 
meeting of the New England Automobile 
Underwriters Conference is being held 
at Boston today. 





Gets Interstate Casualty 


The State Agency of New Jersey, with 
offices at Newark and Jersey City, has 
been appointed state agent for New Jer- 
sey of the Interstate Casualty of Birm- 
ingham. It will write only automobile 
insurance. 





Discontinues in St. Louis 


ST. LOUIS, MC., Sept. 24—The Union 
Marine of London, through its general 
agents, Neare-Gibbs & Lent, has ceased 
writing automobile insurance in _ St. 
Louis and has canceled the outstanding 
business on account of unprofitable ex- 
perience. 





Entering New Territory 


The International Indemnity of Los 
Angeles, Cal., which writes all forms of 
automobile insurance, has been licensed 
in Minnesota. The company will make 
application to do business in the prin- 
cipal middle western states in the near 
future and will shortly enter lowa, Mis- 
souri, Indiana, Michigan, Wisconsin and 
Ohio. 





To Have Running Mate 


Interests back of the Inter-State Auto- 
mobile of Rock Rapids, Ia., are planning 
the organization of a casualty company 
to write the casualty end of automobile 
insurance, particularly the personal lia- 
bility business. The Inter-State Auto- 
mobile has made a wonderful growth 
since it became a stock company and 
with a running mate granting complete 
coverage, it will grow even more rapidly. 
Secretary E. A. Tonne is one of the live 
wires of the business. 





Jones Abroad for Automobile 
W. Ellwood Jones, assistant secretary 


























Automobile and Parcel Post 
Insurance 


Special Department Maintained 
for Purpose of Giving Expert 
and Efficient Service 


Local and General Agents Wanted 
Apply to 


Appleton & Cox 


Attorneys 


3 South William St. NEW YORK 


Representing Companies of Known Reputation 














ORGANIZED 1853 
The Girard F. & M. Company of Philadelphia 
Cash Capital $500,000 JANUARY 1, 1919 Net Surplus $373,035 
Surplus to Policyholders, $873,035 


Eastern Department Home Office 
D. H. Dunuam, V.-Pres. H. M. Gratz, Pres. 
Joun Kay, Treasurer E. J. THomason, Sec’ 
‘A. H. Hasstnegr, Sec’y PHILADELPH 1A. 
NEWARK, NEW JERSEY 


Western Department 
Neat Bassett, V.-Pres and Mgr. 


i T. Bassett, foot ae 


HICAGO, ILL. 





FIREMEN’S "SSuANcF 


JANUARY 1, 1919 


OF NEWARK 


Cash Capital $1,250,000 Net Surplus $2,246,144 
Surplus to Policyholders, $3,496,144 


Eastern Department 
D. H. DunnaM, President 
Joun Kay, Vice-Pres. 
A. H. HassinGer, Secreta: 
NEWARK, NEW JERSEY 


Western Department 
Near Bassett, V.-Pres. and Mgr. 


W. T. Bassett, Ass’t Manager 
CHICAGO, ILLINOIS 











EDWARD MILLIGAN, President 





GEORGE M. LOVEJOY, Vice-President JOHN’ B. KNOX, Secretary 

pe TEMPLE” —. B® ag yey a 
ESWARD V. CHAPLIN, Acs't Secretary F. MINOT BLAKE, Ass’t Secretary 
Pde: Surplus to Policyholders . . - $10,506,412 
NPT? Sg! Total Losses Paid ... . : 91,623,036 
ae Cash Capital Three Million Dollars 
PHENIX Reinsurance Reserves . . - . + $7,601,014 

' Reserve for Outstanding Losses and all 

AU NSURAN > other Liabilities . ..... =. =. . 41,598,770 
- ~ Net Surplus .......+24 2+... 7,506,412 


Total Assets . . . . . $19,706,197 











Exceptional facilities for handling Surplus and difficult 
lines _and unusual forms of insurance in best American 
and Foreign companies and at Lloyds, London. 
RE-INSURANCE CONTRACTS DRAWN AND PLACED. 
YOUR BUSINESS emmeniny 


SURPLUS 
LINES Ano 
FLOATERS 


OMPT ATTENTION 
F. R. THOMPSON 


Insurance Exchange, Chicago, Til. 








Wanted: A man with full knowledge of automatic sprinklers to travel 
Western field as Special Agent and Inspector. 


Reply, stating age, experience and salary expected, to the New York 
Underwriters Agency, 100 William Street, New York. 











of the Automobile of Hartford, is now 





THE CASUALTY REVIEW—A MONTHLY MAGAZINE FOR 


ACCIDENT AND HEALTH MEN 
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AN ORGANIZATION 


Not A Mere Company 
—an organization of men, with high ideals who know 
insurance in all its phases. 
—an organization of men, not a mere, cold blooded Com- 
pany, working smoothly in the interest of insurance and 


the broker. 


—an organization, whose officers and department managers 
extend their personal efforts, energy and attention to 
serve the broker. 


The Importers and Exporters Insurance Co. 
MARINE — FIRE — AUTOMOBILE 


17 So. William St. New York 
Surplus to Policy Holders ~ $1,404,261.74 











THE 


TOKIO 


Marine and Fire 





Insurance Company, Limited 





{ United States Fire Branch 
J. A. KELSEY, General Agent 
80 Maiden Lane, New York 


H. W. MURRAY, Supt. of Agencies 19 So. La Salle St.; Chicago 














DETROIT NATIONAL FIRE 


Insurance Company 
41-43 John R. Street 
DETROIT - - - - - 


PHILIP BREITMEYER, Pres. 


MICHIGAN 


GEORGE K. MARCH, Sec. & Gen. Mgr. 

















L. S. MacEnaney 


NONAL Lupyy 


John W. McGinety 


ASSETS, — 000.00 


red to write all classes of high grade excess 
lines, including Ocean and Inland 
Marine insurance. 








ee : : 
IMoranarouss,, lipranay 
MacENANEY & McGINETY, Managers and Attorneys in Fact 








Capital and Surplus 
$250,000.00 


% 


Rein surance 


American Merchants 
Fire Insurance Company 











Kansas City - Missouri 








At e FIRE, MARINE, WINDSTORM, 
AUTOMOBILE, SPRINKLER 
Fi eC LEAKAGE, RIOT AND 
of WatertoouN.¥! EXPLOSION INSURANCE 


STUART MORGAN, State Agent, Michigan, East Lansi 
me gtr R EV. ANS, General Agents, Colorado, Dates 

N. T. JUL . State Agent, Ohio and West Virginia, Columbus 

F.G. HE MAN State Agent, Indiana and Kentucky, Indianapolis, ll 

P. P. WIPPELL, State Agent, Illinois and Wisconsin, P.O. Box 225, Chi 

O. T. PRICE. State Agent, Missouri, Kansas and Oklahoma, Kansas City. M 

E.S. FREEMAN, State Agent, Iowa, Nebraska and Minnesota, Omaha, Ne boadien 














in London representing the company in 
reinsurance matters. After a trip to 
Norway and a tour of France Mr. Jones 
will return, expecting to sail the latter 
part of October. Mr. Jones was formerly 
a special agent for the Automobile in 
New York. 





Hearing on State Fund Plan 


BOSTON, MASS., Sept. 23.—The insur- 
ance commissioner and the attorney gen- 
eral, named as a special commission to 
investigate plans proposed by Weld Ag 
Rollins, a Boston attorney, not connected 
with any insurance interests, for insur- 
ing the public against injury and loss 
through automobile accidents and sug- 
gesting a state fund, similar to the work- 
men’s compensation fund, gave a two 
days’ hearing the past week at the 
State House. Some fifty of the promi- 
nent casualty company men were pres- 
ent, as well as representatives of auto- 
mobile owners and the backers of the 
new proposition. 

Beyond stating the above propositions 
in a general way and arguing that the 
general public at the present time are 
at a great disadvantage in securing re- 
dress from automobilists in case of injury 
or loss, Mr. Rollins had no definite prop- 
ositions to make or means to offer as to 
how the plans could be made legal and 
workable. 

William A. Thibodeau, representing the 
Automobile Mutual; Oliver R. Beckwith 
of the Aetna, Warren S. Shaw of the 





Massachusetts Agents Association, An- 





drew F. Gates of The Travelers, Attor- 
ney Charles Stone, counsel for the Mas- 
sachusetts Insurance Federation and 
Counsel P. G. Carleton of the Eastern 
Massachusetts Street Railway Company 
appeared and spoke in general in favor 
of compelling automobile drivers and 
owners, as a condition of securing their 
license, to file a substantial bond or a 
policy of insurance to protect the pub- 
lic. Further than this they did not care 
to go 

Outside the proponent there was no 
one to support the proposition for a 
state fund for liability insurance, or the 
other compulsory and state rate making 
teatures. 





Motor Notes 


Statement was made before the Massa- 
chusetts insurance commissioner the past 
week by a representative of the Trav- 
elers that but 30 per cent of the 225,000 
automobiles in Massachusetts were in- 
sured. 

The Automobile Legal Association, 
which has a membership of more than 
32,000 in Massachusetts, has issued a 

warning against reckless automobile 
driving in Boston and its vicinity during 
the police strike and it pledges its full 


eccoperation in hailing traffic violators ~ 


into court and prosecuting them upon 
complaint of citizens. 


A New York City visitor is Martin Lar- 
sen, secretary of the Nordsk Insurance 
Company of Copenhagen. 





CHANGES IN 





THE FIELD 








John E. Snyder 


John E. Snyder, who has been a 
rater for the Wisconsin Inspection Bu- 
reau for the past five years, has been 
appointed special agent of the North 
British & Mercantile in Wisconsin, as- 
sisting State Agent Fred B. Barnes. 

Mr. Snyder started his insurance 
career with the Milwaukee Board in 
1911, going with the Wisconsin Inspec- 
tion Bureau in 1914, when that body 
absorbed the rating powers of the old 
board. He has been assistant manager 
of the branch offices at Eau Claire and 
Madison, and has had considerable 
experience rating special hazard risks 
in Oshkosh, Superior and Milwaukee | 
districts. While at Madison he took a 
special course on insurance law in the 
University of Wisconsin. The appoint- 
ment becomes effective Oct. 15. Mr. 
Snyder will have his office in Mil- 
waukee. 





B. T. Holderman 


B. T. Holderman, formerly an in- 
spector for the Marsh & McLennan 
office, has been appointed special agent 
for the New York Underwriters in 





Minnesota to assist State Agent 
George C. Mott. 
J. H. Bunten 


J. H. Bunten has resigned his posi- 
tion as special agent for the Conti- 
nental in Iowa to become special agent 
for the Automotive Insurance Com- 
pany of Mason City, Ia., and will move 
his family to Mason City from Des 
Moines. 





Dean A. Baldwin 


Dean A. Baldwin of Sandusky, O., 
has been appointed special agent of 
the Detroit F. & M. for Ohio. He was 
formerly with the Royal Exchange in 
the Pacific Northwest_and prior to that 
with the Prussian National in Ohio. 


Junius M. Clark 


Junius M. Clark, for the past three 
years special agent of the Michigan 
Fire & -Marine in Illinois has re- 
signed as of Oct. 1, to become special 
agent of the New York Underwriters 
in Indiana, working under the super- 
vision of State Agent Robert McHat- 
ton. He succeeds Richard Creifelds, 
Jr., who resigned some time ago to 
go into another line of business. 

Before going with the Michigan, 











Mr. Clark was for 11 years with the 


Aachen & Munich, both in the office 
and field. Mr. Clark was at one time 
in the business in New York City. 
Mr. Clark has been active in the affairs 


.of the Illinois State Board. He is a 


hard worker and a good business get- 
ter, and has made a good record. 





C. N. Durant and A. J. Murphy 


Clarence N. Durant, recently se- 
lected by Assistant Manager Porter 
of the Commercial Union, as special 
agent for the company in western Mas- 
sachusetts and Vermont, has long been 
a member of the Pittsfield local agency 
firm of Gale, Durant & Gale, and bears 
the reputation of being one of the most 
progressive and able men in his ter- 
ritory. He succeeds A. J. Murphy, 
who resigned to go with the Security 
of New Haven. Mr. Durant will rep- 
resent in addition te the Commercial 
Union of London, the Commercial 
Union of New York, Palatine, Union 
and the Hand-in-Hand. 





Charles Y. Bean 


Charles Y. Bean, formerly state agent 
of the Westchester in Indiana, who 
after being discharged from military 
service was.connected with the War 
‘Risk Insurance Bureau at Washing- 
ton, has returned to the Westchester 
and will resume his former duties in 
Indiana, with headquarters at Indian- 
apolis. 





Edwin C. Beal 


. Edwin C. Beal of Cincinnati, who 
has been connected until recently with 
the Allenbaugh-Felter Insurance 
Agency of Akron, Ohio, has been ap- 
pointed special agent for Ohio of the 
Central National of Des Moines and 
the Guardian of Salt Lake City. Mr. 
Beal will report to Rickert, Mellinger & 
Prince of Lancaster, Pa., eastern gen- 
eral agents. Mr. Beal is well and 
favorably known in Cincinnati, wher 
he was employed for 17 years by C. 
O. Gansel & Co. 


E. R. Coffin 
E. R. Coffin, formerly local agent at 
Manson, Ia., has been appointed state 
agent for Nebraska for the Central Na- 
tional Fire of Des Moines. 


F. R. Knox and G. F. Krank 


F. R. Knox has resigned as special 
agent of the Hanover in Connecticut and 








western Pennsylvania to enter the local 
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yoke, Mass., and is succeeded by George 
F. Krank. 





Clarence B. Burr 


Clarence B. Burr has been appointed 
special agent of the American in Kan- 
sas to assist State Agent J. S. Olund. 








LOSSES OF 
THE WEEK 




















Milwaukee, Wis., Sept. 17.—For the 
second time in nine months, the acety- 
lene filling station of the Gas Tank 
Recharging Co. at 1249 Twenty-third 
avenue, Milwaukee, was destroyed by ex- 
plosion and fire. Late in January the 
building was wrecked and a new brick 
structure was erected in its place. It is 
estimated that the loss is practically 
total. Insurance on building and con- 
tents is under blanket form, as follows: 


agency of C. W. Johnson & Co., at Hol- ' 


Niagara ..... 5,000 Continental .. 5,000 | 
BORE cvcces 5,000 Boston ...... 5,00 
Alliance ..... 000 


a Globe & Rutgers policy in the sum of 
$20,000. oo ts 


Jamestown, N. Dak., Sept. 18.—The 
Junior High School building was com- 
pletely destroyed by a fire, resulting in 
a probable $23,000 loss. The loss to the 
building amounts to $20,000 and contents 
3,000, to $162,000 insurance. The fire 
originated from an overturned gasoline 
stove, which exploded in the domestic 
science department. Insurance (partial 
list): 

Queen ...... $ 5,000 Westchester.$ 5,000 
Hartford .... 8,500 Nat’l Lib.... 4,000 
Citizens .... 2,500 No. Amer.... 10,000 
Springfield... 2,500 Pa. Und..... 2,500 
Frmn’s F.... 2,500 Aetna eocuee 5,000 


Ionia, Mich., Sept. 13.—A fire which 
originated in an adjoining building 
eaused a total loss to T. R. Buck, 327 
West Main street. Insurance (stock): 


Amer. Eagle..$2,000 Phoenix ..... $2,000 
Home ........ 2,500 Frmn’s of N.. 2,000 
Amer., 1,500 Nat’l Un..... ¥ 
Girard ,000 Eureka ...... 000 
— 1,500 Agricultural.. 2,000 
Penn 





s 

Grand Rapids, Mich., Sept. 19.—A fire 
which destroyed the Valley City Milling 
Company, caused a total loss. Insurance 
carried, $149,000, over half being carried 
by Mutual companies. Insurance: 
Hartford ....$12,000 Generale ....$ 7,000 
BOGE 65.66% 10,0 Hanover .... 5,000 
Brit. Amer.. 5,000 Mich. F. & M. 4,000 
Com’l Un.... 11,000 No. Amer.... 10,000 
Det. F. & M. 5,000 Star 5 


Quincy, Ill., Sept. 17.—Fire of unknown 
origin destroyed the frame _ building 
owned by the estate of Fred Frike sit- 
uated at Nos, 224-226 Main street. This 
building was occupied by the Quincy 
Show Case for storage of lumber, and 
by George Jackson, express line. 

Insurance on building not available. 

Insurance of stock of Quincy Show 
Case Company, loss 50 percent: 
Met.-Hibernia.$4,000 Am. Mer. Mar.$2,000 
_ Adjoining to the west was the build- 
mg owned by the Rogers estate, and 
occupied by the Morris Bros. Shoe Com- 


— for the storage of leather and cut 
soles, 


Fire Assn...$10,000 Niagara $10,000 
St.Paul F.&M. 10,000 Springfield .. 10,000 
3 ee - 10,000 Atlas ....... 10,000 
LOMO. oe c6-0. 10,000 Fidelity Ph.. 10,000 


loss 50 percent. 

In rear of the above buildings the 
brick barn building owned by the estate 
of John A. Steinback was destroyed as 
well as many small frame sheds, and also 
the rear of five dwellings situated on 
South Third, between Maine and Jer- 


insurance on Steinback estate barn: 
MOVER cicAsng fondo nee Ae ee wen $300 

; * *k * 

Chicago, IIL, Sept. 18.—Flames which 
originated on the fifth floor of the build- 
ing located at 329-35 Plymouth place, 
Owned by Henry Sampson, and occupied 
by ‘\ineto Advertising Clocks Company, 
caused a 40 per cent loss to its stock of 
clocks and typewriters. Insurance: 





Amer, All.....$1,000 National ..... $1,000 
Connecticut... 1,000 Nat’l Un...... 1,000 
id.-Phen..... 1,000 


The American ‘Blue Print Company, oc- 
cupying the first, second and third floors, 
also suffered a loss which is small. 

* * * 


Louisville, Ky., Sept. 18—A 75 percent 
Oss by fire is reported to the W. W 


Heaton Estate, 817 Nelson street. In- 
urance: 


Westchester. .$1,000 Phoenix 1,000 

Frmn’s, N. J.. 1,000 Amer. Cent.. #00 

New Jersey... 1,000 No. Amer..... 1,000 
* 


West Carrollton, O Sept. 12—A fire 
tompletely destroyed the Eby-Billman 
accO Warehouse, Peases and Walnut 

The loss is estimated as total. 














= 


CASH CAPITAL $839,580.00 


CLEVELAND NATIONAL 


FIRE INSURANCE COMPANY 
CLEVELAND, OHIO 


APPLICATIONS FOR AGENCIES DESIRED 


E. KIMBALL 
PRESIDENT 


ARCHIBALD KEMP 

SECRETARY-TREASURER 

& MANAGING UNBER- 
WRITER 


SURPLUS TO 
POLICY HOLDERS 
$1,209,612,34 





ASSETS 
$1,662,212.57 























Peninsular Fire Insurance Company 


HOME OFFICE EXECUTIVE OFFICE 
SAGINAW, MICHIGAN GRAND RAPIDS, MICHIGAN 


Will write general classification with special service and something new for farm insurance. 
alesmen who can present a high grade proposition convincingly will be inter« 
. »« « A Michigan company—organized, owned and managed by Michigan men. 


COLON C. LILLIE, President 
COMFORT A. TYLER, Vice-President J. FLOYD IRISH, Managing Underwriter 


ested. 











F. H. Hawley, President W. E. Haines, Secretary 


71ST ANNUAL STATEMENT OF THE 
Ohio Farmers Insurance Co. 


LE ROY, OHIO 


Fo CETTE CLEP LET PROCECT TOPETTOCCCPTOOTE, 
Increase oe 365,41 
Reserve for Reinsurance... ..........0.:++++ 2,945,381 
BININONON Shas cocccsacucsecccceecagedccaccee . SEMEN 
IRS II ooo. cic caccdicccccseccccccckccacce SAE 
NUNNNP SE ods caccdca cccaceeeedcacexnceecas 26,280 














American National Fire Insurance 


Company “onto” 


Capital $500,000 


, JOHN W. ZUBER, President 





JOHN A. DODD, Secretary 


Its Name Indicates Its Character. Progressive, Yet Conservative. 
Operating Along Sound Lines. 











F.C. VAN DUSEN, President 


This company will be glad to receive agency applications and will take up with union offices the question of its repre- 
sentation. 


The underwriters are former field men who had had long experience in agency operations. 
There are many striking features in the Minneapolis F. & M. which make it attractive. 


’ 
JOHN D. McMILLAN, Vice-President 


FIRE AND 


Minneapolis skin Insurance Company 


MINNEAPOLIS, MINNESOTA 


» 
WAL®ER C. LEACH, Secy. 


We can tell them to you. 





aa 





CITY 
PITTSBURGH FIRE. 884 PITTSBURGH, PA: 


Incorporated 1851 








NORTH BRANCH FIRE company” SUNBURY, PA. 


Incorporated 1911 Capital $500,000 Net Surplus $160,493.14 Assets $1,392,556.14 


company” OF PENNA., PITTSBURGH 


COMPANY 
Capital $250,000 Net Surplus $68,381.07 Assets $660,328.77 











Incorporated 1870 








Capital $200,000 Net Surplus $116,057.35 Assets $644,677.62 
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“The Old Line” 
Bankers Automobile Insurance Co. 


Exclusive’: Automobile Insurance 


Lincoln, Nebraska 
Authorized Capital Stock $500,000.00 


Exclusively Automobile Insurance in Western 
Territory to Meet Western Conditions. 


Writes both one and three year term policies, 
covering Fire, Theft, Tornado, Collision, Property 
Damage and Public Liability. Our extra special rate 
on farming farmers’ cars is the biggest business-getter 
in the history of Automobile insurance. Write for full 
particulars. 


Standard Forms of Policies. 


Desirable Agents wanted in the following States: 
Nebraska, Kansas, Texas, Iowa, South Dakota and 
Colorado. 


| AGAIN HEADS WESTERN UNION 

































: Farmers Bank Building 
State Mutual Hog Insurance Co. “"Swingicta, 1 
WE SPECIALIZE ON HOG INSURANCE. We Have No Competition 
THE PIONEER COMPANY OF ILLINOIS 
Illinois Agents—Are You Overlooking Something ? 


CHARLES S. BOYNTON, President A. C. LITTLEJOHN, Secretary 


















The Best Field in the Insurance Business 


Today is Live Stock Insurance 
’ We want good men who work among farmers and stockmen to communicate with us 


Territory in Ohio, Indiana, Illinois, Michigan, Minnesota and Oklahoma 
THE KASKASKIA LIVE STOCK INSURANCE CO. 


INCORPORATED 
Shelbyville, Illinois 




















NEBRASKA LIVE STOCK INSURANCE COMPANY 


$1,000,000.00 


KEELINE BUILDING, OMAHA, NEBRASKA 


W. B. HOWARD, President and General Manager 
CAPT. CARL F. SWANLAND, Secretary 











=— — 
Excellent opportunity for good live agents. Communicate with the Home Office 














DUGAN IS REELECTED 





Has Been Admirable Executive on Or- 
ganization—Colorado Matter Left 
to Supervisory Committee 





The annual meeting of the Western 
Union at White Sulphur Springs, W. 
Va., last week was diagnosed as un- 
eventful... Two commission problems 
came up—one West Virginia and the 
other Colorado. In West Virginia the 
Eastern Union some time ago recom- 
mended a flat commission of 20 per- 





A. G. DUGAN 
Reelected President of the Western Union 


cent. The Western Union disapproved 
of this plan and the proposal for a 
change from the graded scale there is 
probably dead as a result. Nothing, 
of course, definite or final could be 
done on Colorado, for there are other 
organizations that must deal with the 
matter to secure full cooperation. 
These are the Western Insurance Bu- 
reau and the Pacific Coast Board. The 
Western Union delegated additional 
powers to: the supervisory committee 
that it may settle the matter there 
without further reference to the West- 
ern Union. 

The tornado committee reported an 
acceptable form of combined policy 
that will be permissible in the states 
where the standard New York form of 
fire insurance policy is employed. The 
new for is virtually a combination of 
the present New York standard form 
of policy and the so-called tornado 
contract. 


A. G. Dugan Again President 


The old officers were reelected. A. 
G. Dugan of Dugan & Carr, western 
agents of the Hartford was returned to 
the presidency; S. Y. Tupper, southern 
manager of the Queen, was made vice- 
president and E. B. Hatch was again 
named secretary-treasurer. The next 
meeting which will be held early in 
April will be at the Bellevue Stratford 


While it is customary for the West- 


ern Union to reelect its presidents for 
one term, there was particular pleasure 


on the part of all members. in voting 
again for Mr. Dugan. He has given 
the organization an intelligent and ef- 
ficient administration. Problems have 
been taken up and solved as they came 
along. They have ‘not been allowed 
to accumulate and grow. His sym- 
pathetic nature, his integrity of pur- 
pose and his fine grasp of the real 
difficulties of fire insurance have made 
him an ideal executive. 


GIVES MANAGERS’ VIEWPOINT 


(CONTINUED FROM PAGE 4) 
jority of managers heartily favor town, 
state and national organizations of local 
agents. There may be some basis of 
fact, however, in the statement that cer- 
tain types of agent have not always 
given the support in some directions 
that might reasonably be expected from 
them. For instance, there is the agent 
who never gives the adjuster any support 
—in fact, is a positive hindrance—he 
frets under the slightest attempt to in-- 
vestigate fires of doubtful origin, and it 
is evident that he is not especially con- 
cerned as to whether his company is 
satisfied, but no matter what the merits 
of the claim, his sole question is “is the 
assured satisfied?” 

An adjuster often needs, in many in- 
stances, the sympathetic cooperation of 
the local agent, without which in many 
instances friction, and sometimes expen- 
sive litigation, would ensue. 

Then there is the type of local agent. 
to whom all is fish that comes to his 
net—He offers bad risks for doubtful 
people to first one company and then an- 
other until he can finally get them to 
“stick.” 


Against Trades Unionism 


As far as a tendency toward trades- 
unionism is concerned, your national 
president has stated in his forceful and 
characteristic way that if ever agents’ 
organizations adopt the principles of 
“trades unions” that he will be the first 
to resign. It seems to me that all doubt 
on that score could be cleared up by a 
simple statement in the Constitution of 
your organizations that Commission to 
agents was not to be the subject of their 
legislation. I have been given a copy 
of the constitution of the National Asso- 
ciation, which says simply “Its object 
shall be to support right principles, and 
to oppose bad practice in underwriting.” 
Would not a decent respect for the opin- 
ions of those who are skeptical about 
trade union tendencies justify a definite 
statement in regard thereto, and that 
‘ “collective bargaining’ would never be 
a proper subject for legislation at your 
meetings? 


Agents’ Qualification Act 


A great deal is said these days about 
an agents’ qualification act. The “part 
timer” and the “side liner’ have come 
in for a good deal of panning. 

I have no protest against any move- 
ment which will improve the status of 
the average agent. Every company and 
manager should sincerely get behind 
such a movement which, to their credit 
be it said, has been started by the agents 
themselves. I think we all of us natu- 
rally have a great sympathy for the 
“side liner,” “part timer” and small town 
agent, because probably nine-tenths of 
us were included in that humble cate- 
gory only a very short time ago. In 
fact, if the rigid requirements which is 
proposed had been applied when most of 
us started, the chances are that very 
few agents or managers would have 














Hotel, Philadelphia. 


been in business today. 








CLIFFORD IRELAND, Pres. 


PEORIA, ILL. 


Western Live Stock Insurance Company 
BERT BUCKLEY, Secretary 
ey, Maine, Massachusetts, Connecticut, Rhode Island, Pennsylvia, North Carolina, South a Ohio, Indiana, Illinois, Wisconsin, Iowa, Kansas, Texas, Missouri, Tennessee 

















Flynn Building 
Des Moines, Iowa 











NATIONAL LIVE STOCK INSURANCE CO. 
Cash Capital $100,000.00 


AGENTS WANTED IN IOWA 


We Are the ORIGI- 
NATORS of HOG 
Insurance 
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TO RESIST ATTACKS 
ON AGENCY SYSTEM 


Company and General Agency 
Organizations Take 
Stand. 





OLD OFFICERS REELECTED 





Agents Oppose Increases in Commis- 
sions on Various Casualty Lines 
at White Sulphur Meetings 





Reelections were the order of the day 
at the various conventions held at 
White Sulphur Springs, W. Va., last 
week. The International Association 
of Casualty & Surety Underwriters re- 
elected Arthur E. Childs of the Colum- 
bian National Life as president, Nor- 
man R. Moray of the Hartford Acci- 
dent and Indemnity as vice-president, 
F, Robertson Jones, as secretary-treas- 
urer, and Charles H. Neely of the 
Ocean Accident and Guarantee as 
chairman of the executive committee. 
Other members selected for executive 
committee were William Bro Smith of 
the Travelers, H. G. B. Alexander of 
the Continental Casualty, Charles S. 
Blake of the Hartford Steam Boiler 
and William B. Joyce of the Travelers. 

The committee on blanks is com- 
posed of Benedict D. Flynn of the 
Travelers, C. H. Remington of the 


Aetna, George D. Moore of the Royal | 


Indemnity. The committee of four to 
confer with a similar committee from 
the National Association of Casualty & 
Surety Agents consists of L. F. Butler 
of the Travelers, John T. Stone of the 
Maryland Casualty, Edson S. Lott of 
the United States Casualty and C. H. 
Holland of the Royal Indemnity. 


Prize Essay Contests 


The McNeill medal committee com- 
mittee consists of Leonard McNeill of 
the Massachusetts Accident, William 
G. Curtis of the National Casualty of 
Detroit and Danford M. Baker of the 
Pacific Mutual Life. 

It is proposed that the International 
association discontinue the award of 
gold medals to persons exhibiting un- 
usual bravery in the saving of life and 
substitute therefor a prize essay con- 
test. One proposal is that there be one 
prize essay contest with a _ bronze 
medal and a liberal cash prize and the 
other is a series of prize essay con- 
tests for various classes of people—one 
for agents, and one for home office em- 
ployes, one for students in universities 
and still another for newspaper men. 

The one big topic particularly intim- 
ate to insurance that came before both 
the International Association and the 
National Association of Insurance 
Agents was assaults that are being 
made upon the American agency sys- 
tem trom various sources. Mutual and 
interinsurance exchanges in their ad- 
Vertising in publications and in circu- 
lar matter are asserting that agents do 


ceive and that agency expenses are 
therefore a waste in insurance. Ad- 
vocates of state insurance are asserting 
the same thing. Various organizations 
of business men are attempting to or- 
ganize centralized agencies to secure 
commissions and return them to buyers 
of insurance. 


Resolution on Attacks 


The National Association of Cas- 
ualty & Surety Agents adopted a very 
strong resolution on this point that was 
sent on to the International Asso- 
ciation. There was more or less dis- 
cussion as to just what treatment. the 
latter organization should give it, but 
finally on the strength of arguments 
presented by Edson S. Lott of the 
United States Casualty, the company 
organization heartily endorsed the 
— resolution. This resolution fol- 
ows: 


The National Association of Casualty 
and Surety Agents views with misgiving 
the introduction of any agency system 
which involves, directly or indirectly, the 
sharing of the agent’s commission be- 
tween the agent and the assured, or any 
,attempt to centralize the placing of the 
insurance of a nation-wide group of 
otherwise independent employers. We 
respectfully direct the attention of the 
casualty and surety companies and the 
insurance departments of our’ several 
states to this tendency on the part of 
groups of assured to utilize ostensible 
insurance agencies for the purpose of 
.diverting commissions to their own uses. 
This is a prostitution of the established 
and recognized American agency system 
‘upon which the business of successful 
insurance companies has been builded 
‘and is sustained. Such activities are con- 
trary to the spirit of existing anti-rebate 
laws and inimical to the best interests 
cf the business. It is therefore, 

Resolved, That the secretary of the 
‘National Association of Casualty & 
Surety Agents be directed to promptly 
deliver to the convention now in session 
of the International Association of Cas- 
ualty & Surety Underwriters a copy of 
| this resolution; and furthermore that the 
secretary be, and hereby is directed, at 
his earliest convenience, to send a copy 
of this resolution to each of the principal 
casualty and surety companies, as well 
,as to the insurance departments of each 
} state and of the District of Columbia. 

Resolved, furthermore, That we invite 
an expression of his attitude on the sub- 
ject by any recipient of this resolution. 


Don’t Want More Commissions 


Besides seeking the co-operation of 
companies and insurance commissioners 
in their efforts to squelch these unfair 
tactics, the agents created a new com- 
mittee to watch advertising of competi- 
tors. This is composed of N. S. Riviere 
of Pittsburg, C. A. Reid, Wade Fetzer 
of Chicago, C. J. Kehoe of St. Louis, 
Fred B. Ayer of Cleveland and A. H. 
Knoll of Buffalo. Mr. Riviere has found 
that the names of prominent manufac- 
turers and merchants are being used 
without their consent by mutual com- 
panies and interinsurance exchanges and 
that in many cases these manufacturers 
and merchants are not in accord with the 
sentiments expressed by the managers of 
these insurers, even though they do take 
insurance with them. 

The agents association took an unusual 
action when it adopted the following 
resolution: 

_ “Whereas there is evidenced a tendency 
/in some _ sections of the country to 
inerease commissions paid on casualty 
lines, other than workmen’s compensa- 
tion, and whereas in our judgment such 
increases are unnecessary, and unwar- 
ranted: Resolved, that the standing com- 
mittee on commissions of the National 
‘ Association of Casualty & Surety Agents 





not earn the commissions that they re- 





be requested to present this matter in 


joint session to the standing committee 
on commissions of the _ International 
Association of Casualty & Surety Under- 
writers.” 


Wilson Wields Gavel Well 


W. G. Wilson, president of the agents 
association gave an exhibition of effi- 
ciency as a presiding officer. He suc- 
ceeded in pushing through all of the 
business before the organization in one 
' session. Nothing was rushed and noth- 
ing was put aside without full considera- 
tion. But there was no time lost at any 
‘stage of the game. Mr. Wilson is a 
) natural executive. When he handles a 
meeting, he hits on all six. 

T. B. Donaldson, insurance commis- 
sioner of Pennsylvania, who made a big 
hit the previous week at the Insurance 
,Commissioners meeting held in Hart- 
ford, scored heavily at the Federation 
meeting Thursday morning which really 
was a joint session of the federation, 
the International Association and the 
National Association of Casualty & Sure- 
ty Agents. His topic was “Your insur- 
ance department and mine,” and he asked 
for more assistance, more co-operation 
and more constructive suggestions from 
'the men engaged in the insurance busi- 
ness. Mr. Donaldson urged that insur- 
ance men keep in close touch with legis- 
‘latures and particularly their insurance 
committees. He urged that insurance 
men endeavor to guide the selection of 
these committees and then guide the 
committees after they are selected. Com- 
pany officials, he said, are, in the majority 
of cases, absolutely indifferent to legis- 
latures and to insurance departments. 
They do not care to receive orders from 
either and they do not think they can 
learn from either. 





BUILDING WORK WILL RESUME 


Chicago Insurance Men Feel Business 
Will Take a Big Spurt With 
Strike Ended 


Insurance men of Chicago’ were 
greatly relieved when it was announced 
last Saturday that the ten weeks’ lock- 
out on all kinds of building and con- 
struction work had come to an end and 
the carpenters won their point of get- 
ting $1 an hour. Work was started 
Monday. There are millions and mil- 
lions of dollars of work under way in 
Chicago and much more is ready to 
begin. At the time of strike there was 
a big demand for surety bonds, com- 
pensation insurance and public liabil- 
ity. Whether now other classes of 
workers will seek to get higher wages 
is not known. There is a vast amount 
of building and construction work to 
be done. During the strike the mate- 
rial men refused to sell materials to 
any one so the deadlock was com- 
plete. If it were not for labor troubles 
insurance men say that there would be 
a tremendous building boom in Chi- 
cago. , 


Casualty Notes 


The annual convention of the general 
agents of the General Accident will take 
place at Atlantic City Oct. 23, 24 and 25. 
General Manager S. Norrie Miller will 
be one of the speakers. 

Frank L. Ebey, claim adjuster for the 
Central Indemnity of Hutchinson, Kan., 
for many years, has resigned. He expects 
to continue in the insurance game, but 
has not stated what line he expects to 
take up. 

Norman H. Gillette, formerly of the 
home office accounts department, Affili- 
ated Aetna Companies, who has been 
acting as superintendent of accounts at 
the New York branch office, has been 
appointed office superintendent of the 





New York branch. 


CASUALTY COMPANIES 
AND THE NEW SCHEME 


Believed Central Rating Body Will 
Issue Uniformity on Basic 
Premiums 


CARRIERS CONTRIBUTE 





Competition Should Only Enter After 
the Foundation Has Been Laid 
for Schedules 





NEW YORK CITY, Sept. 24—Cas- 
ualty company officials who are giving 
considerable study and thought these 
days to rating feel that the scheme de- 
cided upon for the National Bureau 
on Workmen’s Compensation Insur- 
ance will solve many of the difficulties 
of the hour. The scientific rating of 
workmen’s compensation § insurance 
naturally has been an evolution. Work- 
men’s compensation insurance itself is 
but a few years old in this country. 
The companies realize the fact that 
there should be uniformity so far as 
fundamental or basic schedules are 
concerned. In this respect the stock 
companies, mutuals and state funds are 
all agreed. The experience of the mu- 
tuals, interinsurers, and state funds is 
just as valuable in this respect as that 
of the stock companies. 


No Competition in Fundamentals 


Competition should not be over basic 
schedules. If competition does enter 
here it is very dangerous. The basic 
premiums represent the actual cost 
without any loading for expenses of 
any sort. It seems to be wise, there- 
fore, for all carriers to contribute their 
experience to the end that scientific and 
accurate results can be worked out so 
far as the foundation is concerned. If 
there can be uniformity in this regard 
much is gained. The companies found 
that the states were asking for data in- 
dicating that in time each would follow 
its own experience and not rely on 
country-wide experience for basic 
rates. In order to have the most 
scientific and correct basic figures and 
schedules the entire country must be 
taken into consideration. The larger 
the territory the more correct the aver- 
age secured. Therefore the wise un- 
derwriters saw that it would be very 
desirable indeed to head off rates based 
on the experience of a single state. 
If all carriers can contribute to a cen- 
tral body this will eliminate any good 
reason for a state to demand its in- 
dividual experience be followed for the 
calculation of basic premiums. It will 
relieve the companies of much extra 
work. 


Competition Comes Later On 


Competition in workmen’s compensa- 
tion insurance comes in after the basic 
premiums are established. The mutuals 
and interinsurers lay their great claim 
on the saving they can make. Some as- 
sured are attracted by the participating 





argument. The mutuals and interinsur- 
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Southern Surety Co. 


Des Moines, Iowa 


C. S. Cobb, Pres. J. H. Huckleberry, Vice Pres. 
E. G. Davis, Secy. Jno. T. Suggs, Vice Pres. 
M. H. Cohen, General Counsel 





Capital $1,000,000 Surplus $482,067.36 





Entered in 24 States 
Writes ‘‘All Casualty and Surety Lines’ 


Agents w. inted in U Pied Territory. 
















REE OLA [1 Gue ft eSO00 | 


CAPITAL ONE MILLION DOLLARS 
Emory H. English, President Joel Tuttle, Secretary 
HOME OFFICE: 715 Locust St., DES MOINES 


FIDELITY AND _ COMPENSATION 
SURETY BONDS. AUTOMOBILE 
BURGLARY PUBLIC LIABILITY 


Semi-Annual Statement, June 30, 1919 

Admitted Assets.........sssecseesees Ssenveses 
Liabilities and Reserve 
Paid Up Capital........ 
Surplus dubee ; ss - 441,501.62 


$1,016,800.00 in Approved Securities on Deposit with Insurance Department of lowa 








eeecccee eeceee 
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AMERICAN INDEMNITY COMPANY 


HOME OFFICE: GALVESTON, TEXAS 
‘ Financial Statement as of June 30th, 1919. 
NET SURPLUS (OVER). ................00200000 0 -$500,000.00 
ASSETS (OVER).............c ccc ce cece cee so + G2 008, 000.080 


OFFICERS: 
SEALY HUTCHINGS, President JOHN SEALY, Vice-President 
GEO. SEALY, Secretary J. F. SEINSHEIMER, Gen’! Mgr. 
A Multiple Line Company writing Casualty Lines (except Workmen's 
Compensation and Accident and Health) and all forms of Fidelity and 
Surety Bends. ; 


Responsible Agents Wanted Where Not Represented. 














GEORGIA CASUALTY COMPANY 


Surplus and Reserves to 
Policy Holders, $2,030,162.08 
Compiled Under Laws of New York, Pennsylvania and Georgia 


MACON GEORGIA 











SOMETHING NEW 


In addition to an up-to-date line of Life and 
Accident policies, we also issue a special -Accident 
and Health policy for farmersonly. A contract without 
frills or ruffles but a proven good seller. Write for sample. 





ers will get a certain amount of busi- 
ness. The great majority of property 
owners, however, place their compensa- 
tion insurance just as they do the rest 
of their insurance through the regular 
channels, 

They rely on their insurance broker or 
‘agent to see that they are properly 
covered and that they are’ given proper 
service. They rely on their insurance 
man, want him at hand and expect him 
to do the needful when trouble comes. 
They are willing to pay for this service 
because they want it. They desire all 
anxiety and trouble shifted from their 
minds when claims arise. 


Inspection Service Important 


Furthermore the stock companies have 
always laid great stress on their in- 
spection service. As time goes on un- 
doubtedly the National Bureau of 
Workmen's Compensation Insurance will 
have independent state bureaus where 
the inspection so far as rate making 
is concerned will be done by the bureau’s 
own people. The stock companies, how- 
ever, will always keep up their inspec- 
tion service so that recommendations 
can be made for better safeguarding 
risks and reducing accidents. The as- 
sured, if he can qualify for experience 
rating, really participates in the policy 
and in a large measure makes his own 
rate. While the credits for improvements 
under the schedules are not as large as 
many assured expect yet a favorable ex- 
perience is reflected in the rate later 
on and the assured gets the benefit of 
his improved condition. In arriving at 
the experience rating the companies take 
four years’ average and do not rely on 
,the one year alone at the expiration of 
the policy. 


Four Years’ Average 


Because of this four years’ experience 
many agents encounter difficulty and 
embarrassment because the assured be- 
lieves he should not be penalized for his 
past experience. He has expended a cer- 
tain amount of money to make improve- 
ments. His loss ratio is perhaps de- 
creased. He has been accustomed in 
his fire insurance to get an immediate 
reduction in rate because of the im- 
provement he has made and he looks 
to this action when it comes to work- 
men’s compensation. He does not dis- 
criminate between the two kinds of 
insurance. In workmen’s compensation 
he is doubtless having claims right 
along. In fire insurance he may not 
have a fire at all. A number of sales- 
men seem to fall at this particular point. 
They are not able to convince the as- 
sured that the four years’ average is 
entirely just and that his financial re- 
turns will come in time. 


Grab Off the Business 


The mutuals and interinsurers jump in 
the breach right here and take the bus- 
ness at a lower rate than the average 
four years, relying on the improvements 
made to carry the risk through at a 
profit. The assured must be convinced 
of the superior service of the stock 
companies in the way of inspection, 
-handling of claims, taking care of trou- 
ble, furnishing information as to. the 
compensation laws, and so on. The local 
lagent has an advantage in being on the 
ground all the time and can be gotten 
any moment. Competition of this char- 
acter, however, does not hit at the basic 
rate and in securing the basic rate all 
carriers should contribute and be in 
accord. 


Important Rulings in Texas 


AUSTIN, TEX., Sept. 23.—The Texas 
Industrial Accident Board as now con- 
stituted reversed a most important hold- 
ing of the previous personnel compos- 
ing the board, in the case of H. S. 
Wheeler vs. Oil Well Supply Co., and 
the American Casualty Co. Wheeler lost 
an eye and the law specifically gives 
| him 100 weeks compensation. Subse- 
quently, and while $855 was due on the 
100 weeks compensation, he died from 
natural causes. The accident did not 
contribute to his death. The insurance 
company insisted that the compensation 
abated at death and that was the re- 
peated holding of the former board. The 
present board reversed that view and 
allowed the full 100 weeks compensa- 
tion to the man’s dependents as the 
law itself makes the specific award. 

It was held that a man killed by a 
train en route to his meals from his work 
did not lose his life as a result of his 
work and that the claim for compensa- 
tiuon should be refused. 








The Gem City Life Ins. Co. Dayton, Ohio 


The Globe Indemnity has made appli- 
cation for admission to Oklahoma, 


MEET IN DECEMBER 


TO BROADEN SCOPE OF WORK 





National Council of Insurance Feder- 
ation Elects No New Officers 
for Time Being 





At the annual meeting of the Na- 
tional Council of Insurance Federations 
at White Sulphur Springs, W. Va., it 
was determined to make the organiza- 
tion positive as well as negative. In 
the past the organization’s chief object 
has been to oppose militant efforts for 
the establishment of state or national 
insurance. Hereafter it will be pos- 
sible under the constitution and by- 
laws as amended to take up a con- 
structive program. 

The constitution now reads that “the 
object of this organization shall be to 


insurance by the general public, to sup- 
port legislation designed to safeguard 
and protect the interests of the public, 
which is vitally interested, and to up- 
hold state or nation becoming an un- 
derwriter of insurance hazards of any 
description.” 
It is also planned to incorporate the 
National Council and issue charters to 
various state organizations. All of 
these important changes have been 
definitely worked out and action on 
them and election of officers for the 
coming year was deferred until a meet- 
ing to be held about the first of Decem- 
ber. 
Divisional Secretaries Planned 

Mark T. McKee, who organized the 
insurance Federation of Michigan and 
who has carried on the organization 
work throughout the country as secre- 
tary of the National Council, is plan- 
ning to retire from this arduous work. 
He came to White Sulphur Springs 
definitely determined to ‘discontinue 
this work and not give more than one 
month each year to. federation activ- 
ities. He was not relieved as he de- 
sired and George E. Turner, whom he 
wished to be elected as his successor, 
will continue for the present as general 
counsel. Mr. Turner is favored by 
many of the powers that be for Mr. 
McKee’s position and it is planned to 
turn over the organization work to 
divisional secretaries, one for New 
England, one for New York and the 
middle states, one for the west, one for 
the Pacific coast and one for the south. 
Quite a number of companies have 
been giving moral and financial support 
to the federation’s movement and now 
that it has determined to enlarge the 


that even a larger number will get 
back of the organization. It can also 
point now to some big accomplish- 
ments, particularly in Massachusetts, 
California, New York, Pennsylvania 
and Minnesota. Its record in Michigan 
in previous years is also an indication 
of the possibilities of this organization. 
Casualty companies and fraternal or- 
ganizations are enthusiastic. 
Speakers at Meeting 

Speeches at the meeting were made 
by George E. Turner of Indianapolis, 
general counsel of the National Coun- 
cil; Arthur I. Vorys, former insurance 
commissioner of Ohio; Hill Montague, 
president of the Fraternal Congress 0 
America; President James H. Carney 
and Secretary Mark T. McKee of the 
National Council. 


No Compensation for Hero 


COLUMBUS, 0., Sept. 23—George S. 
Rausch, a Columbus bridge carpenter, 
was working on a bridge when he saW 
a boy drowning in the Sciato river below 
him. Rausch left his work and tried to 
save the lad, but lost his life. Now the 
Ohio State Industrial Commission 4e- 
prives the widow of a death award on 
the ground that Rausch was “not in the 
course of his employment” when he met 
death. This case has occasioned no little 
comment. 





bring about a better understanding of- 


scope of its activities, it is anticipated’ 
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Pay Roll Improper Basis 


A. I. Vorys, former commissioner 
of insurance of Ohio and an ex-presi- 
dent of the National Convention of 
Insurance Commissoners, pointed out 
at the recent White Sulphur Springs 
meetings that the payroll basis for 
computing compensation premiums 
was scientifically incorrect and brought 
odium on the business. The rate for 
compensation insurance is made ac- 
cording to the hazards of the indus- 
try, but this rate is figured against 
payroll to ascertain premium. The as- 
sumption is, of course, that payroll 
represents liability and possibly it did 
back in the old days of employers’ lia- 
bility insurance, but it has long ceased 


to represent liability under compensa- 
tion acts. 

To illustrate: Two industries may 
have approximately the same hazard, 
but in one the wage scale may aver- 
age $30 a week and in another $40. In 
both cases the wages are sufficiently 
high to pay all claimants the maxi- 
mum of compensation during disabil- 
ity. In other words, the amount neces- 
sary to meet claims in each industry 
is the same per man employed, but 
the premium in one will be but three- 
fourths what it will be in the other. 
There are other factors that correct 
this discrepancy, of course, but as Mr. 
Vorys says the basis is wrong. 


Large Accident Lines 


THE question arises now and then 
among accident underwriters as to the 
desirability of carrying additional acci- 
dent insurance on men who have large 
lines. Some companies make a fixed 
limit beyond which they will not go. 
For instance, if a man carried $50,000 
accident insurance a company may have 
a rule that will make that the stopping 
place. The experience of companies on 
large accident policies has not been 
favorable. There seems to be too 
much speculation about the big busi- 
ness. The companies do not get a suf- 
ficient volume to bring about a natural 
average. If the moral hazard could 
be eliminated the story to tell might 
be a different one. 

The big sensational cases over which 
there is friction and litigation involve 
these big accident policyholders. A 
prominent man meets with injury or 
possibly fatal accident, the cause being 
very doubtful. The assured may be 
under great strain. He may be engaged 
in a business which is bringing him 
enormous profit, but a slump comes and 
his income is materially reduced. He 
may be involved in transactions that 
require large sums of money and he is 
not able to obtain funds. His mind 
is probably working toward a break- 
ing point. Suddenly there is a serious 
accident. The accident companies are 
suspicious and are morally certain that 
the injury or death was self inflicted. 


It is difficult to gather together con- 
victing evidence. There is controversy 
over the settlement and perhaps litiga- 
tion. 

These big accident cases that get 
into the papers and involve the com- 
panies in controversy do not reflect any 
credit on the business. The general 
tendency of companies is to keep away, 
therefore, from men that carry large 
sums of accident insurance. This ap- 
plies, of course, to those that are in- 
terested in large weekly benefits. Some 
years ago some successful personal ac- 
cident underwriters went after wealthy 
men, writing policies that provided for 
a monthly income -of $1,000 or more. 
It was found that during prosperous 
times the experience was rather favor- 
able. However, when a financial crash 
came where there was a period of de- 
pression, when business became slack 
and incomes were reduced there were 
a number of cases of malingering, es- 
pecially so far as health insurance was 
concerned. A man would break down 
nervously and go away to recuperate. 
He would furnish a physician’s certifi- 
cate to the effect that he was incapac- 
itated from continuing work and the 
liberal monthly income provided un- 
der his disability policy would be more 
than he could earn at his regular voca- 
tion. So long as this remained true, 
he was perfectly willing to remain in- 
capacitated. 


Political Factor Dangerous 


It is the political factor in any form of 
state insurance that is dangerous. Regard- 
less of patriotic motives, men and women 
will not work with the same degree of 
enthusiasm and efficiency for the state 
that they will for a private concern where 
merit is rewarded and an opportunity ex- 
ists for advancement. Take Pennsylvania 
for example, this state has an insurance 
fund of its own. The state authorities 
want the insurance fund to appeal to pre- 
mium payers. It is not a compulsory fund 
so the stock companies and mutuals have 
a show. The stock companies find that 
their experience on coal mines is favor- 
able and they can afford to give a reduced 
fate. The state insurance commissioner, 
however, will not allow a lower basic rate 
to be filed. Here is certainly an anom- 





alous situation. Insurance companies want 
to reduce their rates and the state insur- 
ance commissioner stands in the way. 
The only plausible explanation is that the 
state insurance fund is allowed to write 
risks at 10 percent below the manual of 
the stock companies. If the stock com- 
panies reduce their rates, it would put the 
state fund in a position where it could 
not well offer a discount and expect to 
have both ends meet. 


“RESOLVE never to postpone or put off 
doing a disagreeable task which must be 
done and the doing of which will be good 
for you. 


“By driving away pessimistic, angry and 
bitter thoughts we drive away sickness 
and misfortune to a great extent.” 


Walter C. Faxon, vice-president of 
the Aetna Life, is again at his office 
after a year’s absence on account of 
illness. Mr. Faxon has been at his 
summer home in Madison and now 
again takes up his duties as director of 
the accident and health divisions. 


Edward A. St. John, vice-president 
and assistant to the president of the 
National Surety, has been elected a 
director. Mr. St. John is one of the 
live surety men of the country. He is 
up on his toes all the time. For many 
years Mr. St. John was located in Chi- 
cago as head of the Joyce & Co. agency, 
manager of the National Surety. He 
served as president of the Surety Un- 
derwriters Association of Chicago and 
was regarded as one of the forceful 
surety men of the west. 


E. M. Heaton, manager of the Fi- 
delity & Casualty at Indianapolis, had 
a trip to Monroeville, Ind., an hour 
and twenty minutes each way, in a Cur- 
tiss army training plane and says he’d 
like to do it again. His son, Lieut. 
Allen S. Heaton, is a marine officer on 
flying duty in San Domingo and the 
father pleaded with the army officers 
for some of the experiences his son 
was having. He got them. The avi- 
ator put on all the stunts he had during 
a fall of 10,000 feet, including banks, 





nose dives, tail spins and flipflops. 
Heaton suffered nothing more incon- 
venient than a ringing in the ears, he 
said, and would like nothing better 
than a similar experience again. 

Mrs. George W. Pangborn, wife of 
George W. Pangborn, general agent of 
the Ocean Accident & Guarantee for 
Indiana, died at their summer home 
just east of Indianapolis last Saturday 
morning. She was a woman of beauti- 
ful character and it is believed that 
her zeal in various war activities for 
the comfort and welfare of the soldiers 
and their families was responsible for 
the impairment of her health and the 
shortening of her life. She is survived 
by her husband, a son, Mark W. Pang- 
born, who is associated with his father 
in business, a daughter, Mrs. Harry 
Buckley, of Louisville, and a sister, 
Miss Stella Berryhill, of Indianapolis. 


L. P. Gregory, assistant secretary of 
the: Reliance Life of Pittsburgh, in 
charge of the company’s accident and 
health department, was a speaker be- 
fore the International Claim Associa- 
tion at its annual convention at Old 
Point Comfort, Va., and gave a very 
interesting account of the company’s 
experience in writing accident and 
health insurance in connection with its 
regular life policies. Mr. Gregory’s ad- 
dress appears in part 2 of this issue. 
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/ARE TAKING A FINAL SPURT 





Accident Company Official Says That 
More Drinking Is Leading to 
Increased Claims 





An accident company official re- 
marked the other day that since the 
saloons were “officially” closed, July 1, 
he had noticed an increasing number of 
accidents due to intoxicated drivers of 
automobiles. According to his theory, 
many of the roadhouses and saloons 
are selling liquor underhanded. He 
declares that many people are hitting 
it strong, feeling that when federal 
prohibition goes into effect there will 
not be the opportunity to get liquor. A 
man who is under the influence of 
liquor sitting at the wheel of an auto- 
mobile is a dangerous factor. This 
official says that in tracing back claims 
his company has found that there has 
been a general spurt in roadhouse 
drinking with a consequent increase in 
automobile accidents since July 1. 





What Is Chronic Case? 


TOPEKA, KAN., Sept. 283—Just what is 
the difference between acute and chronic 
disablement has been checked up to the 
state insurance department for decision 
by the beneficiaries of Harry Hupe of 
Belvue, Kan. Hupe carried a health 
policy in the Inter-Ocean Health & Ac- 
cident. A year ago he was caught in 
the machinery of an elevator. Glioma 
developed and in a few months caused 
his death. The company offered a set- 
tlement on the basis that Hupe suffered 
from a chronic disease, holding that his 
several months’ suffering constituted the 
ease chronic. Medical authorities con- 
sulted by the department are not agreed 
on the case. 





Takes Group Health Policy 


VAN BUREN, ARK., Sept. 23—The 
Arkansas Zine Smelting Corporation has 
presented each of its 250 employes with 
a’ health insurance policy. Men in the 
employ of the company for three months 
were given a $500 policy, which will ad- 
vance in value $100 a year until the 
limit of five years is reached, when the 
policy will be worth $1,000. It will not 
increase in value after the fifth year. 
The employes will also have the serv- 








ices of a trained nurse free of charge 
during illness. 





Would Reduce Auto Fatalities 


ST. LOUIS, MO., Sept. 23.—A city-wide 
publicity campaign has begun in St. 
Louis to lessen auto fatalities following 
a conference between the September 
grand jury, now in session, city officials 
and police court judges. Deaths from 
accidents this year have reached a total 
of 65, equal to the number of fatalities 
for all of last year. 





Accident Notes 


P. B. Eyler, chief adjuster for the ac- 
cident department of the Aetna Life, who 
was reported nearly drowned at his sum- 
mer home in Woodmont, is again on the 
road. The story, Mr. Eyler claims, was 
untrue. 


The opening meeting of the Travelers 
Girls’ Club took place at the Hartford 
Club, where several hundred members 
gathered. The meeting was _ presided 
over by Miss Anna Carrol. The educa- 
tional committee reported a plan for 
“millinery” classes to help meet the 
high cost of living. French and Spanish 
classes are also being formed. 


Take State Agency 


Through the State Agency, Inc., of Jer- 
sey City, King, Alley & Lawrence now 
represent the Interstate Casualty Com- 
pany of Birmingham, Ala., for New Jer- 
sey. . The latter corporation has a cash 
capital of $300,000 and a net surplus in 
excess of $100,000. 


Casualty Notes 


The sixth annual meeting of the Inter- 
national Association of Industrial Boards 
and Commissions is being held at the 
King Edward Hotel, Toronto, Sept. 23-26. 

Edward Henshaw, one of the old- 
timers in Boston, was dined by his 
friends last week in honor of his 75th 
birthday. After 20 years in the insur- 
ance business in New York he returned 
to Boston and has represented the Pre- 
ferred Accident for some 30 years, be- 
sides acting as a general broker. 

Owing to the rapid expansion of busi- 
ness the Aetna Life accident and liability 
department has taken over the entire 
building at Jewel street, where the sup- 
ply department is now housed. This 
gives the company full use of another 
four-story building to be used in con- 
nection with printing and supplies under 
the direction of E. W. Danahy, superin- 
tendent. 
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The. American Credit-Indemnity Co. 


The American’s Unlimited Policy not only provides absolut 
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DIFFERENTIAL IS ABOLISHED 





Pennsylvania State Fund Must Write 
Business at Same Rate as Other 
Carriers 





HARRISBURG, PA., Sept. 23—The 
State Workmen’s Insurance Board has 
been notified by Commissioner Donald- 
son that the state fund will be required 
to write compensation at the rate 
quoted by all other insurance carriers 
in Pennsylvania on and after Jan. 1, 
1920. This action by the insurance 
commissioner, who under the law is 
authorized to fix the rates for the state 
fund here, eliminates the 10 per cent 
differential allowed by the state fund 
since Jan. 1, 1916. 

The insurance commissioner, as a 
matter of fact sees no reason for the 
state fund at all. In his letter to the 
other members of the board he said: 

“T have not to this date heard any 
sound reason for the origin of the 
state fund.” 

Because of the amendments made to 
the workmen’s compensation laws of 


increasing the percentage of compen- 
sation from 50 to 60, the rates of the 
fund will be increased, as will also 
those of the companies on Jan. 1. This 
increase will average 18 percent, the in- 
surance commissioner says. 

In his letter, Donaldson says that if 
the state fund finds that business is 
slipping away because of the abolition 
of the differential, the remedy is “to 
pay a high grade soliciting force to 
bring the merits of the fund to the at- 
tention of the employers.” The fund, 
he holds, is sufficiently prosperous to 
permit the engaging of high grade and 
capable men. The fund now has a 
premium account of $2,500,000 a year. 


PROBING NEW YORK CHARGES 





Allegations of Grafting Are Made in 
Investigation of the State In- 
dustrial Fund . 





NEW YORK, Sept. 23—Grafting 
and other serious irregularities in the 
settlement of claims against the State 
Industrial Fund of New York were 
charged in the investigation now be- 
ing conducted in this city before Com- 
missioner J. F. Connor. It developed 
that claimants were induced to take 
lump sum settlements, and that liberal 
deductions therefrom went to crooked 
adjusters. F. Spencer Baldwin, man- 
ager of the Fund, admitted the accep- 
tance by his wife of a $3,400 motor 
car from G. E. Wyncoop, an insurance 
broker of New York, and could see 
no impropriety in the act, asserting 
that no special favors had been allowed 
Mr. Wyncoop by the State Fund, nor 
had ‘the broker been “tipped off” as 
to where good business was to be had. 
Documentary evidence was introduced, 
however, to show that upon at least 
one occasion Mr. Wyncoop had been 
allowed to examine the files of the 
State Insurance Fund and to secure 
therefrom valuable data regarding a 
large manufacturing risk at Buffalo, 
the business of which he was eager 
to secure. 

Mr. Baldwin has been the active head 
of the State Insurance Fund since its 
formation and has been a valiant cham- 
pion of its reputed merits as against 
those possesed by the private insur- 
ance corporations. That the latter in- 
‘stitutions are robbed by some of their 
adjusters from time to time is unde- 
niably true, for no business is immune 
from the activities of born crooks, but 
the casualty offices make a practice of 
f carefully checking all claim settle- 














$100,000.00 Insurance Department Deposit 





Pennsylvania by the 1919 legislature, |. 


‘transaction is brought to light, the 
guilty adjuster is severely dealt with. 
The present investigation, directed 
‘by Actuary Miles M. Dawson is the 
result of charges previously made 
against the practices of the State Fund 
by Mr. Connor and the determination 
of Governor Smith that these be thor- 
oughly sifted. 





Wisconsin Rates Increased 


MADISON, WIS., Sept. 24.—Wisconsin 
compensation insurance rates are in- 
creased. The companies desired permis- 
sion to file an increase of 20 percent 
upon present rates in force, such in- 
crease being based upon the increased 
disability benefits provided for under the 
amendments to the present law. The 
compensation board, after considerable 
discussion, permitted a filing of approxi- 
mately 11.4 percent increase over present 
rates in force and effect, rejecting the 20 
percent filing on the part of the compa- 
nies. Such action is based upon the fact 
that while disability benefits have been 
increased, wages have accordingly been 
‘increased and insurance premiums based 
,upon payrolls have benefited im propor- 
tion. 





Missouri Hearing This Week 


ST. LOUIS, MO., Sept. 23.—Circuit 
Judge Slade of Jefferson City will hear 
\the contention of opponents of the 
‘workmen’s compensation act Thursday 
that he is without authority to appoint 
a referee to hear testimony of employ- 
ers and organizations favoring the bill 
to make permanent a temporary injunc- 
tion granted by him recently to prevent 
the certification of petitions calling for a 
referendum election on the act. 

The appointment of a referee was 
slated to be made last week but oppon- 
ents of the bill objected and asked for a 
delay to present their objections in writ- 
‘ten form. 
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MESSENGERS’ DEFALCATIONS 
Big Losses Under Blanket Bonds on 
Employes of Banks and Financial 
Houses 





NEW YORK, Sept. 24.—It is figured 
that within the past few weeks Liberty 
bonds to the value of not less than 
$800,000 have been stolen by messen- 
gers employed by stock brokerage 
houses of New York City. While a 
good percentage have been recovered, 
the net loss is yet sufficiently heavy to 
seriously jar the equanimity of surety 
company executives forced to pay the 
claims. All losses were suffered under 
blanket bond coverages, a form of con- 
tract that admittedly tends to careless- 
ness upon the part of employers in the 
selection of clerks. 

To check the liability for further loss 
it is now proposed that the New York 
Exchange establish a central office to 
which all stocks will be delivered and 
cleared instead of sending them to in- 
dividual houses. It is also intended 
that the carriers of the securities, in- 
stead of being irresponsible youngsters, 
be men of more mature years, and that 
they be accompanied by armed guards. 

While blanket bonds are written for 
large amounts, they are almost invar!- 
ably issued through pooling arrange- 
ments, the direct writing company 
rarely carrying more than 25 percent 
of the line. d 

Heretofore it has been felt that Lib- 
erty bonds were the only form of se- 
cufities that could be easily disposed 
of, hence the frequency with which 
they were stolen. The fallacy of this 
belief was shown cne day last week 
when certain railway bonds, lost by 2 
Wall Street house, were sold to an in- 
nocent purchaser. 

Bankers and underwriters are now 





ments, and imniediately a dishonest 


studying this phase of the situation and 
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will endeavor to perfect plans for meet- = 
THE - PROVIDENT ||" . ‘ 
Electrical Contractors Bonds 
LIFE & ACCIDENT The surety men of Chicago have had Icago on ] nsurance 0 
é interesting issue before them con- 8 
“ SU porate es: the rates on electrical contrac- 
h. IN RANCE CO. tors’ license bonds. Under a recently : 
-d OF passed ordinance each electrical con- 
1€ tractor who does any sort of electrical 
le work must file a bond of $5,000. This N E W 
id CHATTANOOGA, TENN. bond is broader in its coverage than the LI Ss OF INSURANCE RITTEN 
yn regular municipal license form that in- 
. * cemnifies only the city in case of dam-- 
= Our popular priced Commercial age suit or loss. Under the electrical 
° ane -ontractors’ bond other interests are 
Disability and new 1919 month- crouse in. One or two ae a 
i i started to write the new bonds for $5, 
ly Premium Accident & Health it being the minimum price for unclassi- B Oo n d S Insurance 
in licies for Professional and fied bonds. Some of the companies took 
= th bject with the Towner Rating 
= . up e subject w 
= Business Men and Women Bureau on account of the broader cov- Fidelity ~ 
ont insure a permanent Agency erage and before the bureau had passed Accident 
in- A : on the subject one or two companies ‘ 
sed connection. Make your || promulgated a rate of $7.50. Finally the Official 
the : rth hil Towner Rating Bureau promulgated the Health 
‘he connection wo while legal rate of $2 a thousand, eg ent $10 di " 1 ia AUT a 3 
1 ; for the bond. The companies belonging : ee 
— by she cchcaenn ye . to the bureau claim they will recall the Ju cia Hera ti Liability ; 
ent Com an with bonds issued at the lower rate. 
Bo chirt, iin ex Contract : 
.- Pt Suicide’s Bond Not Forfeited , Automobile 
wna perience D t 
een ' DES MOINES, IA., Sept. 23-—The Iowa epository Plate Gla 
een a re supreme court has decided that a bon ate ss 
sed A ency Openings mn 17 States ‘in a-criminal case can not be forfeited ¢ a 
Or - Ag en account of the defendant’s suicide and Miscel 
consequent non-appearance in court on 
the specified date. The decision of the laneous Burglary 
court is the first one in the United 
‘States on that specific point, according 
cuit THE to attorneys here. 
1ear 
any J I F F Y Mayor’s Firm Gets Bonds 
oint PHILADELPHIA, PA., a pt tien Surplus to 
loy- cial reports made to the Select Counc s : 
bill PEN of Philadelphia by the eae —_. Assets Capital Policyholders 
nc- panies show that the bonds furnishe 
vent to the city during the first atx monthe ot $1,780,412.00 $500,000.00 $1,402,255.00 
or a The word ** Jiffy” de- 1919 totaled as follows: National Surety, 
° 1,785,211.26; United States Fidelity & ‘ 
was notesspeed and action. Ganennie: $453,819.45; Maryland Cas- O. F. ROBERTS, Vice-Pres. and Gen. Mgr. 
pon- The shape and bal- ‘ualty, $85,000. Mayor Thomas B. Smith 
or a ance resembles the dip 'is the owner of more than 51 Ls ge 7 ll 
vrit- ¢ , the capital stock of the Thomas B. Sm ° ¢ 
penholder. It is budt Company, Philadelphia, Kp eon oer bre = Home Office: HICAGO, - 
first named company. It remains to be 
for those who appre- seen whether the street cleaning con- 
ciatea properly shaped tractors and other obtainers of large 
and balanced pen. utility contracts for 1920 will patronize 
— P. ° fr $2 50 the mayor’s company in December, just 
rices - om OPN up. ‘before he retires from the mayoralty. 9 
NS Self-filling without a ‘Congressman Moore, who has every pros- 
“eer sac pect of being Philadelphia’s next pase me . 
é t 1 iled Smith’s monopoly o ° 
son ii iis itntaaatas the ‘city’s bonding business during the Assurance Corporation, Ltd., of London, England 
al pote ip campaign for the nomination. one cdiinain abt oa 2 neteiee se, 
, JIFFY PEN CO. AMONG BURGLARY MEN | — ares aang on eS mare a laewanee 
erty an. neo ' UNITED STATES ASSETS, $14,776,570.58 SURPLUS, $2,490,259.08 
i 4 . R x 
os Pierce Street COINSURANCE IS DISCUSSED a sa 
i i q k IN, Gen. Agt., Ohio, East. Ky., W. Va., T First National Bank 
ssen- Sioux City, lowa Bite Gueinnatis’ STONES ‘STAFFORD & STONE,” Gen. Agts, Ind. and Ep 
erage , oe Lemcke Annex, Indianapolis,-Ind.; GEO. A. GILBERT, Res. Mgr. Ili. and Iowa, Ins. 
- Banglany | Underwire namectetion || Besse Ee Rene: Cae” ie Cenc: i, Mba ag Meee ae 
ma aoe : n. 7 isconsin, > 5. 
spe Takes Up Bank Policy With the BIRSCHBERG & CO. Gen. Acts, Merchants Exchanges St. Levis; GROVES BROS. 
mes American Bankers Association || NG AGENCY, COusden. yas Cimmares Big Kaun Cy, Mo LOVE-EASERL 
. de MANCHESTER co., Gen. Agts., Leader-News Bldg., Cleveland, Ohio. 
under AMERICAN NEW YORK, Sept. 20—All com- 
f con- pany representatives in attendance at 
‘eless- S U R E I Y the meeting of the Burglary Insurance 
in the Underwriters Association, held at At- 
, lantic City, having endorsed the sug- 9 
x loss CC yM PANY gested adoption of the co-insurance WH | IS | | ] 
York clause upon policies covering silk risks 8 
ice to OF in the Metropolitan district here, the Peg 
d and matter was referred back to the com- OU may haveasystem of soliciting, or you 
to in- NE W YO RK mittee for certain changes in the ver- may not, but in either case it would be 
rended biage of the form. While the coinsur- . 
se, i 100 Broadway ance committee favors the 80 percent a good thing for you to know what The 
esters, and the 100 percent, others argued for = ° it is like. 
si that pooees ol graduated scale pa from Systematic Salesmanship Outfit is like 
ruards. 10 percent, in multiples of 10 up to the . . . 
en for full 100 percent. The question will If you have no system it will give you a good 
invari- SURETY BONDS come up for co = at the Oc- one. If you have one worked out, it will pro- 
range- tober gathering of the association. . : : . . : 
oom BURGLARY The matter of clarifying. the bank vide you with an outfit that will make it easier. 
yercent burglary policy, taken up with by the ‘ ‘ ‘ - A 
INSURANCE underwriters with a committee of the It will cost nothing and brings no obligation 
at ia — mp ae Pe ve —_ to find out what the system is. Just write 
Or Se threshed out pretty thoroughly, as wa sas : 
isposed also the experience of the underwriters for a descriptive circular to 
which A ae ee nant pry under the robbery clause of the bank a ‘ 
o~ ta mers toa fad ropeomnatative willbe promptiy and || PUrElary contract. For a time the The National Underwriter Co. 
t week ficiently handled without further supervision: robbery as well as the burglary shaz- ; 
t by 4 - R. L. NASE ard was covered without monary 38 1362 Insurance Exchange 
an In- ap: \diuster for Casualty Companies charge. So numerous were the holdup ¥ 
Capa ation 1109:10 Mutual Bldg. Tat, claims, however, that the insurance Chicago 
¢ now rei pee and companies demanded an additional pre- 
on and Health Claims No. Carolina |! mium for the assumption of such liabil- 
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ity. The reasonableness of the demand 
was challenged by the bankers, but the 
underwriters had no difficulty in pre- 
senting statistics, justifying the special 
charge. The statements and figures 
offered by the insurance men will be 
referred by the bankers to their asso- 
ciates, and the underwriters advised 
later as to the conclusions of the latter. 


Loot Recovered by Arrests 


ST. LOUIS, MO., Sept. 23.—A total of 
$18,500 in Liberty bonds and various 
securities, said by the police to be part 
of $1,000,000 loot secured by members 
of the notorious Dale Jones-Lewis gang, 
in a series of daring robberies in Kansas 
and Missouri, was recovered in St. Louis 
this week with the arrest of the leader 
of the gang. Others are under arrest in 
Kansas City. 

Sensational developments, involving 
the details of the sale of the securi- 








ties, are promised by the Kansas City 
police, who aided 50 federal operatives 
in making the arrests. 

Many claims have been paid by local 
surety companies in connection with the 
robberies. 





Defends St. Louis Police 


Chief’ of Police Martin O’Brien of St. 
Louis in commenting on the burglary 
situation in that city says that if any 
policemen in St. Louis are in league with 
criminals or grafters he does not know 
it. He declares that if any one will 
furnish proof that the police officers in 
St. Louis are grafting or protecting 
grafters or burglars he will take action 
to get them off the force. Chief O’Brien 
says that it has been and will continue 
to be the aim of the city authorities of 
St. Louis to keep the St. Louis police 
torce clean and honest and furthermore 
he declares that no man to whom clings 
the least taint of graft can remain a 
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can secure the representation of an 
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FIDELITY BOND LINE 
EXPLAINED TO AGENTS 


Walter W. Steiner Addresses IIli- 
nois Local Agents Convention 
at Streator 


IMPORTANCE IS OUTLINED 


American Surety Representative Tells 
of Forms of Bonds and Service 
They Render 


STREATOR, ILL., Sept. 24—Wal- 
ter W. Steiner of Chicago, assistant 
manager of the American Surety of 
New York, addressed the Illinois local 
agents in convention here on “Writ- 
ing Fidelity Bonds.” He explained 
what the various forms of bond are 
and the importance of that business to 
the agent. He said: 

Handled by Insurance Men 


The surety companies, starting humbly 
a little over a quarter of a century ago, 
found the machinery built up by the in- 
surance companiegs—general agent, sub- 
agent, etc.—the most adaptable organ- 
ization for use in spreading the gospel 
of suretyship, and I believe it is chiefly 
because the surety business has been 
handled through insurance men all these 
years that it has come to be considered, 
in the minds of the laymen, as part of 
the insurance business, 

The fidelity bond, which is given by the 
employe to employer to save the em- 
ployer harmless against loss through 
the infidenity of the employe, is the only 
form of surety bond that in any sense 
approaches insurance. A bond of any 
other kind is largely a matter of extend- 
ing credit. 


Essential Differences Great 


The essential difference between a 
fidelity or surety bond and an insurance 
policy is great. To a contract of insur- 
ance there are two parties, the insurer 
and the insured; under a contract of 
suretyship there are three parties: the 
principal, the obligee and the surety, who 
guarantees that the principal will fulfill 
his obligation to the obligee. The insur- 
ance company pockets its loss, whereas 
a surety has recourse against its princi- 
pal. If the defalcation is the result of a 
criminal act, the principal may be prose- 
cuted in the criminal courts. 

When the fidelity bond was first writ- 
ten in the United States by corporate 
surety, it was limited by the surety to 
cover losses only through criminal acts 
and often successful prosecution of the 
defaulting employe was a condition pre- 
cedent to the payment of the loss by the 
surety. 

Coverage Is Broadened 


As years have gone by, the coverage 
has been broadened until the insuring 
clause in fidelity bonds issued by most 
of the companies now reads: “Such 
pecuniary loss as the employer shall 
have sustained of money or other per- 
sonal property—by any act or acts of 
fraud, dishonesty, forgery, theft, embez- 
zlement, wrongful abstraction or willful 
misapplication on the part of the em- 
ploye directly or through connivance 
with others,’ and in some special cases 
the bond is further broadened to cover 
losses arising through culpable negli- 
gence of the employe, which is held to 
mean failure to exercise that degree of 
care and caution which men of ordinary 
prudence and intelligence usually exer- 
cise in regard to theinown affairs of the 
same character. This might easily cover 
a loss which, while a result of the infi- 
delity of the bonded employe, did not 
bring him any financial profit as would 
a defalcation. This is the form of cov- 
erage issued where the fidelity hazard is 
the only one covered or insured. 

For fraternal societies another form is 
issued, covering in addition, loss 
through failure on part of the bonded 
officer to faithfully perform his duties 
in strict accordance with the constitu- 











tion and by-laws of his organization, 


and insuring against loss of money 
through bank failure. 


Bankers’ Blanket Bond 


In a surprising number of cases it was 
found that shortage exceeded the 
amount of the bond. Recognizing the 
need for elastic or excess coverage to 
meet this condition, the bankers’ blanket 
bond was perfected a few years ago and 
offered to banks. The blanket bond cov- 
ers any loss or losses up to the amount 
in which it is written. Although in the 
fidelity department, and in a way classed 
as a fidelity bond, it also insures against 
burglary, robbery and holdup, and in ad- 
dition loss through destruction and mis- 
placement. This is in every sense an 
insurance policy, and is, without ques- 
tion, the most complete and satisfactory 
form of insurance a bank can carry on 
the hazards covered. 

In practice, the employe to be bonded 
makes written application to the surety 
on form requiring the applicant to an- 
Sswer questions relating to his business 
experience and responsibilities. It is 
also necessary for him to give record of 
past employment, names and addresses 
of his immediate relatives and a number 
of references. From this exhibit the un- 
derwriter can determine, in a way, the 
fitness of the applicant for the position 
in which he is to be bonded and the 
desirability of the risk. 


Issued in Various Forms 


The bond is issued either in individual 
form, requiring the signature of the 
principal, thereby making him a party 
thereto, or by acceptance to the sched- 
ule. In the case of the blanket and cer- 
tain forms of position coverage, an appli- 
cation from the employe is not required. 
Position coverage in the case of a fra- 
ternal society in limited amounts can be 
placed on the offices and covers against 
the irregular acts of any person prop- 
erly elected or appointed to the position. 
_ Position coverage for a business in- 
stitution is one of the newer methods 
of handling the account. This is done 
mainly to eliminate detail in accounting. 
The schedule is written naming the 
amounts in which the various positions 
are covered. In the schedule no men- 
tion is made of the names of the em- 
ployes. A separate list of certified em- 
ployes is issued, any of which, within 
certain prescribed limitations, may be 
placed in a bonded position. Another 
advantage of this form is that it places 
the line on a practically flat premium 
basis, eliminating the troublesome 
monthly statement of debits and credits. 
It is not practical on small schedules. 


Sell More Than Insurance 


Permit me to add that in selling the 
fidelity bond, you sell more than insur- 
ance against loss. You sell a service 
that in a large measure prevents loss. 
Fully 50 per cent of the premium may 
be credited to the restraining influence 
effected, and 25 per cent to the investi- 
gation. 

From the standpoint of the employe, 
an advantage is also gained in that the 
issuance of a fidelity bond practically 
constitutes a certificate of character. 
Also, experience has demonstrated the 
fact that the surety has protected an 
employe from malicious persecution by 
an unscrupulous employer. This is the 
answer to the objection sometimes 
raised by a supersensitive employe who 
feels that his integrity is questioned 
when asked to give bond. 


Two Sources of Business 


_ There are two sources of business— 
the transfer of an established line, and 
the development of new business. To 
know the expiration date of an estab- 
lished line is not enough to secure its 
transfer unless the element of personal 
friendship or business association enters 
into it. In open competition it is the 
agent who so thoroughly understands the 
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subject and his prospects’ needs that he 
can suggest better methods for covering 
the exposures and handling the account 
who gets the business. I sometimes 
think that too much time is spent in the 
effort to transfer accounts, and that the 
big opportunity—the development of 
new lines—is dverlooked. 

You will find that the majority of con- 
cerns in your respective cities and 
towns are without this protection, and 
I daresay many of them because it has 
been thought that the protection is lim- 
ited to those handling money only, or 
not adaptable in other ways to that par- 
ticular line of business. 


“Trusted Employe” Dangerous 


Often the so called “old and trusted” 
employe enters into the canvass. Expe- 
rience teaches us, however, that the old 
employe in time of service often gives 
us the greatest trouble by reason of the 
fact that he is trusted and given greater 
latitude and less supervision. He there- 
by takes advantage of his opportunity 
and is enabled to drift along into trou- 
ble and to take larger amounts unob- 
served, than is the case with his less 
trusted and more carefully watched fel- 
low employe. We have many instances 
in our own observation where the 
trusted employe has taken more than 
$100,000 covering a period of more than 
twenty years of systematic stealing. 

The “old and trusted” employe (the 
fellow who as a class causes the largest 
losses), and the statement that the pro- 
tection is thought unnecessary are the 
only arguments you will have to over- 
come, and yet you have at every hand 
the answer and the positive proof of the 
value of the protection. The newspapers 
almost daily report defalcations and 
apprehensions of defaulters. Why not 
use these clippings in solicitation of 
new lines in the same way you use a 
picture of a burning building or auto- 
mobile accident? 


May Wreck Whole Concern 


There are many cases on record where 
a large theft, or a series of thefts, by 
an employe has caused the complete 
failure of an institution. There is a 
moral obligation on the management of 
a concern to protect its creditors, stock- 
holders, depositors or members, as the 
case may be, by adequate insurance 
against every insurable hazard. Why 
not (as I have known many agents to 
do successfully with other lines of in- 
surance) set aside a day a week, or a 
week in every month or two, for the 
development of this line? Keep a rec- 
ord of the situation as you find it in 
every case and do not lose the value of 
your missionary work by failure to fol- 
low it up. It is the persistent and edu- 
cational follow-up that gets the busi- 
ness. 

Prospects are not hard to find. You 
have the banks for fidelity or blanket 
bonds; the public service companies to 
cover employes, operative and execu- 
tive; insurance companies, commercial 
houses of all kinds, manufacturers and 
jobbers, retailers, hotels, lodges, clubs, 
churches and associations of all kinds— 
all have the same exposure to loss. 
Right here let me emphasize that the 
coverage is not limited to loss of money. 
It covers loss of property as well. The 
stockroom boy can cause a loss by the 
theft of merchandise easier, perhaps, 
than can the bookkeeper by falsifying 
his accounts. 

In the fidelity bond we sell not only 
insurance but a distinct service to the 
employe, the employer and the commun- 
ity. To the individual, it offers, as I 
have said, a certificate of character in 
the first place, and in its deterrent ef- 
fect, a guiding moral influence, thereby 
enabling him to advance to a responsi- 
ble and remunerative position. To the 
employer it offers protection against the 
employment of the unfit and against 
Pecuniary loss, the community benefit- 
ing thereby. 


Protest Overhead Writing 


ST. PAUL, MINN., Sept. 24—The 
executive committee of the Minnesota 
Insurance Agents Association is send- 
ing out a protest to all casualty com- 
Panies against overhead writing 
through the Northwestern Contractors’ 
Corporation, evidently a branch of the 
Contractors’ Service Corporation, which 
has just opened headquarters in St. 
Paul in charge of H. H. Weston as field 
Secretary. The protest asserts such 
underwriting is unethical an& would 
disturb the present pleasant relations 
between agents and companies. Offi- 
cers of the National association are co- 


perating with the Minnesota organi- 
zation. 


CLAIM CONVENTION ON 


MEET AT OLD POINT COMFORT 





International Association Holding An- 
nual Meeting; Missouri Suicide 
Law Discussed 





OLD POINT COMFORT, VA., 
Sept. 23—The tenth annual conven- 
tion of the International Claim Asso- 
ciation opened here yesterday called to 
order with President James G. Madigan 
presiding. The speakers of the day 
were H. S. DonCarlos of the Travelers, 
Dr. Judson Fisher of New York, Aus- 
tin D. Reilly of the Mutual Life, L. P. 
Gregory of the Reliance Life and Charles 
D. Nesbit. 


Missouri Suicide Law Discussed 


At the smoker last night the ques- 
tion box brought out a wide discus- 
sion of the Missouri suicide law, lead- 
ing to informal addresses by Thomas 
J. Rutledge of the Travelers Protective 
Association, William Mann of the 
Ocean Accident, L. M. Lamott of the 
Metropolitan Casualty and R. R. Har- 
ral of the Pacific Mutual. 

Today addresses were delivered by 
Edson S. Lott, Arthur J. Vorys, former 
insurance commissioner of Ohio, and 
Frank H. Sullivan of the St. Louis bar. 


_ Trip to Hampten Roads 


This afternoon the association and 
guests were entertained with a boat 
ride to the Hampton Roads naval base. 
Tonight the association gave a ban- 
quet to members and guests. 

The next officers are expected to be: 
L. P. Gregory, Reliance Life, presi- 
dent; T. S. Logan, Travelers Protec- 
tive Association, vice-president; Ralph 
Ferson, Hartford Accident, secretary, 
and LeRoy Templeman, Maryland Cas- 
ualty, treasurer. These men are being 
urged for the respective offices and 
probably will be unopposed. 


ATTACKS REMOVAL STATUTES 





F. H. Sullivan of St. Louis Urges Claim 
Men to. Get Question Before 
Highest Court 





OLD POINT COMFORT, VA., 
Sept. 24—The anti-removal statutes of 
the various states, which penalize in- 
surance companies that seek to trans- 
fer cases to the federal courts by re- 
vocation of their licenses, were discussed 
before the annual convention of the 
International Claim Association by 
Frank H. Sullivan, St. Louis attorney. 
Mr. Sullivan urged an organized move- 
ment to get the question of the validity 
of such statutes before the United 
States supreme court for final decision 
and predicted that they would be de- 
clared unconstitutional by that tri- 
bunal. He said in part: 

The average insurance policy repre- 
sents a transaction across state 
boundaries—the New York company 
writes the Illinois citizen, and vice versa; 
the Illinois company writes the Texas 
citizen, and so on. 

The federal constitution and statutes 
say that when a citizen of Virginia sues 
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Li Branch Offices 
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LION BONDING & SURETY CO. 
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The Fidelity and Casualty Company of New York 
92 Liberty Street, New York, N. Y. 
SEMI-ANNUAL STATEMENT JUNE 30, 1919 


Wiis vn cca nes bdecedantagndhecadetens daatedecdsedetdadnevadsdadadeguddnedaesanded + -$18,060,538.72 
Liabilities ...... Se aderecessducseccatscoseacoooccess PPTTTTTITTITITTITTITiTitiT TTT 14,718,231.84 
ED cccudecancake dua dadlncas Gckgebinckadesestensdaadsbadacnseseaausnaneteauecksiadeds 
Surplus over all liabilities.................ccccecececccccecceeeeeececeeteceeeeeenss sess 2,342,306.88 
Losses paid to Jume 30, 1919...........cccseccececcecceeecseseseesones wieteased doddectnaa - 68,667,495.03 


The Company’s Lines: Fidelity, Surety, Accident, Health, Disability, Burglary, Robbery, Larceny, 
Theft, Plate Glass, Druggists’ Liability, Owners’ and Tenants’ Liability, Employers’ Liability, Public 
Liability, Steam Boiler, Fly Wheel, Workmen’s Compensation, Automobile (Liability, Property Damage 
and Collision), Physicians’ Liability, Teams’ Liability. 
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With the same Prompt and Expert Safety Engineering 
and Inspection Service and Organization which has 
made the Name of The Travelers Famous. 


AGENTS AND BROKERS 


Refer Your Inquiries to The Group Insurance Division. 


THE TRAVELERS : 
INSURANCE COMPANY 


Hartford, Connecticut. 

























“$2,500 FOR $1.00” 


* Today See, Write or Phone 


. R.W. HYMAN & COMPANY 


1915 Insurance Exchange Building, Chicago 


About the new and original CONTINENTAL AUTOMOBILE PERSCNAL 
ACCIDENT policy sold at an annual premium of $1.00 to persons who buy a 
CONTINENTAL AUTOMOBILE LIABILITY policy—It’s a BIG BUSINESS 
GETTER and is sold only by the 


CONTINENTAL CASUALTY COMPANY 
H. G. B. ALEXANDER, President - General Offices, Chicago, III. 























The Republic Casualty Co. 


PITTSBURGH, PA. 


Writes All Lines of Casualty Insurance 


Local and General Agents Wanted in Ohio and Pennsylvania 




















We are issuing all forms of 


Life, Health and Accident Policies 


Perfect Personal Protection 


Can we interest you in biggest, greatest, best paid business in the world? 
It will be our plese gure ta give eon more information. : 


CLOVERLEAF LIFE & CASUALTY COMPANY 


FREDERICK H. ROWE, Presipent 
HOME OFFICE 


JACKSONVILLE, ILLINOIS 




















Federal Savings ‘and Insurance Co. 


FOUNDED 1889 


INDIANAPOLIS 


Specializing on monthly Premium Health and Accident 

with non-classification of risks. Benefits paid weekly. 

Policy includes $100.00 funeral benefit. 
Representatives Wanted in Indiana and Illinois, Our Victory Policy Will Interest Yeu, 
Wee aa28 &—————S OSE ast 










































a citizen of Ohio in a Virginia court, 
the latter may, if the suit involves 
the requisite amount, remove the action 
into the proper federal court for trial. 
An insurance company, strange ag; it) 
may sound to you, is ranked as a citi- 
zen under this rule. So when the bene- 
ficiary of a deceased Illinois insured sues 
a New York company on a contested 
policy claim, in her home county, for 
trial before a judge and jury whom 
she may have known personally for 
years, the company may, if the amount 
involved is sufficient, remove the case 
into the federal court for trial, 
thereby eliminate local influences which 
cannot be otherwise avoided. 

Whereupon the state, through the 
legislature, says to the insurance com- 
pany, “Very good, Mr. Insurance Com- 
pany, but if you do remove the case, 
our insurance department shall cancel 
your license to do business among us, 
and you may take your dishes and doll 
rags and run along home.” In conse- 
quence of which the company does not 
remove the case, but tries it before the 
true, tried and trustworthy friends of 
the beneficiary, with the result which all 
of you have experienced. At least 
twenty-four of these United States have 
enacted such statutes. 


Matter Is Left in Doubt 


The uncertainty in which the matter 
is left makes it certain that no insur- 
ance company can risk the cancellation 
of a license from a state where it desires 
to do business against the proposition 
that these statutes are invalid. The 
risk involved is too great. And yet, the 
companies are paying money they ought 
not to pay, because of the existence of, 
and obedience to, these statutes. A con- 
certed effort ought to be made to get rid 
of them. If one is bad, all are bad; if 
one is good, all are good. 

Organization should be had and when 
first a company has a litigation in a 
state whose permit it does not prize, 
the organization ought to take charge 
of the situation and test the matter out. 
The result, I firmly believe, will be to 
rid the business of these discriminating, 
unfair and (in my opinion) unconstitu- 
tional enactments. 


CAN HELP ON SELLING SIDE 





H. S. Don Carlos, New York Adjuster 
for Travelers, Outlines Plan 
for Cooperation 





OLD POINT COMFORT, VA., 
Sept. 23—Harlan S. Don Carlos, ad- 
juster for the life and accident claim 
division of the Travelers in New York 
City, addressed the International Claim 
Association at its convention here on 
“The Adjuster as a Part of the Selling 
Organization,” and outlined a plan for 
cooperation between the adjuster and 
the agent to that end. He said in part: 

In spite of his having been induced to 
buy a policy, the average policyholder is 
at best curious or indifferent toward, if 
not actually prejudiced against, the com- 
pany and insurance in general unless he 
is made the agent’s fellow-enthusiast 
and assistant-salesman by the right kind 
of claim service. Then it is the agent 
can demonstrate that his company, not 
the policyholder, is the real benefactor 
and overcome the claimant’s hesitancy 
to urge upon his friends similar protec- 
tion. 

It would be going too fast to assume 
that every agent is fully alive to the 
possibilities of the claim department as 
a_ part of his selling equipment. Com- 
paratively few of them are. Here, too, 
the adjuster can take the initiative to 
advantage. He can cite examples of the 
few to the others individually or in 
speaking to agency meetings. Where 
he finds a policyholder’s coverage in- 
adequate he can sell him the idea of ad- 
ditional insurance and have the agent 
close the sale. A few such agents go a 
long way in teaching the possibilities of 
business increase through claims serv- 
ice. A practice that has proved to be 
of value is, immediately a claim is paid, 
to advise whomsoever is responsible lo- 
cally for the agency force, of the date, 
amount and items of the payment, dates 
and cause of death or disability, present 
weekly earnings, any change of address 
or occupation, other insurance carried, 
name of the agent who wrote the policy, 
desirability of the risk, etc. He, in turn, 
discusses with the agent the possibilities 
of additional insurance and holds him to 
account for new business on that claim. 
This method allows the confining of 
business extension activities and de- 


and |: 


TALKS OF LEGISLATION 


POLSON IS STREATOR SPEAKER 





Secretary of Illinois Federation Dis- 
cusses “Insurance and the State” 
Before Agents 





STREATOR, ILL., Sept. 24—C. W. 
Olson, secretary of the Insurance Fed- 
eration of Illinois, addressed the local 
,agents’ convention here on “Insur- 
ance and the State,” speaking espe- 
cially of the necessity for legislative 
work on behalf of insurance. He said 
in part: 


Necessary to Organize 


This is a representative republican 
form of government, neither an autoc- 
racy nor a democracy, and being a rep- 
resentative government it is fundamental 
that the representative and the repre- 
sented whenever desirable should confer. 

It is not only desirable but imperative 
that each of the various professions and 
trades should organize and bring to bear 
‘its “eOllective influence for a wise ad- 
. ministration, in which that particular 


‘ profession or trade shall have fair treat- 


‘ment. This is essential and proper not 
for the purpose of influencing govern- 
mental departments wrongfully, or self- 
ishly, but because the organized 
‘profession or trade combines the high- 
est technical knowledge of their particu- 
lar business, whereas the knowledge of 
governmental executives and legislators 
is obviously general, 


Insurance Asks No Favors 


_ The insurance business (af Illinois to 
,be specific) asks no favors. The notion 
‘prevails sometimes that in the work of 
our Federation, we seek the election of 
‘insurance men in public office. That is 
not the case. I would rather have a man 
iof high character, sound judgment and 
reasonable experience in general lines of 
activity without insurance knowledge 


| as a member of the legislature from my 


district than the best informed insur- 
-ance man that could be found if chosen 
for that reason only. We are American 
‘citizens first and insurance men second. 

One of the dangerous and surprisingly 
common defects in our legislature is the 
‘number of men who seek membership in 
the legislature—or, if there, introduce 
bills, to get even with some person, 
interest or business. Perhaps no other 
business has suffered so much from this 
as insurance. The very nature of the 
‘business engenders vast numbers of 
negotiations where claims are made 
properly and improperly. However 
jvicious and unstatesmanlike it may be, 
'the fact remains that a big majority 
of anti-insurance legislation is traceable 
‘to personal pique. 


Causes of Bad Legislation 


In my opinion, insurance agents and 
companies have suffered in the past from 
‘unnecessary and erroneous legislation 
‘in which they have largely themselves 
to blame because: 

1. They did not take the people and 
legislators into their confidence until 
adverse legislation was actually at the 
door. 

2. Rate making, especially in fire and 
‘compensation, is without intelligent en- 
listment of the premium payer to the 
end that he might, as far as necessary, 
understand how tariffs are created. We 
have no right to use tariffs whose ap- 
‘plication does not bear that scrutiny. 

3. We permit a few unwise claim set- 
tlements to create a small but exceedingly 
conspicuous claim record that misrep- 
resents the attitude and integrity of over 
90 percent of the loss payments. 

If I, as the immediate neighbor of the 
legislator, cannot convert him from error, 
it is due more to my neglect until toc 
late or that I am too stupid on the sub- 
ject to lead, than to his incurability. 
‘The intelligent organized, local insurance 
men, in co-operation with other loyal 
citizens, are legitimate lobbyists in the 
best sense of the word, behind the offi- 
cial, under our system of government. 





Meeker Urges Extension 

Royal Meeker, United States Commis- 
sioner of Labor Statistics, in an address 
before the International Association of 
Industrial Accident Boards and Com- 
missions, meeting in Toronto, urged a? 
extension of workmen’s compensation 
laws to include agriculture and all other 





sirable channels. 


industries not now so protected. 











September 25, 1919 


THE NATIONAL UNDERWRITER 





GENERME 























—_—— 


Ne? 


Fire-and=Life Z 
















































































GENERAL ACCIDENT | 


General Agents in the Middle West 


MEEKER-MAGNER CO., 
Insurance Exchange, Chicago 


THE ROBERTS COMPANY, 
Milwaukee 


THE NEALE-PHYPERS CO., 
Cleveland 


H. H. NEALE & CO., 
Detroit 

W. E. BARTON, 
Indianapolis 

T. GRANT SLAUGHTER, 
Louisville 


J. F. HICKEY, 
St. Louis 
(Successor to L. L. Atwood) 


H. C. BORHUS, 

Minneapolis 

AMERICAN INSURANCE AGENCY, 
St. Paul 


E. S. KONANTZ, 
St. Paul 


HARRY A. KOCH COMPANY, 
Omaha 


“OUR AGENTS KNOW — ASK THEM ” 



























































~~. 










































































































































































































































































































































THE MONEY SAVING SERVICE 


rer 


It Does It! 
Try It! 





CHICAGO 


BRANCHES: Cincinnati, Cleveland, Detroit, Indianapolis, Milwaukee, Pittsburgh, St. Louis, Toronto and Memphis 
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A:FARM: MORTGAGE 


PASE Lg! 


YLICY 


Why Our Agents 
Succeed Rapidly—12 Reasons 


1—We Insure Both MEN and WOMEN on equal terms. Women are important 
factors in business today 

2—We Sell Both PARTICIPATING and NON-PARTICIPATING Policies—A 
Big Advantage in. meeting competition. 

3—WE INSURE TOTAL ABSTAINERS AT REDUCED RATES—How many 
Total Abstainers could you Insure if you could offer this advantage? How 
much would it help your organization? 

4—WE GIVE SERVICE TO AGENTS—Every man is given assistance and 
instruction until he is a success—Every man must make good—He is our 
partner—His Success is our Success. 

5—OUR OWN MEN GET ALL OUR GOOD POSITIONS. 
All promotions are made from the ranks of our own agents—Each man has 
an opportunity with us—Something to work for all the time. 

6—WE SELL SPECIAL POLICIES which are up to the minute, giving the 
agent the advantage of the “Best Sellers” in the Insurance Market. Every 
Policy the best we can make it. Special Policies for Total Abstainers. 

7—-WE GUARANTEE TO SAVE 4 PREMIUMS on a 20 Pay Policy and give 
dividends besides—This Policy is our G. P. A—It is our best seller—FOUR- 
TEEN MILLION OF IT IN FORCE. 

8—WE SELL THE BEST INCOME POLICIES we can make on both Partici- 
pating and Non-Participating plans. A check from beyond the grave is 
Daddy’s monthly contribution to the family. 

9—WE GIVE SERVICE TO POLICYHOLDERS—When the policy is placed 
our Service has just begun. Death Claims are a!lowed within 30 minutes after 
proofs received at Home Office and check immediately issued. No delay— 
No red tape. This Service makes our agents popular. 

10—WE HAVE A FARM MORTGAGE BEHIND EVERY POLICY. No 
Investments are made in any other Securities (except Liberty Bonds)—-Rate 
of Interest 6.2%. 

11—WE ARE DEVELOPING NEW TERRITORY and making new opportuni- 

ye Raga agents—WE MAKE THE CHANCE FOR YOU TO MAKE 


12—We offer to good clean men a LIFETIME CON- 


TRACT direct with the Company, giving full advan- 


tage of all there a in the business and in the best 
territory in the world 


To Good Clean Men We Offer Success 
May We Prove Our Offer? 


PEORIA LIFECSHPans 
PEORIA ee ed 



























































































































































Speaker Says Agriculture Is Now on 


2 LIFE 
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INVESTMENTS IN FARM 
LOANS SHOW INCREASE 


Robert Lynn Cox of Metropolitan 
Life Addresses Farm Mort- 
gage Bankers 


SOUND. FUTURE ASSURED 


Basis Which Encourages Mak- 
ing Further Loans 





An increase in the investments of 
life insurance companies in farm loans 
was shown by figures submitted by 
Robert Lynn Cox, third vice-president 
of the Metropolitan Life, in an address 
before the Farm Mortgage Bankers’ 
Association, in convention in Chicago 
this week, on “Farm Mortgage Loans 
as Related to Investments of Life In- 
surance Companies.” He said in part: 


Distribution of Investments 


Today the old-line life insurance com- 
panies—companies writing business on 
the level premium plan—have grown 
to a point where their collective assets 
amount to about $6,500,000,000. Of this 
amount, 75 percent is invested in real 
estate mortgage loans, and railroad, pub- 
lic service, federal, state, and municipal 
bonds. The remaining 25 percent is in- 
vested in loans to policyholders, real 
estate holdings, and in a small amount 
of corporation stocks and the like. This 
audience will be interested, I think, in 
the remarkable recent trend of life insur- 
ance investments toward real estate 
mortgage loans and particularly toward 
farm loans. In 1904 real estate mortgage 
loans represented 27 percent of the 
assets of American companies, being sec- 
ond to steam railroad bonds, which 
formed 30 percent of our assets. Ten 
year later, in 1914, real estate mortgage 
loans led all other divisions of our assets, 
being 34 percent of the whole, while 
steam railroads had dropped to second 
place, representing 26 percent of total 
assets. 


Farm Loans Take Lead 


Real estate mortgages today still hold 
this relative supremacy in the race for 
the largest share of our assets, but a 
distinct change has appeared in the divi- 
sion between loans on farm property and 
loans on city property. This change is a 
marked trend toward farm loans. The 
latest available statistics of a com- 
plete character show that the compa- 
nies in the two-year period ending with 
Dec. 31, 1916, increased their farm mort- 
gage holdings from $655,000,000 to $845,- 
000,000. This was a 29 percent increase 
in their farm mortgage holdings, while 
the rate of increase of all their assets 
was 12 percent. The same period showed 
a reduction of $20,000,000, or 2 percent, 
in their other real estate mortgages. 
We have no statistics for 1918, but for 
1917 the figures for companies carrying 
about 45 percent of the insurance farm 
mortgage loans show that during that 
year their farm mortgage loans increased 
12 percent while the mortgage loans of 
all American companies, both farm and 
city, increased but 6.7 percent. 

Now we enter upon a period of read- 
justment of our investments, in which 
the cities, starving from lack of houses, 
are calling upon us and other investors 
for huge sums to finance a building pro- 
gram to make up for the five years of 
famine, while increased values in pros- 
perous farming sections are joining in 
the competition for more money. It is an 
interesting situation and is fraught with 
problems. 


Liberty Bond Investments 


It is a common error for people to 
regard our entire reserve fund as being 
available for investment in any particu- 
lar field at the will of our executive 
officers. This mistake was made even 
last year by fiscal officers of the fed- 
eral government when seeking to place 
enormous issues of Liberty and Victory 
Bonds. 

Fortunately for those who wish to 





OVERCOMING GENERAL INDIFFERENCE 





HE New York Life tells about 
Benjamin Anchell, one of. its big 
producers in New York City, who 
has been canvassing for twenty years 
following the office to office system in 
the active downtown district of his 
city. Mr. Anchell says that in closing 
cases one of the hardest obstacles to 
overcome is not some specific objec- 
tion that the prospect raised, but his 
utter indifference and lack of interest. 
In commenting on this the New York 
Life says: 
* * * 
It is the testimony of numerous agents 
that it is not so difficult to meet and 
overcome specific reasons for not wishing 
to buy insurance, such as “the wife ob- 
jects,” “financial condition of the pros- 
pect,” “dislike to undergo medical exami- 
nation,” “money in the bank better than 
life insurance.” They are usually met by 
the counter arguments familiar to most 
of us. But when the prospect is indiffer- 
ent, when he is cold, when he gives no 
concrete reason for his lack of interest 
the situation is then more difficult be- 
cause the agent has nothing definite to 
work on and must depend wholly on his 
ingenuity, resourcefulness, personality 
and experience. 
: s a e 
Mr. Anchell tells of a case in point 
that will interest you and perhaps give 
you a cue. He closed it for $12,000 on 
the life of B., although intending to 
solicit and write his brother A., who 
happened to be out at the time. Cn pre- 
senting himself to B. he was greeted 
with the cheering statement that busi- 
ness was quiet and that he'd have to be 
a pretty good life insurance man to sell 
anything in that shop. Mr. Anchell had, 





as always, taken care to prepare him- 
self beforehand in reference to the people 
he expected to do business with. While 
engaging in general conversation he was 
doing some heavy thinking. He asked 
how the gentleman’s father was. When 
told that the father was pretty well he 
mentioned, knowing the father to be well 
along in the fifties, that he would find 
insurance quite expensive, in fact he 
would have to pay over $800 a year for 
a policy, say, of $12,000, while a similar 
amount at age 31 would cost only $300. 
This immediately aroused attention. Mr. 
Anchell continued to dwell on the in- 
crease in rate as a young man grows old. 
Having in mind that the insurance al- 
ready on the life of the man was $38,000 
he immediately suggested that a total 
of $50,000 would be a mighty nice thing 
to have at his age. It was now but a 
step from attention to inquiry—you al- 
ways have ’em when they begin to ask 
questions—then interest—and the appli- 
cation was written for a $12,000 policy. 
s a S 

Mr. Anchell closed his case because two 
definite and concrete points were brought 
out, developed and used to wake up the 
curiosity of B.; they dissolved and con- 
quered the lack of interest at first shown 
by him. The point is this: General indif- 
ference or lack of interest can only be 
overcome if a definite and specific argu- 
ment can be brought to bear that relates 
to something personally and intimately 
connected with the prospect. Otherwise 
cases of this sort are lost, as a rule, be- 
cause general indifference on the part of 
a prospect is in too many cases met by 
general agruments on the part of the 
solicitor which are totally ineffective for 
closing. You have to be prepared, you 
have to be interesting, and you have to 
be specific. 








tection for their families, the confisca- 
tory hand of the tax gatherer was not 
laid upon the savings represented by 
life insurance reserve fund increases. 
Therefore we had these funds available 
for war purposes through purchase of 
government bonds. 

A reliable estimate shows that life 
insurance companies collectively pur- 
chased United States and Canadian gov- 
ernment bonds to upwards of $600,000,000 
and in order to make this investment in 
excess of their current resources they 
had to borrow at least $200,000,000, 
marking the institution of life insurance 
as a borrower for the first time in its 
history. 


Future of Agriculture Secure 


The farm loan investments of com- 
panies are increasing from year to year 
in much larger percentage than their 
increase in assets. Why shouldn’t they? 
Nothing but the federal government can 
stop it by monopolizing the field for 
itself. I doubt if it will. 

I am well content that in the distribu- 
tion of official responsibility in my own 
company my lot has been thrown in with 
American farms and farmers. Nothing 
can rob them of their economic primacy 
or of their political power so long as 
land ownership among them is limited to 
farms of such small area as exist in the 
main throughout America today. 

A realization of the economic hope 
of the American farmer has been too 
long deferred, but is now in sight. His 
day of wealth and power is beginning to 
dawn. Let us hope he will not use his 
growing strength to obtain special privi- 
leges for himself or his class, either by 
way of statutory enlargement of his 
opportunities or to escape a fair sharing 
of his prosperity with less fortunate fel- 
low workers. 


San Jacinto Buys Building 


The San Jacinto Life of Beaumont, 
Tex., has purchased the three story office 
building owned by the Gulf Pipe Line 
Company, located at Orleans and Fannin 
Streets. The consideration involved in 
the purchose of this building and the 
120x120 foot corner space is slightly 
less than $100,000 and constitutes one of 
the highest records made in the sales of 
business property in Beaumont, 

The company will take charge of the 
building immediately and has plans 
under way to remodel the first floor into 
store spaces. It will have it offices on 
the third floor of the building. 

The San Jacinto was organized in 


stock of $100,000. The capital has since 
been increased to $200,000. The company 
has about $7,000,000 of insurance in 
force on Jan. 1 of this year and indi- 
cations are that this year’s business 
will exceed $5,000,000. H. M. Hargrove 
is president of the San Jacinto. 


Life Insurance Course at Columbia 


Columbia university, New York, has 
announced the details of the course in 
life insurance which will start Oct. 1. 
It will cover the following points: 

Basic Principles—Risk in personal and 
business affairs. The elimination of risk. 
Theory of probability and its application 
to life insurance. 

Uses—Personal and business uses of 
life insurance. Investment and protec- 
tion aspects. 

Contracts—Definition and analysis of 
various types of contracts. Adaptability 
of contracts to specific needs for invest- 
ment and protection. Concrete examples. 

Actuarial methods—Mortality tables. 
Calculation of premiums for principal 
types of policies. Reserves and Loading. 

Insurance Organizations—Participating 
and non-participating. Fraternals. Gov- 
ernmental insurance. History, present 
status and tendencies. 

Statistics—Significance of experience 
of organizations. The annual statement. 

Legal Aspects—Interpretation of con- 


tract provisions. Insurable interest. 
Bankruptcy. The beneficiary. Payment 
of premiums. Assignment. 


Agency—Legal position of the agent. 
His service to the insurer and to’ the 
insured. 

Investments—Legal and financial prin- 
ciples. 

Governmental Regulation—Relation of 
federal and state governments to insur- 
ance. Purpose and accomplishments of 
regulation. 


Crude Attempt at Forgery 


A Denver bank sent to the Continental 
& Commercial National Bank of Chicago 
a check of $1,000 for collection. It 
was drawn by the Illinois Life in pay- 
ment of a death claim. The check was 
printed and with certain blanks at- 
tached certifying to the claim. The 
signatures on the checks were Vice- 
President R. W. Stevens, Secretary O. J. 
Arnold, Treasurer H. W. Stone and As- 
sistant Secretary B. J. Stookey. The Illi- 
nois Life has no account in the bank. 
The signatures did not resemble the 
real ones nor does the Illinois Life use a 








obtain and continue life insurance pro- 





1914 and began business with a capital 


check like the one employed in the 


EQUITABLE’S PLAN FOR 
_ INSTRUCTING AGENTS 





Classes Being Conducted in Prin- 
cipal Cities for Education 
of New Men 


VAN ARSDALL IN CHARGE 





Course Now Being Given is Outgrowth 
of One Originally Given 
in France 





An interesting experiment is being 
tried -by the Equitable Life of New 
York. The company has placed George 
B. Van Arsdall in charge of a course 
of instruction. When American sol- 
diers commenced to. return from 
France, the company offered to men 
coming into New York City, a six 
weeks’ course in life insurance. The 
idea was an immediate success. The 
12 weeks’ overseas course that had 
been used was commenced, the less 
important features eliminated, and the 
entire training period reduced to six 
weeks. As a result of this class, the 
Equitable brought into the life insur- 
ance business a number of high grade 
young men who have since taken up the 
rate book for the company in various 
parts of the country. 


Given in Philadelphia 


Mr. Van Arsdall then proceeded to 
Philadelphia, where another class was 
organized. At Philadelphia the course 
was of four weeks’ duration, and the 
lectures were attended by experienced 
and inexperienced men. Mr. Van Ars- 
dall repeated his new success at Phila- 
delphia and he is now at Chicago, 
where he is instructing a class of 55 
men. He will go to other cities during 
the year. 

Mr. Van Arsdall has some interest- 
ing ideas on training men to become 
life insurance salesmen. He says that 
the life insurance system has been very 
nearly perfected. The operation of the 
company itself has been brought to a 
high standard. Improvements of one 
kind or another have been made until 
life insurance today stands as a highly 
developed, well organized, efficient 
business institution. 


Salesmen Make Mistakes 


On the other hand the salesmen of 
life insurance have not kept up with 
this progress. The life insurance com- 
panies today are able to offer various 
contracts—one for every type of man. 
The trouble is that the salesmen of life 
insurance have not been trained to 
understand just what particular type of 
policy fits the individual prospect. In 
this respect, life insurance. is falling 
down. There is nothing the matter 
with the system of life insurance, and 
if every prospect knew exactly what he 
wanted and could request the company 
for the kind of policy desired, life in- 
surance would be serving the public 
ideally. However, the agent is the in- 
termediary. It is he who decides what 
the prospect is to have, and if his rea- 
soning is faulty, if he is unequipped to 
provide the right kind of a policy, the 
insured is done an iniustice and the 
agent has misapplied life insurance. 


Establishes Sound Premise 


With this thought as a basis, Mr. 
Van Arsdall provides the men in his 
classes’ with a course of instruction that 
builds from the ground up. The first 
two days of the course are taken of 
with a consideration of the universa 
necessity of life insurance. Mr. Van 
Arsdall shows that life insurance occt- 





forgery. 


(CONTINUED ON PAGE 6) 
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EXPERIENCE IS GIVEN 


Reliance Life Official Tells of Re- 
sults Obtained From Life 
Man’s Standpoint 


HELPS OUT PRODUCTION 
Combination Policy Is Regarded as 


Having Favorable Effect on 
Company’s Business 





OLD POINT COMFORT, VA., 
Sept. 24—An interesting account of 
the experience of a life insurance com- 
pany in writing health and accident 
business was given before the Interna- 
tional Claim Association, in annual 
convention here, by L. P. Gregory, as- 


sistant secretary of the Reliance Life 
of Pittsburgh, in charge of the com- 
pany’s accident and health department. 
The company writes health and acci- 
dent insurance only for people who 
also are ‘carrying life policies with the 
company. Mr. Gregory stated that its 
experience had demonstrated the value 
in connection with the accident and 
health business of life insurance ex- 
aminations and that the effect on life 
writing also had been favorable. He 
said in part: 


Improved Service Sought 


About ten years ago, the vice-president 
and active head of the Reliance Life 
conceived the idea that a life insurance 
company could improve its service to 
the public through broadening the cov- 
erage afforded by a life policy so that 
it would include not only a death bene- 
fit and the usual provisions of a contract 
of life insurance, but also protection of 
the insured himself during his product- 
ive years—protection such as is afforded 
by accident and health insurance. That 
the idea was not entirely altruistic may 
be gleaned from the following deduc- 
tions which were induced by a careful 
survey of the subject: That 

1. Physical examination of every ap- 
plicant would result in securing a select 
class of physical risks. 

2. Inspection in the case of every ap- 
Plicant would disclose information 
material to the risk as regards financial 
and domestic status, habits, reputation 
and occupation. 


Office Expense Nominal 


3. Home office expense would be nom- 
inal because of handling the combination 
with but slight increase in the clerical 
force, elimination of duplicate premium 
Notices and receipts, saving in postage 
and because the cost of physical exam- 
ination and inspection was a fixed charge 
on the life department. 

4. As a result of the foregoing bene- 
fits, it appeared reasonably certain that 
accident and health insurance could be 
written profitably at comparatively low 
and attractive rates. 

5. The combination of life, accident and 
health insurance, affording complete cov- 
trage for death from any cause and for 
disability arising from accidental in- 
Jury, sickness or disease, and at favor- 
able rates, should enlist renewed 
interest on the part of the agency or- 
Sanization of the company, attract good 
new men to the ranks, and result in 
creased business and earnings for both 
agents and company. 


Only Accident at First 


During the first year, undertakings 
Were limited to accident insurance, as 
it Was deemed best to proceed with cau- 
Non in an untried field. The volume of 
premiums written that first year was 
very small—a little over $19,000. .In 
January, 1913, we added health insur- 
ance to our repertoire, and introduced 
oa Wwe then called, and still denom- 
lean) our Perfect Protection Policy, 
cure: ning life, accident and health in- 
i It was decided that under no 
ances would accident or health 
‘ ance be written except with life 
surance in our company, and that acci- 
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CREDIT MEN 

















O. Boyd, secretary of Wholesalers 
Credit Association of Sacramento, 
¢ Cal., wrote a letter the other day 
to Clark E. Bell, agency director of the 
New York Life in that city, who had 
requested him to give the attitude of 
the credit men in respect to life insur- 
ance. In answering the inquiry, Mr. 
Boyd said: 
“T will say emphatically that we con- 
sider the merchant, whose life is fully 
insured, a far better credit risk than 
one who carries no insurance at all. 
We very frequently have to take over 
the entire assets of a deceased debtor, 
and then not have sufficient to pay off 
all debts. In some instances the par- 
ties did not carry life insurance, but 
left their family practically without 


funds. This is the situation that will 
have to be met by the merchant himself 
if he goes into the open market and 
purchases goods on credit. You can- 
not blame us for wanting pay for our 
goods even after he is dead. He can- 
not expect us to do what he has failed 
to do in his lifetime, i. e., provide for 
his family when a little foresightedness 
in the way of life insurance would be 
sufficient to pay off his indebtedness 
and leave his business imtact for his 
family to operate; therefore, we can- 
not make it too strong that we are 
heartily in favor of life insurance, in 
fact, I do not believe any sensible man 
feels otherwise about it, so you can 
quote us in favor of any man carrying 
| life insurance to his fullest capacity.” 





concurrently with the life policy and 
renew at the same time; further, that a 
‘fpolicyholder could not retain his accident 
or health insurance if he allowed his 
life policy to lapse. 

Our greatest difficulty was to induce 
all agents to write the Perfect Protec- 
tion combination. In the _ beginning, 
various objections were made by many 
agents, as, for example, they were life 
agents, not accident and health agents; 
they did not understand the accident 
and health business; they feared an ad- 
verse effect on their life business through 
accident and health claim settlements. 
It took a long time to correct these im- 
pressions and a continuous campaign of 


education was necessary and is still 
being conducted, especially for new 
men. 


Results Are Satisfactory 


Nothing was left undone, so far as 
we are aware, to insure the develop- 
ment, success and permanency of the 
undertaking. We felt at the beginning 
that the idea was right in theory. The 
results accomplished by keeping ever- 
lastingly at it have satisfied us beyond 
peradventure that it is right in prac- 
tice. The company is therefore irre- 
vocably committed to Perfect Protection. 
‘From the small volume of accident busi- 
ness written in 1912, our accident and 
health premium account has grown into 
rather respectable proportions, in view 
of the self-imposed limitation of our 
field to risks who carry life insurance 
in our company—and in further con- 
‘sideration of our comparatively low pre- 
mium rates—and will approximate 
$350,000 gross for the year 1919. Our 
claim loss ratio was uniformly favorable 
until 1918 and averaged about 35 percent. 
Even in the last year of excessive mor- 
bidity experience, our loss ratio was not 
unduly high, the combined percentage 
for accident and health having been 48. 


Five Considerations Apply 


Our experience may best be outlined 
by taking up seriatim the five consid- 
erations primarily in mind when it was 
decided to write accident and health in- 
surance. They were, briefily and in 
effect: 

1. The securing of a select physical 
class through examination. 

2. Benefits derivable from inspection 
reports on all applicants. 

3. Saving in administration expense. 
/ 4. The possibility of writing accident 
land health insurance at comparatively 
low rates and at a profit. 

5. The probable salutary effect of the 
combination idea on agency organization 
and insurance production. 


Benefits of Physical Selection 


As regards the first proposition, i.e., 
benefits likely to accrue from physical 
selection, it is, of course, well recog- 
nized that in the average case, the value 
of such selection is immediate rather 
than permanent, and gradually decreases 
until it disappears in from four to five 
years after examination. But the aver- 
age life of an accident or health policy 
is only slightly in excess of the mean 
duration of the physical selection, value. 
Protracted claims for heart, lung and 
kidney conditions, to mention only a few 
of the most prominent causes of mount- 
ing loss ratio, are, with physical exam- 
/inations a pre-requisite, so relatively few 
as to be almost negligible. The fraud, 
the charlatan and the faker will not buy 
life insurance and submit to a medical 
‘examination in order to ply their nefar- 
ious trade. Without physical examina- 





dent and health insurance should run 


tion of applicants, a company daily 


t 


places seriously impaired physical risks 
on its books. The company knows it, 
too, but it does not know which risks 
are impaired, so the premium charged 
reflects the lack of physical selection. 
Under such circumstances, the normal 
physical and moral risk pays for his 
own protection and helps to pay for the 
protection of the physically and morally 
deficient. 

With reference to the second consid- 
eration, that inspection of all applicants 
should result in underwriting benefits, 
‘I believe this is a thesis which really 
‘requires no proof. However, our ex- 
perience with inspection reports has 
been such that we would not think of 
doing without them. There is an un- 
fortunate tendency on the part of some 
agents to over-insure and to classify im- 
properly many of their applicants—not 
necessarily with intent, but usually 
through carelessness. Inspection reports 
develop important and material informa- 
tion with respect to financial worth, in- 
come and occupation. With this check, 
we have practiaclly no difficulty, when 
claims arise, on the score either of over- 
insurance or improper classification. 
Risks that are undesirable because of 
noral hazard, habits and environment 
are largely eliminated through inspec- 
tion. As the expense incident to physical 
examinations and inspections is borne by 
the life department, the benefits derived 
accrue to the accident and health branch 
without cost. 


Administration Expense Less 


The third expectation was that admin- 
istration expense would be minimized by 
reason of existing efficient home office 
and field organizations. Our experience 
has abundantly demonstrated the accu- 
racy of the original assumption. The 
work has always dove-tailed in with 
that of the life department and even 
at this time, a few additional employees 
serve to handle the home office details, 
while no extra appointments have been 
required in the field. One accounting 
department keeps the life, accident and 
health records, one policy department 
issues all policies, one renewing depart- 
ment suffices, premium notices and re- 
ceipts for life, accident and health are 
incorporated, with a considerable sav- 
ing in postage, while our literature and 
advertising exploit the combination idea. 
These various elements of saving tend 
materially to reduce the overhead. 

The fourth theory, that accident and 
health insurance could be written 
profitably at comparatively low rates, 
was the logical deduction from the pre- 
‘ceding propositions. The answer is best 
found in the loss ratio to which refer- 
ence has already been made. 


Aids Agency Organizations 


Coming now to the last of the five 
original assumptions—that the combina- 
tion of life, accident and health insur- 
ance at favorable rates should have a 
salutary effect on agency organization 
and insurance production—we found 
herein our greatest problem. The com- 
pany had an excellent life organization 
when the accident and health department 
was launched, and eventually, through 
the long and intensive campaign of 
education heretofore outlined, we saw 
that same life organization transformed 
into a producing force which now thinks, 
talks and sells Perfect Protection. The 
combination idea permeates the home 
office and the field, from the head execu- 
tive to the last office boy, and from the 
superintendent of agencies to the lowli- 
est representative. We have found the 





AMERICAN LIFE HAS 
RECORD ATTENDANCE 


Great Interest Manifested at Con- 
vention—Annual Meeting 
Opens at Omaha 


TALK PRELIMINARY TERM 

Discussion at Legal Section Gets 

Stormy at Times; Committee 
Seeks Settlement 





BY C. M. CARTWRIGHT 

OMAHA, NEB., Sept. 24—The Amer- 
ican Life Convention, with the largest 
attendance in its history, got into full 
swing today. President E. G. Simmons, 
one of the staunch men of the organ- 
ization, is wielding the gavel. 

The legal section ended its two days’ 
meeting yesterday by electing James 
C. Jones, general counsel of the Amer- 
ican National of St. Louis, chairman, 
and C. Williams of the American Cen- 
tral, secretary. Detroit and Kansas City 
are after the next meeting. President 


H. W. Johnson of the Central Life of 
Ottawa is being spoken of as the next 
convention chief executive. 


Preliminary Term Issue Up 


At the legal section the preliminary 
term issue loomed up ominously. Some 
of the members are fighting mad over 
the reflections cast on preliminary term 
companies by Massachusetts compa- 
nies, and former Commissioner Hardi- 
son of that state is in the fight over the 
bill last winter to permit preliminary 
term valuation. Maj. C. A. Atkinson of 
the Federal Life unsheathed his sword, 
strode out into the arena and called on 
the forces to get on their uniforms. He 
said the newer companies were tired of 
the kind of talk manufactured in Mas- 
sachusetts. He intimated that retalia- 
tory legislation would be passed that 
would bring Massachusetts to her 
knees. 


Committee Seeks Agreement 


The clouds were thickening fast when 
President Harry L. Seay of the South- 
land Life asked that no action be taken, as 
a special committee consisting of Presi- 
dent Johnson of the Central Life of 
Illinois, Vice-President C. E. Coffin and 
he had been appointed to take up the 
subject with the eastern companies and 
try to bring about an amicable agree- 
ment, so that the four states, Massa- 
chusetts, New York, New Jersey and 
Maryland, will make it possible for 
preliminary term companies to operate 
therein. Mr. Seay said if it is found 
there is still an unfriendly attitude 
there will be a fight to the end. 

W. J. Tully, general counsel of the 
Metropolitan, in his address urged mod- 
eration in speech, because he felt this 
issue can be settled satisfactorily. He 
said the Metropolitan favored allowing 
preliminary term companies to operate 
in all states. He decried unfair compe- 
tition, prejudice and jealousy in deal- 
ing with the great question. 


Omaha Men Welcome Guests 


The Mayor of Omaha; W. W. Young, 
vice-president of the North American 
Life, and C. A. Eyer, general agent of 
the Provident Life & Trust and presi- 
dent of the local Life Underwriters’ As- 
sociation, extended the formal welcome, 
the response being made by President 
S. W. Jamieson of the United Life & 
Accident, and Dr. Simmons gave the 
president’s address. In the afternoon 
F. P. Neal, investment banker of Kan- 
sas City, gave a talk on “Investments,” 
and President W. A. Watts of the Mer- 
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PAN-AMERICAN REPORT 
COMPANY HIGHLY COMMENDED 


Louisiana, Indiana and Illinois Depart- 
ments Made Examination of the 
New Orleans Company 


The Pan-American Life has been ex- 
amined by the Louisiana, Indiana and 
Illinois departments, the report bring- 
ing the company up to July 1. Among 
other things the report says: 


“All of the books and records exam- 
ined have been carefully kept with de- 
tails closely observed and in good order. 
The accounting system is thorough and 
comprehensive. Safeguards have been 
thrown around the handling of the com- 
pany’s funds. 


Mortgage Loans 


“The papers in connection with the 
mortgage loans in the possession of the 
company were examined in detail as to 
the usual documents and found satisfac- 
tory. The loans bear good rates of in- 
terest and the experience of the company 
thereunder has been good, evidencing 
care in selection. In the few cases where 
foreclosures have been necessary there 
has been a small gain to the company as 
set forth above, apart from _ possible 
loss in interest. While the Louisiana 
law permits loans to the extent of 66% 
percent of the value of the security, the 
company limits its loans to not exceed- 
ing 50 percent of the appraised values. 
Interest is paid promptly, there being 
only $93 overdue June 30, being on a loan 
for $441.29 in process of foreclosure. 


Bonds and Stocks 


“The bonds consist of high-grade gov- 
ernment, municipal, school and levee dis- 
trict, public utility and industrial securi- 
ties. They are reported by the company 
on an amortized basis,. the aggregate 
value for June being $2,496.70 in excess 
of the book value, which is allowed as a 
non-ledger asset. 

“The files of a large number of claims 
were examined, as well as all resisted 
and compromised cases. Claims were 
found to be settled promptly and the 
papers were in satisfactory form. The 
evidence on file indicates that where the 
company resists claims it is justified un- 
der the circumstances and that it en- 
deavors to accord fair and just treat- 
ment to the policyholders. 

“A special contingency fund of $36,- 
297.83 has been voluntarily set aside by 
the company, which is in effect an addi- 
tion to the outstanding surplus. 

“The mortality experience of the com- 
pany has been favorable. Even in the 
year 1918, when its losses were mate- 
rially increased, in common with all 
other companies, through the influenza 
epidemic, it showed actual net losses be- 
lew the tabular expected. 

“The management is composed of men 
of high standing in the community who 
have the assistance of a capable and 
efficient staff. Under their direction the 
company has shown a steady and prom- 
ising growth.” 


Establishes Woman’s Department 


TOPEKA, KAN., Sept. 23—-A woman’s 
department for the Guardian Life has 
been established in Kansas by George 
Godfrey Moore, state agent. Miss Mamie 
Karr, chief clerk in the office of the 
secretary of state, has been appointed 
head of the new department, and will 
take up her new duties Oct. 1. Miss 
Karr is well known in state, business 
and political circles. For the last five 
*vears she has been connected with state 
departments, during the war acting as 
chief disbursing clerk for the federal 
government in Kansas in the selective 
draft work. 


Lasater Heads Farm Loan Bank 


OKLAHOMA CITY, OKLA., Sept. 23.— 
Miles Lasater, former insurance commis- 
sioner of Oklahoma and at _ present 
agency supervisor for the Equitable Life 
in Oklahoma and Kansas, has been ap- 
pointed president of the Federal Farm 
Loan Bank at Wichita, Kan. Mr. Lasater 
has been vice-president of the farm loan 
bank at Wichita since its organization 
in 1917. He has been connected with the 


banking business at Pauls Valley, Okla., 
since 1897. 

He is now president of the Oklahoma 
Life Underwriters Association. 





























NEW VIEW OF SALESMANSHIP 


BY JOSEPH F. GRANT 














General Agent Penn Mutual Life, Seattle, Wash. 


I do not believe in any of the so- 
called fundamental principles of the 
sale nor do I believe that it is neces- 
sary for a man to storm into the pres- 
ence of the: victim, talking him off his 
feet and, by sheer personality and over- 
weight, sell the man something that he 
does not want. My views are exactly 
the reverse. First, I believe that you 
can’t sell a man anything that he does 
not want. Second, I believe that two- 
thirds of the sales are not sales but pur- 
chases. The desire for life insurance is 
lying dormant with every man of nor- 
mal mind. It is necessary only to 
awaken that desire: I think that more 
often than not we make mountains out 
of mole hills. We do things in the 
hardest possible manner, and in place 
of assuming that men are normal, that 
they wish to protect their families, that 
they are in the market for life insur- 
ance, we go at them as if they were 
non-believers. 

* * * | 

1 have attended a great many sales | 
meetings and have talked with some of 
the younger men after the meeting was 
over and instead of their being uplifted 
and bettered they have been discour- 
aged and felt that they were not and 
could not be a success. This was due 
to the fact that in most of the sales- 
manship schools, a man who does not 
know anything about salesmanship and 
does not believe any of the things that 
he is talking about hands: out a lot of 
bunk about the great fundamental prin- 
ciples of the sale and how it is neces- 
sary for a man to have personality, 
forcefulness, knowledge, enthusiasm 
and ability. 

x 

It reminds me very much of an old 
story that was told of a man in the 
backwoods of Maine, who found him- 
self with a little farm partly cleareti 
and no money to complete the clearing. 
His neighbors suggested that he could 
put in a small sawmill and saw up some 
of his logs and sell the lumber. A let- 
ter, received from a firm to whom he 
wrote for prices, inclosed specifications 
and offered to install a mill for $100,- 
000. His reply to the firm was: “If I 
had $100,000, what in hell would I want 
of a sawmill?” Along this same line, I 
believe that if you had _ personality, 
forcefulness, knowledge and enthus- 
iasm, undoubtedly you would be big 
producers and would not need the as- 
sistance of anybody. What yorr really 
are interested in is how to develop 
these things. I often hear young men 
talking and they seem to think that the 
men who are big producers were born 
in that capacity. That is not so. The 
men who are big producers today were 
small producers a few years ago. Every 
man has the opportunity of being a 
$500,000 man three years from date, and 
it is not going to cost him any great 
exertion to get it. 

x Ok Ok 


Let us lay aside the so-called neces- 
sities of the salesman and let us put 
in their place temporarily thesé things 
which you all have and all can do. Let 
us say that they are the lines of least 
resistance, many interviews, mental 
activity. 

Very often a little headwork will re- 
lieve a great amount of plodding. I 
recall the time, years ago, when I was 
a child, my father took me up in the 
wheelhouse of the old “City of Cleve- 
land,” a steamer sailing from Detroit, 
and without making any other remarks 
asked me to watch the two men at the 
wheel. They were burly Swedes of 
enormous muscle and were stripped to 
the waist. There was a nasty sea run- 
ning and the big ship was plowing her 
nose under at every wave. The two big 
men were lathered with persipration 
and were pulling, straining, twisting 





and holding the ship with her nose into 


the sea. A few minutes after we ar- 
rived a young, slender, well-dressed 
man stepped into the wheelhouse and 
without removing his coat said, “All 
right, boys, I’ve got her,” and for two 
hours he stayed at the wheel and bal- 
anced that big ship on the tips of the 
fingers of one hand. That was nearly 
twenty-five years ago, and I have 
never forgotten the lesson. 
os a 

When I say, follow the lines of least 
resistance. | mean to think out your 
case, stimulate ‘mental activity, get 
thinking along the right lines and do 
not lose your case with overwork. 
Why is it that some men are better 
bridge players than others? We all 
have the same mental condition to deal 
with; some men _ get interested in 
bridge, think it out and are able to play 
a first-class game; others play it on the 
surface only. I believe in getting in- 
terested in your business, to a point 
where you analyze every case, where 
you never permit a turn-down to ruffle 
you. I do not mean by this that you 
are not to have pride, but I: do mean 
that the man who turns you down is 
really the man to be pitied, not you; it 





is his family that you are trying to pro- ' 


tect, not yours. When you offer him 
protection, remember that you are of- 
fering him not a burden but you are 
offering to decrease his load, to make 
his burden lighter, and if he refuses 
you, he is the one to be pitied. 

a 


If you could have today twenty inter- 


views and each interview was a-turn- : 


down, you could consider that each of 


thing, because each interview is bound | 


to stimulate mental activity, and when 
mental activity is stimulated you are 
bound to learn. Each case you talk to 
comes easier, each case brings to you 
an earning that you will collect on 
some day. The commission paid is only 
a part of your earnings. Eighty per- 
cent comes in knowledge, and knowl- 
edge is the best asset a man can have. 
Then if you will go out with the idea 
that you are honestly going to spend 
your day calling on people, you can 
figure at night that you have gained in 
knowledge, if not in commission. When 
you have gained in knowledge you 
commence to gain in commission, and 
the first thing you know you have cross 
rough, you commence gaining easily, 
knowledge commences to produce com- 
mission, commission produces enthu- 
siasm, enthusiasm produces business. 
* *x* * 

With each case handled you will ad- 
mit to yourself it was handled in bet- 
ter shape. Each day you see more 
prospects that you have overlooked, 
and finally the day grows too short. 
You are enthusiastic and you want to 
be up and at it all the time, and then, 
gentlemen, is the time that you com- 
mence to reap the harvest of the work 
that you are doing today. Now go out, 
realizing that you are working for your- 
self and follow along those lines and 
every man here willbe a big producer. 

* *x * 

There are five or six things I think 
work out better in a sale than any 
other details: First, assume that the 
man wants insurance; second, never 
argue with him, for as sure as you argue 
you build up that mental barrier which 
you cannot overcome. Follow sugges- 
tion rather than plain statement; that 
is, never say to a man, “You should 
have protection for your family.” 
There are many different ways of say- 
ing it, among which are, “Undoubtedly 
you have given this matter considerable 
attention and have arranged full pro- 
tection for the family.” It is funny to 
watch the expression on a man’s face 
when you put the two statements; one 
arouses desire and the other antagon- 








COOPER BUYS COMPANY 


GETS CONTINENTAL OF UTAH 





President of Pioneer Life of Kansas 
City and Associates Acquire Moun- 
tain Field Organization 


J. W. Cooper, president of the 
Pioneer Life of Kansas City, and his 


; associates have purchased the Conti- 


nental Life of Salt Lake City, Utah. 
Mr. Cooper is now at Salt Lake with 
his own men in charge. There has 
been more or less speculation of late 
as to the Continental. It was at first 
thought it would move to Los Angeles. 
General Manager H. C. Edwards of the 
Continental has bought the Hibernian 
Building at Los Angeles and will locate 
there. 
Further Expansion Planned 


The Continental is in good shape. 
Mr. Cooper is energetic and will push 
the company to the front. Some 
months ago Mr. Cooper and the men 
associated with him assumed charge of 
the affairs of the Globe Life of Salina, 
Kan. Mr. Cooper has further plans 
for strengthening the Pioneer Life 
through the purchase of another com- 
pany. It is his intention to make the 
Pioneer one of the leading life com- 
panies of the middle west, both as to 
resources and insurance in force. 


Cedar Rapids Life Report 
The Cedar Rapids Life of Cedar Rapids, 


‘Ia., will shortly enter South Dakota, Ne- 


braska and Minnesota. The Cedar Rapids 
Life is a first class institution. The re- 
cent examinations by the Iowa depart- 
ment brought its finanical exhibit up to 


i ; June 30. The examiner says, “T ’ 
the twenty men had paid you some- } 4 got 


and directors with exception of Director 
M. W. Jones are all Cedar Rapids men 
and are among the most prominent and 
successful men of the city. Most of them 
have been connected with the company 
ever since its organization. The rec- 
ord made during the 13 years of its 
existence is sufficient evidence as to 
their ability as successful and conserva- 
tive insurance executive officers. 

Cf the assets $677,936 are invested in 
first mortgages, all but $3200 being on 
farm lands located in Iowa. The report 
says that death claims are _ settled 
rromptly and strictly in accordance with 
the policy contract. 





Fighting “Flu” in Kansas 


TOPEKA, KAN., Sept. 23.—Kansas life 
and health insurance men are working 
with the state board of health of Kan- 
sas in an attempt to ward off, or at least 
minimize, the epidemic of influenza that 
is expected this year. Several confer- 
ences have been held by leading insur- 
ance agents, with Dr. T. D. Tuttle, state 
epidemiologist. d 

Last year the influenza caused 8,000 
deaths in Kansas. Insurance men in 
Topeka estimate that there were at least 
3,000 death claims paid from the “flu” 
toll, and that health companies had in 
the neighborhood of 10,000 health claims 
to settle from the same cause. , 

So far less than fifty cases of “flu’ 
have -been reported from over the state, 
nineteen new cases in the last week. 
Most of the cases are reported as mild, 
hut the state health authorities hold 
that these cases will spread the 
disease and later cases will be of the 
more virulent type. 








ism; after all, you must remember that 
it is his family. If you go back m 
some of the old books that were writ- 
ten several thousand years ago afl 
pick up one written by Epictetus, you 
will find: one little statement that ' 
just as true today as it was thousands 
of years ago, wherein he states, “I had 
a paltry law suit over a petty piece ° 
land. I first assured the judge tha 
my case was just, and then I cried, Tt 
is you who are on trial, and not I 
There is food for hours of thought J 
this one statement. You first assute 
the prospect that your case is just; It '§ 
his family you are trying to protect: 
he is on trial, not you. 
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Noe AGENT of the Lincoln National Life is owned 


either by a general agent, a manager or by the 
company. 





Each agency contract is direct with the home 
office and it cannot be cancelled, except for cause and 
then only on thirty days’ notice. | 





Interests in the business of each agent become 


vested with the agent. 
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No agent of the Lincoln National Life can lose 
his renewals through the death of a general agent or 
through the severance of connection between the gen- 


eral agent and the company. 
Ss 
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Agents of the Lincoln National Life are freemen. 


Fach agency contract of the Lincoln National Life 
is a proclamation of emancipation from the dangers of 
the old style agency contract. 





sed 8,000 


| By 
men in CL. 


» at least Af 3 |} //)\ a 
the “flu” YY 

3 had in 
th claims 


LINCOLN NATIONAL [| 


Life Insurance Company 
Fort Wayne Indiana 


Link up with the Lincoln 








aber that 
back in 
ere writ- 
ago afl 
etus, you 
t that 1s Sree nad 
housands 
s, “I had 
piece 0 
\dge that 
cried, ‘It 


” 


not i. 
nought 3m 
st assure 
just; it S 
) protect: 























6 LIFE 


THE NATIONAL 





UNDERWRITER 











September 25, 1919 





STEEL HAZARDS LESS 





PREMIUM RATES ARE REVISED 





Great Progress in Safety and Sanita- 
tion in Industry Responsible 
for Reduction 





Emersion of the steel industry from 
the hazardous class of occupations is 
foreshadowed by the announcement of 
one of the largest and most conserva- 
tive insurance companies in the coun- 
try of a radical downward revision of 
the extra premium rates charged for 
insurance on the lives of workmen in 
the steel industry because of the sup- 
posedly hazardous character of their 
occupations. 

A communication from this insur- 
ance company to the headquarters of 
the National Safety Council at Chicago 
announces rate reductions that will af- 
fect tens of thousands of workmen. 
The reductions were decided on, the 
communication says, as a result of the 
great progress in safety and sanitation 
made in the steel industry during the 
last ten years. 


Many Extra Hazards Removed 


In 1908 nearly all occupations were 
in the “hazardous class’—the highest 
of four extra premium classes—and 
workmen in some occupations were un- 
insurable at any premium because of 
the extraordinary hazards of the indus- 
tries in which they were employed. 
With the advance of the accident pre- 
vention movement these extra pre- 
mium rates have been steadily reduced. 
One of the most striking features of 
the latest revision of insurance rates 
is the fact that the premium for blow- 
ers in blast furnaces, which in 1908 
required the highest extra rate, now is 
entirely removed from the extra pre- 
mium class. 


Comparative Table of Rates 
A comparative table of the 1908 and 
the latest premium rates received by 


the Safety Council from the insurance 
company making the revision follows: 


Extra Rating in Principal Occupations 
of the Iron and Steel Industry, 1908 
and 1919 ($1,000 Whole Life Policy, 
Age 35). 

Blast Furnace— 1908 1919 
cl eer: 8 en $13.22 Regular 
ER er Pern ee 13.22 2.77 
Stove tenders, gas wash- 

er keeper’s helpers, 

cinder snapper tuyere 

man, water tender... 13.22 5.67 

Bessemer Plant— 

Cupola melter, liner, 

vessel man, ladle man, - 

stopper setter ....... 13.22 5.67 
Blowers and regulators 2.96 2.77 

Open Hearth Plant— 
eee oe ee 13.22 2.77 
Melter’s first, second, 

third helpers: ........ 13.22 5.6g 

Crucible Steel Plant— 

MORNIN bcs ob aise osha es 13.22 2.77 
Pot filler, shaker, pourer, 
moider lifter ........; 13.22 5.67 


Rolling Mills— 
2) ga SCP rer ee 
Soaking pit heater.... 


2.96 Regular 
5.92 2.77 


Fraternal May Act on Rates 


DES MOINES, IA., Sept. 23—It is prob- 
able that the Iowa Fraternal congress, 
which has been in session in Des Moines 
this week, will take action on a resolu- 
tion passed by the insurance commis- 
sioners at Hartford favoring more ade- 
quate rates for fraternals. Commissioner 
Savage, in his address to the congress, 
told of the action at Hartford and de- 
clared emphatically that the time is near 
when fraternal organizations will all be 
on a sounder basis. Governor W. IL. 
Harding welcomed the congress. 





Life Counsels’ Meeting 


The fall meeting of the Association 
of Life Insurance Counsel is to be held 
in New York Dec. 3 and at the banquet 
the chief speakers will be former Justice 
Charles E. Hughes, President D. P. 
Kingsley of the New York Life, and 
Commissioner John B. Sanburn of Min- 
nesota. 


| GUARDIAN LIFE AGENTS MEET 


| 





Archie V. Hurst of Eau Claire, Wis., 
Company’s Star Producer, Heads 
Forward Club 





MADISON, WIS., Sept. 23—For 
selling $250,000 worth of insurance in 
one year on his personal account and 
more than a $1,000,000 with the aid of 
his assistants, Archie V. Hurst of Eau 
Claire was Monday night presented 
with a gold watch by C. L. Miller, di- 
rector of sales, on behalf of his com- 
pany, the Guardian Life. Mr. Hurst 
was also elected president of the Fore- 
most Club. The banquet was attended 
by 40 agents and directors and was 
considered one of the most successful 
,events in the history of the organiza- 
tion. 

F. W. Kubasta, representing the 
‘commissioner of insurance, said that 
the only money of the company which 
has gone out of the state was that 
‘spent on liberty bonds and war savings 
stamps. The $10,000,000 mark was 
reached by the organization this year. 

Judge Walter C. Owen paid a trib- 
ute to the company, organized after the 
strict legislation in 1907 which forced 
23 old line insurance companies to 
withdraw. Prof. S. W. Gilman spoke 
on the value of cooperation. 

G. A. Boissard, president of the 
company, received much applause when 
he said that the Guardian assets would 
be more than $50,000,000 in 1928. 

Officers elected in the Foremost Club 
Monday afternoon were: President, 
Archie V. Hurst, Eau Claire; first vice- 
president, John Joseph, Green Bay; 
second vice-president, D. J! Auley, Eau 
Claire, and secretary, M. F. Emerson 
of Spring Valley. The election of of- 
ficers was held at the Association of 
Commerce rooms. 


EQUITABLE’S PLAN FOR 
INSTRUCTING AGENTS 


(CONTINUED FROM PAGE 2) 


pies an important and necessary place 
in the economic life of the nation. He 
lays emphasis on the fact that there is 
a general need for life insurance, that 
it provides the most logical and effi- 


that in selling life insurance the agent 
is not “slipping something over” on the 
public, but is merely providing the in- 
strument for financial relief. 


Hew Companies Operate 


Having demonstrated that life insur- 
ance is an integral part of the economic 
life of the nation, Mr. Van Arsdall pro- 
ceeds to the second section of the 
course, which is an explanation of the 
home office operations of a life insur- 
ance company. At this point Mr. Van 
Arsdall makes the salesman under- 
stand why the existing rates are 
charged. It is not sufficient for the 
life man to merely know the rate; he 
should at the same time know why that 
particular rate has been arrived at and 
what constitutes the basis of calcula- 
tion. The students are next shown the 
use the company makes of the money 
taken in. Just what becomes of the 
premium payments is made = clear. 
What the company gives in exchange 
for the premium is next taken up, or 
in other words the policy contract is 
discussed. Usualty one ~ particular 
form of policy is read through and 
questions are asked concerning the 
various clauses. Finally the organiza- 
tion for conducting the business comes 
in for consideration. The third sec- 
tion of the course is devoted entirely 


ideals. 
Study and Sell 


Mr. Van Arsdall says that the man 
coming into the life insurance business 
has in the past been forced to go 
threugh too much grief. He has been 
sent out to get business very much 
uninfgrmed and unequipped. The men 








cient means of overcoming want and ; 


to salesmanship and business getting . 


SUSPEND MACK FOR A YEAR 





Cincinnati Life Underwriters Take Ac- 
tion on Charge of Twisting 
War Policies 


CINCINNATI, O., Sept. 24—With 
71 members voting the Cincinnati Life 
Underwriters Association voted last 
night to suspend Capt. Millard W. 
Mack, general agent of the Northwest- 
ern Mutual, from membership for one 
year on charges involving an alleged 
attempt to twist war risk policies to 
his company. The vote was, 54 to 17 
with three members present and not 
voting. Total active membership is 
about 140. The meeting lasted more 
than three hours. Captain Mack, who 
was present during the hearing, was 
barred when the vote was taken. Fol- 
lowing the session President W. A. R. 
-Bruehl, Jr., gave out the following as 
the sole statement of the executive. 
-committee: 

“Mr. M. W. Mack has been sus- 
»pended from membership for one year.” 

Later when asked for the figures of 
the vote he said 74 were present and 
that two-thirds were required to sus- 
pend. Other members of the asso- 
ciation said that three-fourths were 
required and on this basis with 71 vot- 
ing Captain Mack was suspended by 
the fractional margin of one-fourth of 
a vote. 

Captain Mack when 
statement said: 

“IT have nothing to say except that 
I shall acept my suspension. I’ve got 
this off my mind now and so far as 
my health will permit will be able to 
get back to business.” 


asked for a 





in the classes conducted by Mr. Van 
Arsdall are soliciting business during 
the greater part of the day. The 
classes are held from 8 to 10 a. m. 
and the students are compelled to 
spend the remainder of the day in 
soliciting. In this way the theoretical 
is blended with the practical. Men 
| who merely make a study of life insur- 
ance, and during the period of study 
do not apply what they have learned, 
_ become theoretical and impractical as 
life insurance salesmen. 





| 


| Plight of Uninformed Agent 
| 
: 


Mr. Van Arsdall says that the man 
' who does not know the life insurance 
| business can hardly expect to tell the 
prospect anything about it. If a man 
| is not thoroughly informed, he can be 
swept off his feet by the inquisitive 
' prospect who wants to know why. 
good grasp of the life insurance busi- 
ness, such as is provided in_ the 
courses now being given by the 
Equitable, enables a salesman to go 
out after business with the utmost con- 
fidence. He has no fear of being 
backed into a corner by any prospect. 
His feet are on solid ground, he knows 
what life insurance is, and is able to 
devote the greater part of his energy 
to the development of selling ability. 
After taking the four weeks intensive 
course, he is thoroughly grounded in 
the business, has no fear of a lack of 
knowledge, and is able to answer 
questions intelligently. 


Danger of Technical Talk 


Mr. Van Arsdall says that the pur- 
pose of the present course is to make 
practical life insurance men, and by 
providing considerable technical 
knowledge to make the men see the 
great danger of becoming technical 
and actuarial in selling the goods. For 
instance, at one point in the course 
Mr. Van Arsdall asks the men to out- 
line the best way for the policyholder 
to use his dividends. This question 
always brings a variety of suggestions. 
One man submits that dividends should 
be used to purchase additional paid up 
insurance; others argue that dividends 
can best be used to reduce premium 
payments, etc. Mr. Van Arsdall al- 
lows the controversy to wax warm, 








GIVES LIST OF STATES 


DIRECT INHERITANCE LAWS 





Almost All Commonwealths Now Have 
Laws Imposing Tax on Estates 
That Are Bequeathed 


Orville Thorp of Dallas, state man- 
ager of the Kansas City Life in Texas, 
has given considerable thought to the 
inheritance tax. He says that as a 
general proposition the amount of the 
state inheritance tax, especially if the 
estate runs up to the sum of $1,000,000 
will be a little over one-half of the fed- 
eral inheritance tax. He said that a 
calculation has been made of an es- 
tate of $1,284,000 scattered through 
New York, Illinois, New Jersey, Okla- 
homa and Massachusetts. The total 
federal and state inheritance tax amounts 
to $163,820 of which $110,080 was fed- 
eral inheritance tax. Mr. Thorp fur- 
nishes the following list of states that 
have a direct inheritance tax: 


Arizona Nevada 
Arkansas New Jersey 
California New York 
Colorado North Carolina 
Connecticut North Dakota 
Delaware Oklahoma 
Georgia Oregon 

Idaho Pennsylvania 
Illinois Rhode Island 
Indiana South Dakota 
Kentucky Tennessee 
Louisiana Vermont 
Maine Utah 
Massachusetts Virginia 
Michigan Washington 
Minnesota West Virginia 
Missouri Wisconsin 
Montana Wyoming 
Nebraska 


Six states have passed an_ indirect 
state inheritance tax law, imposing a tax 
cnly upon those who inherit the estate 
cutside of the decedent’s immediate fam- 
ily. The following are the states having 
this indirect tax: 


Iowa New Hampshire 
Kansas Ohio 
Maryland Texas 

We also have seven states that do 


not impose any state inheritance tax. 


They are as follows: 


Alaska New “Mexico 
Florida Alabama 
District of Colum- Mississippi 

bia South Carolina 





and then points out that the whole dis- 
cussion is aside from the main point, 
and technical in its nature. He shows 
that if the men themselves cannot 
agree as to the best method of using 
dividends what can the prospect be 
expected to do? He uses several illus- 
trations of this kind to show how easy 
it is to get into an involved argument 
with the policyholder that is entirely 
aside from the main issue. 





Fraternals Plan Merger 


TOPEKA, KAN., Sept. 23.—It is re- 
ported in Topeka that the Knights & 
Ladies of Security and the National 
Americans, of Kansas City, two fraternal 
organizations, are to be merged Oct. 1. 
he National Americans will add about 
6,000 to the Knights & Ladies of Secur- 
ity. Rates are to be increased and the 
new organization will be known as the 
Security Benefit Association. 


Montana Life Changes 


J. M. Miller, secretary-treasurer of 
the Montana Life, has resigned on ac- 
count of ill health and will establish an 
agency for the company at Spokane. 
Wash. Carl E. Herfurth, actuary and 
assistant secretary, will become secre- 
‘tary and Francis A. Howard, who has 
been with the company as assistant to 
‘the treasurer, has been promoted to the 
office of treasurer. 


New Company at Sioux Fails 


Articles of incorporation have bee? 
filed for the Policyholders’ Life Insut- 
ance Co. of Sioux Falls, S. D. The i 
corporators are H. O. Chapran, Guy Cc. 
Parton, W. B. Young, S. H. Witmer, G. F- 
Barnes, Frank C. Huff and Ernest M. 





Chapran. 
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oF OUR Agents can sell policies on the annual 
premium plan, up to $3,000, to young men 
“# and young women as young as age 2—protective 
insurance and Educational and Business Start En- 
dowment Insurance. This extension of the age limit 
for Ordinary Insurance down to age 2 helps our Agents 
considerably, and we have other advantages that help 
still more. We provide banking facilities for our Agents 
:« § in the rural districts. We issue Participating and Non- 
““ | Participating Policies. As regards adults, we write 
.» | Contracts with Double Indemnity provisions covering 
any kind of fatal accident, or with Double Indemnity 
«_ {| provisions covering fatal travel accident only, as may 
be desired. We issue policies with waiver of Premium 
and Disability Annuity or Instalment Payment features. 
We insure males and females at the same rates. 
If you cannot make a full time contract with us 
we will let you write our insurance for children 
‘as a Side line, as long as your Company does 
not object. Some are writing as much as 
$10,000 a month of this insurance for us 
as a Side line. 
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Complete Personal Protection 


LirE insurance men who feel that they 
should not be life insurance specialists 
alone but what might be called personal 
protection specialists, see the value in 
selling accident and health insurance in 
connection with life insurance in order to 
provide the prospect with complete in- 
demnity of a personal nature. Under 
modern conditions it is possible for a 
man to surroud himself with indemnity 
that will take care of all his personal 
demands. 

In the first place he must recognize 
the contingency of death. Here he has his 
life insurance. Many companies now 
have the double indemnity clause that 
provides for twice the face of the policy 
to be paid in case of death by accident. 
In a way therefore he is purchasing ac- 
cident insurance at a small cost in con- 
nection with his life insurance. He can of 
course supplement this line by purchas- 
ing accident insurance that will provide 
a principal sum in case of accidental 
death and furthermore the principal sum 
will be available in case of major in- 
juries such as loss of arm, leg, sight and 
so on. The accident policy provides for 
hospital service and specified amounts in 
case of definite injuries. Then, of course, 
there are the weekly benefits which might 
he termed “time interruption indemnity.” 


Recurrence of Influenza 


Lire insurance men were rather startled 
last week by the report of an address given 
by Health Commissioner Jonn Dit Ror- 
ERTSON Of Chicago, in which he stated that 
during the last two weeks a number of 
cases of influenza had developed, there 
being two or three deaths from this dis- 
ease. Although some of the medical fra- 
ternity had confidently announced that 
there would not be a recurrence of influ- 
enza, others have not been so sure of the 


future. It would now seem as if we are 


Protecting One’s Estate 


How life insurance helps out men of 
great wealth is shown of course in the 
handling of estates after death. ANDREW 
CARNEGIE left about $30,000,000 in the way 
of a fortune. Of this amount about 
$6,000,000 or about one-fifth of this estate 
will go to the government as inheritance 
taxes. Of course there will be exemptions 
for amounts bequeathed to charitable and 
educational institutions. This does not in- 
clude the taxes that will have to be paid 
to a number of states where the property 
is located. The inheritance taxes must. be 
paid before any cf the estate is divided. 
Under the laws of the United States 18 
months are granted in which to make pay- 


Even a man of great wealth is interested 
in a proposition that will pay him, say, 
from $500 to $1,000 a month while he is 
laid up. This is certainly attractive these 
days when the outge during the recovery 
of any injury is more than ordinary. 
Then comes health insurance which takes 
care of him during a period of illness, 
comparable in this respect with the weekly 
or monthly accident indemnity feature. 

The modern life insurance policies 
provide for total and permanent disability 
so that if a man is incapacitated from 
further attending to his duties or gaining 
a livelihood his life insurance is not only 
saved, but if he so desires provision can 
be made for the life insurance to be paid 
to him or at least payment started while 
he is alive. In addition to the total and 
permanent disability feature some com- 
panies under the same contract provide for 
temporary disability. 

Here we have therefore provided by 
life, health and accident insurance a 
complete personal protection. Many agents 
find this advantageous in laying out a per- 
fected scheme for a prospect. Life insur- 
ance alone may not meet all the contingen- 
cies, especially where there is partial in- 
terruption. The three go together in a 
very finished way and afford the agent 
an excellent selling talk. 


to have another visitation, perhaps not in 
as virulent a form, but still it is a con- 
dition that cannot be ignored. 

Some life insurance companies have had 
deaths during the last month from influ- 
enza. Certain it is that life agents still 
need to lay weight on the influenza epi- 
demic as one of the reasons for taking 
life insurance at this time. This disease 
began to make its appearance just about 
a year ago. By October and November 
its ravages were frightful. 


ment of inheritance taxes. After that there 
is a penalty of 6 percent imposed. 

Mr. CarneciE could have protected his 
estate by life insurance and kept it intact 
by providing a cash fund to meet the tax. 


PERSISTENCY is a virtue which the 
average woman agent well knows how 
to employ. Some of the male agents 
could well take a leaf from her book. 


Don’t get into an argument with your 
prospect, for when you are through he 
will not be convinced and you will be 


‘about two weeks motoring to the home 


Frank H. Davis, who was recently 
made superintendent of agents of the 
Equitable Life of New York, left Chi- 
cago for New York yesterday. Ac- 
companied by Mrs. Davis, he will spend 


office. Mr. Davis will make frequent 
trips to Chicago and central western 
territory. 

The Equitable will not fill Mr. Davis’ 
place for the time being at Chicago. As 
western inspector of agencies he had 
charge of Illinois, Wisconsin, Minne- 
sota and the Dakotas. Mr. Davis built 
up a corps of agents in Chicago that 
will produce $22,000,000 of business this 
year. Last Wednesday night the Chi- 
cago agency force gave Mr. Davis a 
farewell dinner and presented him with 
a magnificent gold watch. Courtenay 
Barber, one of the Chicago general 
agents, presided at the dinner. Mr. 
Davis is held in very high esteem by 
the men and women who have been 
associated with him in agency work. 
John R. McFee of Chicago has re- 
signed his connection with the Penn 
Mutual Life to become associated with 
Paul Loder’s general agency of the 
Provident Life & Trust in Chicago. 
Mr. McFee was drawn to the Provident 
because of his increasing interest in en- 
dowment policies providing income for 
old age. Mr. McFee is secretary of the 
Chicago Life Underwriters Associa- 
tion and is a regular contributor to THE 
NATIONAL UNDERWRITER. He has re- 
ceived notice that he has been awarded 
the second prize in the essay contest 
conducted by the National Association 
of Life Underwriters. -It makes him 
the winner in the essay contest four 
times. On two previous occasions he 
won the Calif cup, which is the first 
prize, and last year won the Ben Wil- 
liams vase, which comes to him again 
this year. 


Robert Lynn Cox, vice-president of 
the Metropolitan Life and formerly 
general manager and counsel for the 
Life Presidents’ Association, is one of 
the speakers at the annual convention 
of the Farm Mortgage Bankers’ Asso- 
ciation held this week in Chicago. 


Dr. Frederick A. Causey has been ap- 
pointed associate medical director of 
the Peoria Life. Its business has ar- 
rived at a point where it was impos- 
sible for Medical Director George 
Parker to take care of it without as- 
sistance. Dr. Causey is 35 years of 
age. being a graduate of the University 
of St. Louis. He spent several months 
in hospital work there and later became 
connected with the state hospital at 
Peoria. He enlisted in the army and 
was commissioned first lieutenant. 


Otto H. Schmidt, general agent of 
the Lincoln National Life at Youngs- 
town, O., died a few days ago. He was 
elected secretary of the Youngstown 


Life Underwriters Association last 
January. He went to the Lincoln Na- 
tional Life from the International 


Correspondence School, which he was 
representing in Youngstown. He was 
appointed general agent of the Lincoln 
National Life, June 2, 1916. 

Miss Sara Frances Jones, who was 
formerly manager of the women’s de- 
partment of the Equitable Life of New 
York in Chicago, is soon to go to Bos- 
ton to become associated with Flor- 
ence E. Shall, manager of the wom- 
en’s department of the company there. 
Miss Jones gave up her work in Chi- 
cago to go to France to work for the 
Red Cross. Her record abroad is an 
enviable one. Miss Jones is a business 
woman of experience, sagacity and 
good sense. She worked up a splendid 
business for the Equitable in Chicago. 
The women’s department as such in 





further than ever from the application. 











PERSONAL GLIMPSES OF LIFE UNDERWRITERS 








the Equitable being transferred to the 
agency of Alfred Holzman. Miss Jones 
will attend the convention of the Na- 
tional Life Underwriters Association 
in. Pittsburgh, next week. 

W. A. R. Bruehl, Sr., head of the 
Cincinnati general agency of the Home 
Life, is getting around with difficulty 
on a crutch because he insisted on 
running a race uphill with his little 
grandson. Mr. Bruehl was making a 
winning run up a steep grade when 
he felt something snap in the right 
leg, just above the ankle. He fell 
heavily, and his first thought was that 
some one had thrown a stone and hit 
him. He found, however, that the in- 
jury was wholly internal, and when he 
was examined by a physician several 
ligaments were found to be torn or 
strained. Saturday he made his first 
visit to the office for a week, but suf- 
fered much pain, and it will be several 
weeks before he will have full use of 
the leg. 

Charles W. Helser, vice-president of 
the West Coast-San Francisco Life, left 
San Francisco last week enroute to 
Omaha to attend the American Life 
convention. He stopped at Salt Lake 
City and Denver, holding agency rallies 
in both cities. Mr. H 
the American Life convention this week 
on “Educating the Public.” Returning 
to the home office he will make short 
stops at Walla Walla. Spokane, Seattle, 
Tacoma and Portland. Vice-President 
Francis V. Keesling will accompany 
Mr. Helser on the trip. 


H. W. Wannenwetsch, vice-presi- 
dent of the Western & Southern, has 
been confined to his home at Cincin- 
nati for more than a week, with a seri- 
ous attack of neuritis. It affects his 
right arm and hand, and had given him 
much trouble before his physician or- 
dered him home and forbade all use 
of the member. 
—* 

Jules Girardin, Chicago general agent 
of the Phoenix Mutual, and J. Stanley 
Edwards of the Aetna at Denver are 
both being spoken of as possible can- 
didates for the presidency of the Na- 
tional Association. The Chicago Asso- 
ciation is solidly behind Mr. Girardin, 
who has always manifested a strong 
interest in association work and is a 
regular attendant at the national gath- 
erings. 

Mr. Edwards has been active in the 
affairs of the association for several 
years, is a strong agency organizer. 
and is in every way qualified to assume 
‘the presidency of the national body. 


Capt. James B. Moody, Jr., at pres- 
ent superintendent of Connecticut 
agencies for the New England Mu- 
tual Life, has been picked as one of 
the two men this company will send 
to the fall session of the School of Life 
Insurance Salesmanship to be held at 
Carnegie Institute of Technology at 
Pittsburgh. On his return from the 
school Captain Moody will again he 
state director for the New England 
Mutual Life. Captain Moody first be- 
came affiliated with the Travelers and 
then joined the agency of Lee Robens. 
general agent for the New England 
Mutual Life. He was also formerly 
state cashier for the Travelers in Iowa. 
He served twenty-two months in the 
army, having been made a captain over- 
seas. Since his return he has been 
prominent in the work of the American 
Legion. 


OH, IT’S "ELL SIR! 


A traveling man named Smeltzer 
Said to the barkeeper: ‘Well, sir, 
I’d like some Old Crow.” 
But the barkeeper said: “No; | 
Seltzer’s the strongest we sell, sir. 





Chicago was disbanded, the women of 





—Ohio State Journal. 
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1894—1919 


STATE LIFE 


INSURANCE COMPANY 


INDIANAPOLIS 





ALMOST 


NINETEEN MILLION DOLLARS IN SECURITIES 


($18,458,500.00) 


Deposited with the Auditor of State for the Sole Protection of Policyholders 
More than $1,750,000.00 Above the Amount Required by Law 











PROGRESSIVE , CONSERVATIVE ‘““FLU”? PROOF 


The Growth of Oak—The Solidity of Granite 





On Agency Matters Address, CHARLES F. COFFIN, Vice-President 
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_ Chicago National Life Insurance Co. 
| 10 South La Salle Street 


— 








OF OES MOINES, IOWA. 


JAS. H. JAMISON, Pres. 
FAVORABLE POLICIES 
SERVICES TO AGENTS 

A progressive Company with progressive 
methods. We offer an opportunity to a reliable 
man who can secure 100 applications during 
twelve months. 





NOW ORGANIZING 





AN ILLINOIS COMPANY OWNED BY ILLINOIS CAPITAL— 
MANAGED BY LIFE INSURANCE MEN 























LIVE MEN CAN DOUBLE THEIR INCOME SELLING OUR 


Monthly Pension Bonds 


(Copyrighted; 
Under Our Service Pension Contract 


THE LA FAYETTE LIFE INSURANCE CO. 


W. W. LANE, Secretary LA FAYETTE, INDIANA A. E. WERKHOFF, President 








- PAN-AMERICAN LIFE INSURANCE 


C. H. ELLIS 


President - COMP AN vices NS vata. oO ae and Gen. Mgr. 


Insurance in Force (over) $40,000,000.00 
Total Resources (over) 5,250,000.00 
The recent merger of the Meridian Life with the Pan-American Life has opened up several rich and important territories in the South 
and North Central section, which will be assigned to M bi of handling Be om agp. ency anization of b 
gtade men. A rare opportunity to ambitious men to ‘oh pen Me in an fedepentens peualneuity pediaahie bastatn 
Address :—E, G. SIMMONS, Vice-Pres. and Gen. Manager Whitney Central Bank Building, New Orleans, Louisiana 
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Don’t Guess! 


Know Your Prospect 





















































Can you tell why some people like you and others do not? 

Do you know why you make friends of some prospects and can’t with 
others? 

Do you know how to handle the procrastinator? 

Do you know the best method of getting by the Secretary? 

Do you know the type of man short-term endowment will appeal to? 

Do you know the type of man who has no sentiment and is interested 
in cash values only? 

Do you know the type of man who is aggressive, thinks quickly and 
must be sold quickly? 

Do you know the type of man who is conservative, slow to act and 
must be sold slowly? 

How you can know these things is fully told in 


The Science 
of Approach 


By WILSON M. TAYLOR 


SALES MANAGER FOR 
BRILL AND SCOTT, 
NEW YORK GENERAL 
AGENTS PENN, MU- 
TUAL. FORMERLY 
SALES EFFICIENCY 
EXPERT WITH WIL- 
LYS-OVERLAND CO. 




























Sent on 
Approval 


A Book That Will 
Double Your 
Life Insurance Sales 


The scientific analyses of human nature as outlined by 
Mr. Taylor are the result of a lifetime study and prac- 
tice of selling. 

He knows men—and tells you how to appraise men, so 
as to always approach them along lines of least resist- 
ance in selling Life Insurance. He has in his present 
connection taken forty men who never before sold Life 
Insurance and in a month trained them to earn double 
and triple their former incomes. 

His method is fully outlined in this little book. It will be 
a revelation to you. One insurance man writes—It is 
worth $1,000 to me. One large insurance company bought 
1,000 copies for their agents. Hundreds of progressive 
agents who are awake to the new order of salesmanship 
are using this method. 

You, too, should know of this practical yet highly 
scientific and efficient niethod of selling Life Insurance. 


Send coupon below for your copy—TODAY 
Wilson M. Taylor, 516 Fifth Ave., New York City. 

Dear Sir—Enclosed please find $2. Kindly send me copy of “Science 
of Approach” on 5 days’ approval. I will return same to you in 5 days 
and you will return my §2 if I don’t care to keep it. 
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T is easier to talk to most prospects 
| about business life insurance than 
about personal protection. In 
order to sell a‘man ordinary life insur- 
ante, it is necessary for the salesman 
to get on a rather intimate basis and 
to learn many things of a delicate per- 
sonal nature. Some men resent being 
solicited for personal life insurance in 
their offices. Not so with business life 
insurance. It can be set forth as a 
strictly business proposition. The sub- 
ject arouses interest on the part of any 
man, who is wrapped up in his business 
and most business men, particularly the 
smaller ones, are “good listeners,” 
when an agent is discussing this form 
of protection. 
oe, 
STUDENT of business life insur- 
ance said the other day that the 
greatest field for the sale of this 
form of protection is among business 
concerns having a capital stock of 
$50,000 or less. He gave it as his 
opinion that the business men who need 
corporation and partnership life insur- 
ance most, carry very little. The big 
financial institution is able to go along 
even though one of its principal execu- 
tives is taken away by death. The 
smaller concern is often staggered by 
the blow of the death of an important 
member of the firm. Small concerns 
are usually small because they are 
just getting estarted. Business houses 
that are in the making are headed by 
two or three strong, faithful men who 
are the main stays of the business. 
The loss of any one means a serious 
blow. Often the death of an important 
individual in a small business institu- 
tion puts the concern out of the run- 
ning. The old established business 
house is able to go along in spite of a 
severe set back. When the progress 
of a smaller concern is interfered with, 
the future often becomes doubtful. 
x * x* 
ON approaching a man for partner- 
ship or corporation life insurance, 
it is essential for the agent to go 
armed with the facts. A cold canvass 
will not do in going after this business. 
The life insurance man may drop -into 
nearly any office or place of business 
and the first man interviewed will be 
underinsured. Everybody needs more 
personal life insurance. Nobody has 
enough. Hence the old statement that 
everybody is a prospect is funda- 
mentally correct. This does not quite 
apply to business life insurance. Busi- 
ness men have not been educated to the 
necessity of this form of life insurance. 
Many of them have heard of it. 

The agent gets no ready response 
when he goes in to talk to a man he 
knows nothing about. It is useless to 
rattle around in a hit or miss fashion 
when it comes to selling business 
insurance. Busy executives do not 
relish the idea of sparring around with 
an agent who is attempting to gather 
a few facts. This process involves too 
much time. In selling any form of life 
insurance it is, of course, better to go 
after the prospect fully armed, but it is 
almost a plain necessity so far as busi- 
ness life insurance is concerned. The 
subject must be presented in a rather 
finished style. The calls should be 
made for the purpose of selling the 
business, not finding out why it should 
be sold. The facts should be gathered 
in advance. 

a 


THE other day an agent stepped in 

to see the head of a one man concern 
about business life insurance. As an 
opener he asked, “What is money worth 
in your estimation?” 

“Why, about 25 per cent, at least 
it is worth that much to me.” 

“Well,” it is only worth 6 percent 
or at the most 7 percent to me. How 
is that it is worth 25 percent to you?” 

“Because I can earn that much in 
my business. My business makes my 
money net at least 25 percent.” 















“For the sake of argument I will. 


Ideas on Business Insurance 


admit that your money is worth 25 
percent to you, but it is worth that 
much to you because your business 
earns that much for you. As an indi- 
vidual, your money is only worth 6 
percent. If you were to invest your 
money in anything else but your busi- 
ness, you could not get to exceed six 
percent on the average investment. 
Above that you would be getting into 
the realm of speculation. Now, then, 
the difference between 25 percent and 
6 percent is 19 percent. That 19 per- 
cent is you. You have created your 
business, are keeping it going and are 
responsible for whatever success the 
business has. If you were to be taken 
away, the other stockholders in the 
company would be strictly up against 
it. The one thing that has been re- 
sponsible for that 25 percent annually 
would be gone. The men who are as- 
sociated with you in the company need 
insurance on that 19 percent. Let me 
explain to you how business life in- 
surance can take care of your case.” 
* 

S UPPOSE there is a business insti- 

tution actively managed by three 
or four important men. If one of these 
men should die, it would mean not only 
the loss’of valuable services and diff- 
culty in replacing with an_ equally 
competent man, but it would mean 
that the surviving members of the firm 
would have to spend considerable time 
in attending to the duties formerly 
taken care of by the deceased member. 
When an important man dies, he leaves 
a big gap. The remaining executives 
have to keep things going. This means 
a loss, then, all the way around. Not 
only are one man’s services gone, but 
the services of the surviving members 
of the firm are not up to standard. 
They cannot give full attention to their 
own duties. They have to spend some 
time performing the functions of the 
former partner. The whole running 
efficiency of the institution is impaired, 
and remains impaired until it is pos- 
sible to get a man competent to take 
full charge of all of the details han- 
dled by the former member of the firm, 
and thus relieve all others in the in- 
stitution of any responsibility. This 
transition period is often much longer 
than it should be and involves a great 
loss of time and money. The possi- 
bility of this kind of a loss can be pre- 
sented by the life agent in such a way 
as to illustrate clearly the need ot 
corporation insurance. 

* 


T is not enough to approach a pros- 
pect for corporation or partnership 
life insurance with the information “it 
is a good thing.” : 
There must be a definite reason tor 
a business house taking out corporation 
or partnership life insurance. The 
heads of a business organization must 
be shown a real need for this protec: 
tion. They must be sold business life 
insurance just as they must be sold 
anything else they buy. The business 
man who cannot see the necessity ol 
corporation life insurance when the 
subject is first broached to him call 
often be made to realize the importance 
of life insurance as a business shock 
absorber if the agent soliciting the 
business has any real knowledge °! 
the affairs of the concern he is tryimg 
to interest. For instance, officials ™ 
some concerns sometimes attach thei! 
personal endersement to all large 
notes. In Chicago there is a concefm 
which is headed by a very successftl 
financier. This man attaches his pet 
sonal endorsement to all of the companys 
notes. His prestige and influence carly 
considerable weight with the banking 
houses, with which his firm does bust- 
ness. An agent familiar with the facts 
dropped in to see him the other 4aj 
and sold him a business life insurance 
policy to protect his firm and himsell. 
If an agent has an idea of how muc 
ctedit is extended to a firm he has 4" 
entering wedge for presenting bust 
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Extracts from the Semi-Annual Statement, Ending June 30,1919 


The Largest Gain o 
in the History o 


Business in Force 


f Any Six Months 
f the Company 


as aa $72,586,943.50 


Business Written (Six Months, 1919) 16,332,149.00 
Admitted Assets 


AES Par ate 7,162,151.53 
Surplus to Policyholders..... 580,683.15 
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are the watchwords 


FOUNDED 1896 BY GEO. B. PEAK 


of the business writ 
same period of 1918. 

Our record of sery 
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ommendation. 
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‘THE business written during the 
first six months of 1919 is 212% 
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THE FRANKLIN LIFE 
INSURANCE COMPANY 





can find places for a few good men. 


WOLFLE, STEFFELIN & COMPANY — 











Agents in Chicago 
are making money, 





of Springfield, Illinois 

















ADDRESS 








823 The Rookery, Chicago 
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| HERBERT »M. WOOLLEN | 


| PRESIDENT 
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CENTRAL 
LIFE 


Insurance Co. 


INDIANAPOLIS, IND. 
Established 1899 
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A concern needs 
protection to cover the maximum 
amount of credit extended. If any- 
thing should happen to one or two of 
the principal heads of a company at 
a time when there had been extended 
to the firm a large amount of credit, 
it might mean the closing up of busi- 
ness. An insurance policy protects 
against such a contingency, and per- 
mits a business house to accept credit 
undisturbed by the thought that dis- 
aster may come at just the wrong time. 


ness life insurance. 








BUSINESS men can usually be made 


to view corporation or partntrship ° 


life insurance in a much different light 
from that in which personal life insur- 
ance is regarded. A man has a na- 
tural pride in his business. The prog- 
ressive, up to date business man has 
no hesitancy about making expendi- 
tures that will improve his business, 
better conditions about his store or 
factory or in any way advance the 
cause. A merchant doing a good busi- 
ness can be induced to put in an entire 





liberal compensation. 


SECURITY MUTUAL LIFE 
INSURANCE COMPANY 


BINGHAMTON, N. Y. 


Offers to men able to produce business, first 
class territory, with direct contract providing 


For particulars address, 


C. H. JACKSON, Sup’t of Agencies 











Did He 


the desired opportunity. 


territory in 25 States. 


Robert L. Robison, 
James R. Farney, Vice-Pres. 





Truth? 


Mr. Powell of Des Moines said in a public address that 
the majority of good field men are recruited from lines of 
work entirely foreign to insurance and that it is a waste 
of money to advertise for such men. 


Men Become Dissatisfied 


With the work they are in, and they come to us because 
they desire a greater degree of independence; a chance for 
a larger income by building up a permanent business each 
for himself; and because they believe our Company affords 


The Bankers Reserve Life 
Company 


is forging ahead with long strides 


Our Proposition to Active Producers 


is unusually attractive and we solicit correspondence 
or interviews with experienced men ambitious to build 
permanently for the future. 


Business in Force......... 
Assets, nearly............. 
Monthly Production, about 


If Interested Address 


The Bankers Reserve Life 
Company 


President. 


Tell the 


and is opening new 


9,000,000.00 


Walter G. Preston, Vice-Pres. 


Ray C. Wagner, Sec’y-Treas. 


Home Office, OMAHA, NEBRASKA 














new store front with modern show 
windows if approached by the proper 
salesman. He can be made to see the 
importance of various kinds of im- 
provements about his place of business 
that will make things more appealing | 
to the customers. In other words, any- 
thing that can be presented as a busi- 
ness asset is grasped at by the modern 
business man. 

Family pride does not seem to be so 
strong as this. The man willing to 
spend considerable sums in develop- 
ing business plans, will refuse to take 
out more than $10,000 of personal life 
insurance. He will hold down on ex- 
penditures at home, but be perfectly 
willing to spend money quite freely in 
his business if it can be shown that the 
expenditure of the money means a real 
business advance. As a consequence, 
business life insurance can be pre- 
sented to man as bearing no resem- 
blance whatever to personal protection. 
It can be set forth as a business prop- 
osition—one that protects and. con- 
serves business. It can be shown that 


up a business may become involved 
and lose all that he has accumulated un- 
less business llfe insurance has been taken 
out to meet just such an emergeficy. 
Corporation and partnership life in- 
surance is not the creation of theor- 
ists, idealists or dreamers, but is a 
carefully devised business scheme, 
which can be made to fit into the finan- 
cial plans of any business institution 
in the country large or small. Busi- 
ness corporation and partner life in- 
surance should be presented in_ this 
light. 
x ok Ox 

F there are two,or three partners 

running a business and one of them 
dies, trouble arises immediately. The 
deceased partner’s widow must either 
be taken into the business, or her in- 
terest must be brought out, or it must 
be arranged to have her continue her 
interest, but remaining inactive so far 
as having a vote in the business policy 
of the firm is concerned. None of 
these plans seem to work out very 
well. If the widow actively enters 
business, it results in much disturb- 
ance. Most women are wholly un- 
familiar with business, cannot acus- 
tom themselves to business practices, 
and do not fit into business surround- 


of the profits with the other two sur- 
viving partners and a rearrangement 
is necessary, which is usually unsatis- 
factory to the widow, and litigation 
often results. In other words, trou- 
ble, worry, annoyance and dissatisfac- 
tion come, because no business life 
insurance was carried. 

If the widow retains her interest in 
the business, but does not become ac- 
tive in the affairs of the concern, the 
ordinary arrangement is to provide 
her with a fixed monthly income. This 
cannot, of course, be so large as the 
amount given each month to the 
former partner. If reverses come and 
it is. necessary to cut down the amount 
of the income, differences of opinion 


widow as to why this is done. Changes 


sooner or later the wife of the former 
partner gains the impression that she 
is not being given a square deal. She 
feels that she should have an account- 
ing and should share more equally in 
the profits. In order to get satisfac- 
tion, she usually resorts to a law suit. 
Result—the same as in the case where 
the widéw actually enters the business. 

If, as a third consideration, the 
widow decides to sell out her interest, 
the consummation of the sale does not 
come about without many misunder- 
standings. She cannot be made to see 
that in the death of her husband, the 
business has suffered a_ considerable 
; loss, that there is some uncertainty as 
ito the amount of business to be done 
‘in the future, that exact value of her 








husband’s interest is difficult to deter- 





‘partner’s widow. 


mine because of the altered conditions, 
and settlement is usually made on a 
basis very unsatisfactory to the former 
In order to insure 


‘a square deal, the widow will under 


| 


| 


the circumstances, place her case in 
the hands of a lawyer. 

In other words, where partnerships 
are concerned, there is always a great 
disturbance and loss of time and money 
when one man dies. This loss is un- 
avoidable and will occur even where 
socalled perfect understandings exist. 
Partnership life insurance eliminates 
these disputes. It provides a clean 
cut, understandable contract, and all 
interested know just what is to be done 
in the event of the death of any one of 
the partners. There are no doubts or 
misunderstandings or disputes. A part- 


‘nership life insurance policy solves the 


a man who works all his life to build , 


ings. It quickly develops that a woman | 
entering into such an arrangement is | 
not entitled to an equal distribution | 


arise between the two partners and the ; 


of one kind or another take place, and |! 


‘problem and results in an arrangement 
that is satisfactory to all. 








LIFE AGENCY CHANGES 




















Sutton, Wagner & Abbott 


Sutton, Wagner & Abbott have been 
appointed managers of the Fidelity Mu- 
tual Life for western Missouri to suc- 
‘ceed George A. Lock, who has become 
vice-president of the National Bank of 
‘Commerce at Fort Worth. The new firm 
consists of C. S. Sutton, A. F. Wagner 
and Francis Abbott. They have been 
associated in a general agency in Kan- 
sas City and are well acquainted in their 
territory. 





Lincoln National Appointments 


Sidney J. Payne has been appointed 
state agent of the Lincoln National Life 
‘in West Virginia with headquarters at 
Charleston. He has had considerable ex- 
perience in life insurance and is well 
acquainted throughout the state. 

The Lincoln National Life is arrang- 
ing to organize Oklahoma. Dr. R. E. L. 
Hitt is to be in charge. 





George E. Lackey 


George E. Lackey, formerly of Louis- 
ville, Ky., has recently taken over the 
state agency of the Massachusetts Mu- 
; tual Life at Oklahoma City, Okla. Mr. 
Lackey has been with the company for 
many years and has charge of the or- 
ganization of the field workers in Ken- 
tucky. He takes the place of S. P. 
Beardon, who has left Oklahoma to enter 
the insurance business in Dallas, Tex. 


H. A. Allen 


| ? 
|: Brig. Gen. H. A. Allen, former com- 
mander of the 56th brigade of the 28th 


division, well known for years in mili- 
tary circles as commander of the Iowa 
national guard, has taken a_ general 
agency for the Cedar Rapids Life of 
Cedar Rapids, Ia. 

He has been closely associated with 
the president of the company, C. B. 
Robbins, who served as major in the 
headquarters of his brigade. It was 
this personal acquaintance that caused 
him to join the company’s forces. 

General Allen has many warm friends 
in Iowa who will be glad to see him 
engaged in the life insurance busi- 
ness. 





Agency Openings in 
SOUTH DAKOTA 
OUR POLICIES SELL 
WHEN OTHERS WILL NOT 


RATES PER $1,000 








NATIONAL LIFE 
ASSOCIATION 
Des Moines, Ia. 











INSURANCE STOCKS 
BOUGHT AND SOLD 
Quotations Furnished 
SMITH-MARTIN COMPANY 


208 So. La Salle St. Harrison 4050 
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You 


Lose 


any cases last year? Do 
you know why you lost 
them? Was there some- 
thing you can’t put your 
finger on that seemed to 


hold back the applica- 


tion? If So 


Are you sure it wasn’t 
your fault? Is your 
knowledge of Life In- 
surance such as should 
inspire confidence? Do 
you realize that your 
knowledge of Life In- 
surance affects the pros 
pect’s confidence in you? 


Easy Lessons 
In 


Life Insurance 
By J. A. Jackson 


will tell you all that you 
need to know. It is a 
simple, concise treatment, 
from an agent's stand- 
point, of the fundamen- 
tals of your business. 
You should have a copy. 


Price $1.00 


Quantity Prices: 


12 copies =- 95c_ each 
25 C6 i 921éc 66 
50“ = = 90c “ 
100 “© ~ . 85¢ 66 


200 ‘* or more 80c “ 


THE NATIONAL 
UNDERWRITER 


1362 Insurance Exchange 


CHICAGO 
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| WITH INDUSTRIAL MEN | 


Western & Southern Changes 


The Western & Southern of .Cincin- 
nati has appointed R. L. Reed superin- 
tendent of the new ‘South Cleveland 
district. Mr. Reed has been with the 
company, as agent and assistant super- 
intendent in Cleveland, for more than 
15 years. 








Prudential Activities 


After two and one-half years of mili- 
tary service Edward C. Geschwinder has 
returned from France and resumed his 
agency duties in the Kingston, N. Y., 
district. . 

Announcement is made of the promo- 
‘tion of August Pusateri, now assistant 
in Providence 2, Charles Barisano, as- 
sistant Lynn, Mass., and Reuben B. Gib- 
son, assistant Boston 4, formerly agents 
in the districts where they now are. 

James J. Dunn, agent in the Kingston, 
N. Y., district, has been made the junior 
assistant in the Poughkeepsie field. 








LOCAL ASSOCIATIONS 




















| New England Women’s—The New 
England Women’s Life Underwriters As- 
‘sociation has resumed monthly meetings. 
Mrs. Olive Shepard, New England organ- 
,izer for the recently formed National 
Federation of Business and Professional 
Women’s Clubs, spoke at the first ‘fall 
meeting. As a result of the interest 
aroused by her talk the New England 
‘Underwriters voted unanimously to affil- 
iate with the Federation, and is the first 
woman’s life organization in the country 
to become so connected. 

The chart of ethics adopted by the Na- 
tional Life Underwriters Association was 
enthusiastically adopted. It was also 
voted to endorse the insurance laws of 
the state and to aid in their enforcement 
as far as the association was able. Ac- 
tion was also taken looking to exerting 
every effort to encourage soldiers and 
sailors to convert and maintain their 
war risk insurance. 

An interesting paper was read by Miss 
Elizabeth Furber of the Columbian Na- 
tional Life, on “A Woman’s Way of Se- 
curing Interviews.” Miss Furber ex- 
plained that a large percent of her 
interviews were secured by telephone. 

Boston, Mass.—The Boston Association 
has taken the initiative in the matter of 
rrotecting soldiers and sailors in their 
war risk insurance against possible 
“twisters.” At the first fall luncheon of 
the association strong resolutions, pre- 
sented by George Woodbridge of the 
Equitable, were adopted. The _ resolu- 
tions also call for the appointment of a 
committee of five on Maintenance of War 
Risk Insurance and this committee was 
named as follows: George Woodbridge, 
Kquitable Life; Franklin W. Ganse, Co- 
lumbian National Life; J. Everett Hicks, 
Union Mutual; Charles C. Gilman, Na- 
tional Life of Vermont, and Robert W. 
Moore of the New England Mutual. An 
interesting story of the war was told by 
Capt. Leon F. Foss, former president of 
the association, who commanded an anti- 
aircraft gun company for’ fourteen 
months in France, and since the war 
with the Penn Mutual Boston office. 
Lieut. Paul F. Ives, of the Equitable, who 
served as British and American flier in 
the North Sea, also spoke. C. B. Moore, 
cf the Columbian National Life, in the 
uniform of the Motor Corps, told of the 
work he was engaged in doing of patrol- 
ing the streets of Boston in the police- 
men’s strike emergency. The resigna- 
tion of Oliver M. Thurman as an active 
member was accepted and he was made 
an honorary life member. 


Life Notes 


John W. Anderson, formerly of the 
Prudential, has joined the sales force of 
the Columbian Life in St. Louis. 


John J. Kalousek has resigned as 
treasurer and director of the State Life 
of Great Falls, Mont., to enter another 
line of business at Butte, Mont. 


F. Garland May, superintendent of 
schools in Jefferson county, Ark., has 
tendered his resignation to become man- 
ager of the South Arkansas agency of 
the Security Life. 

George T. Flanagan, manager of East- 
ern Oklahoma for the Central Life of 
Des Moines, reports that Howell & Skin- 
ner, Tulsa agents of that company, have 
-placed $100,000 on Daniel Hunt, a prom- 








THE RIGHTS OF 
THE INDIVIDUAL 


AND THE SAFEGUARDS 
OF INDIVIDUAL RIGHTS 


IGHTS and duties are personal. Pleasure and pain 
R are personal. The combined rights of individuals 

make up the rights of nations, and the “rights” 

of nations sometimes clash. It was for the pro- 
tection of these individual rights that Americans entered 
the war; it was to defend these rights that we raised 
vast armies, disciplined and equipped them, and sent 
them overseas to fight. It was for individual rights that 
our men fought so heroically. Their victory is a victory 
for individual rights. 

Laws and Courts and treaties and bailiffs and armies 
are properly the safeguards of individual and national 
rights. The first law of mankind was club-law,—the 
law of the strongest—the law of the jungle. The ultimate 
law,—the law toward which Democracies are struggling, — 
will be the law which gives every individual his rights, 
harmonizing them with other men’s rights. 

In a Democracy men are assumed to have been born 
with certain inalienable rights which are protected and 
restrained by laws which men themselves more or less 
directly make and execute. 

Laws are not rights; they should define rights and 
be their safeguard. 

Apply this reasoning to Life Insurance and see how 
reasonable and how imperative it becomes. 

The wife, who is the home-maker, and who, while 
making the home, loses the opportunity to earn an inde- 
pendent income, has the right to some sort of protection 
against the risk of her husband’s death. Children have 
a right to be well brought up and well educated. These 
tights should be safeguarded as against the death or total 
disability of the husband and father. In most cases there 
is no safeguard except Life Insurance. 

The rights of the individuals——husband, wife and 
children,—are written in the policy, and are further safe- 
guarded by the accumulations of the insuring company 
and by the laws under which it operates. You can’t live 
teal democracy without insuring your life. 

The New York Life Insurance Company issues a 
Policy insuring against the risk of death or total dis- 
ability. Behind each Policy is seventy-four years of ex- 
perience, abundant resources, and the supervision of laws 
that define and maintain the rights of individuals. 


NEW YORK LIFE INSURANCE CoO. 
346 Broadway, N. Y. 


DARWIN P. KINGSLEY, President 
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inent business man of that city. 


"STRENGTH OF [i’ 


GIBRALTAR 





The Prudential Insurance Company of America 
Forrest F. Dryden, President 


Incorporated under the Laws of the State of New Jersey 


Home Office, Newark, N. J. 
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A Record of Thirty Years of Progress— 


Ten-Year Periods 


Assets Insurance in Force Income Policies Issucd 
Dec. 31—1888.... $ 104,307 §$ 889,073 1889-1898...... $ 2,128,182 $460,386 
1898.... 321,505 8,392,902 1899-1908...... 12,088,346 1,169,329 
1908.... 3,621,170 43,443,633 1909-1918...... 35,887,982 2,199,357 
1918.... 15,758,208 145,055,484 


The WESTERN and SOUTHERN 


Life Insurance Company 


W. J. WILLIAMS, President CINCINNATI 
_ Organized February 23rd, 1888 





Attractive Opportunities 


Open to Agents in Ohio, Indiana, Kentucky, West Virginia, 
Western Pennsylvania and Michigan 








A Wider Field —An Increased Opportunity 


Our Agents can sell policies on the annual, premium plan, up to $3.000, to 
young men and young women as young as age 2—protective insurance and Edu- 
cational and Business Start Endowment Insurance. This extension of the age 
limit for Ordinary Insurance down to age 2 a our Agents considerably, and 
we have other advantages that —— more. e provide banking facilities for 
our Agents in the rural districts, e issue Participating and Non-Participating 
Policies. As regards adults, we write contracts with Double Indemnity provi- 
sions covering any kind of fatal accident, or with Double Indemnity provisions 
covering fatal travel accident only, as may by desired. We issue policies with 
waiver of Premium and Disability Annuity or Instalment Payment features. 
We insure males and females at the same rates. If you cannot make a full time 
contract with us we will let you write our insurance for children as a side line, as 
long as your Company does not object. Some are writing as much as $10,000 a 
month of this insurance for us as a side line. 


OLD COLONY LIFE INSURANCE COMPANY, 
CHICAGO, ILLINOIS 














WANTED: Agency Supervisor Familiar with Kansas Territory 


One who is acquainted in the territory, has had experience in securing and training 
agents and who has the ability to develop a good agency organization in the State 
can secure a good contract carrying salary, traveling expenses and a bonus on 
production by addressing 


J. Frank Montgomery, Agency Manager 
American National Insurance Company 





BROKERAGE BUSINESS 
IS WELL CULTIVATED 


Ives & Myrick of New York Have 
Built Up a Unique Agency 
Organization 


BIG VOLUME IS PRODUCED 


Mutual Life Office Has Made a Special 
Appeal to the General Insurance 
Producer 


NEW YORK, Sept. 23—Ives & My- 
rick of New York City, managers of 
the Mutual Life of New York, have 
built up one of the largest life insur- 
ance premium producing organizations 
in the country. From the point of pro- 
duction their agency ranks second only 
to that of Darby A. Day of Chicago, 
on the Mutual Life list of leaders. Last 
year this agency produced a paid for 
business of $15,021,000. These figures 
become more impressive when it is un- 
derstood that this business was secured 
in competition with six other branch 
offices ot the company in ‘New York 
City and that Ives & Myrick have been 
in charge of their agency only since 
Jan. 1, 1909. They have set the mark at 
$20,000,000 of paid for business for 
1919. 

Broker an Important Factor 

Soon after they assumed charge both 
men came to a realization of the fact 
that in New York City the broker is 
an important factor in the life insur- 
ance business, as well as in the fire 








of Galveston, Texas 











State Mutual Life Assurance Company 


OF WORCESTER, MASSACHUSETTS 


Incorporated 1 


1919—SEVENTY-FIFTH ANNIVERSARY YEAR 


For 75 years—far longer than the average life—the STATE MUTUAL has 
furnished unsurpassed protection and service. 
Additions are made to our agency force when the right men are found. 
STEPHEN IRELAND D. W. CARTER 
Superintendent of Agencies Secretary 





B. H. WRIGHT 
President 














Very Few Life Insurance Men Make Good Without Oo oo 


> Yo 1.E DM 


The Systematic Salesmanship Outfit will provide 

you with a good system. Write THE NATIONAL 
UNDERWRITER, 1363 Insurance Exchange, 4 
Chicago, for particulars. oo 

















Are You Permanently Established? 


Write for Territory 
Pennsylvania—Ohio— West Virginia 


PHILADELPHIA LIFE INSURANCE CO. 
PHILADELPHIA 








and casualty lines. In New York the 
broker is by no means the same type ot 
individual that is called by that name 
|.in other cities. The New York broker 
iis an efficient business man. He con- 
|trols big lines, handles the insurance 
| business of important business men 
:and in many instances enjoys a large 
| income. He is usually a man of great 
| selling ability, one who knows how to 
| cultivate prospects and get the busi- 
; ness. Of course, there are exceptions 
to this description, but the New York 
| brokers as a class are superior to the 
i brokers found in other cities. 

| Brokerage Connections Valuable 

| It was this type of man that Ives & 
| Myrick set out to cultivate, after a 
good sized full time agency plant had 
, been built up. There are now about 60 
, men giving their entire time to the Ives 
| & Myrick agency and although they 
| produce a considerable volume of busi- 
ness the brokerage connections that 
the agency has established contribute 
in no small way to the big production 
that is piled up each year. The work 
of the agency is evenly divided. 
Charles E. Ives has charge of the 
agéncy organization and Julian S. My- 
rick looks after the home office and 
financial side of the business. Mr. 
| Myrick says that the life insurance 
| agency expecting to write a good vol- 
ume of business in New York must 
give a certain amount of attention to 
the cultivation of brokers. 


Advantage of Brokers 


There are a number of advantages in 
doing business with the broker. In 
the first place he is a man of proven 
selling ability. It is not necessary to 
put the broker through a very elabo- 
rate course of training. Although the 
broker is a free lance and may place 
his business wherever he chooses, it is 
' found that once a connection is estab- 
' lished the broker will follow the chosen 
; course rather closely. Unless an 
'agency is able to give satisfactory 
service the broker is not inclined to 
; parcel out his life insurance business 
to an unknown agency, but prefers to 








place all of his writings in one office. 
This means that an agency looking to 
brokers for a good portion of the pro- 
duction must make every effort to 
render the highest type of service. The 
Ives & Myrick agency has beefiysuc- 
cessful in this regard. It is locé in 
the same building with the home office 
of the company and once an applica- 
tion is signed the business is sent 
through in quick order. The agency 
has four men who give all their time 
to the cultivation of brokers and who 
assist them in closing business. 


Handles All His Lines 


Mr. Myrick says that the broker is 
very careful about placing the right 
kind of a policy. That is in selling a 
man life insurance the broker is usu- 
ally writing a form of coverage that 
yields a commission only incidential to 
the total commissions earned during 
the year. The agent may handle the 
fire, casualty and automobile insurance 
for the man that he is trying to inter- 
est in life insurance, and if he should 
present and sell a form of contract un- 
suited to the assured’s needs he would 
jeopardize his other business. For this 
reason it is found that brokers are 
careful to supply the form of policy 
best suited to the case and there is 
absent the inclination to sell the policy 
that will yield the largest commission. 


Atmosphere Is Peculiar 


Naturally the atmosphere about the 
Ives & Myrick agency is somewhat dif- 
ferent than that found in the life in- 
surance organization, getting all of its 
business from full-time men. No 
agency meetings are held. The are no 
weekly, monthly or yearly get together 
gatherings. For an agency doing so 
large a business there are unusually a 
small number of men having offices in 
connection. A number of the agency’s 
best producers have their offices at 
some other location even though they 
are giving all of their time to the Mu- 
tual Life. In fact a number of the rules 
that other agencies regard as vital are 
not observed by Ives & Myrick al- 
though their production records have 
not suffered as the result of it. Local 
conditions are such that the agency 
prospers and grows each year. Of the 
big life insurance agencies of the coun- 
try it is rather unique. Ives & Myrick 
are following a course of action laid 
out by themselves that is getting re- 
sults. They are keenly aware of the 
value of adapting themselves to the 
conditions that confront them and have 
produced a life insurance organization 
which is unusual and successful. 


Easy to Write Business 


INDIANAPOLIS, IND., Sept. 23.—‘It 
never has been so easy to write life in- 
surance as it is now,” says the general 
agent in Indiana of one of the big east- 
ern life companies. “As an example, a 
man came into the office the other day 
to pay his premium. I had written him 
a couple of years ago for $5,000 and 
tried hard to deliver a second $5,000 at 
that time, but without success. When he 
came in the other day he said, ‘I don't 
know but what I made a mistake in not 
letting you sell me that second $5,000 
when you tried.’ Recognizing the knock 
of opportunity, I assured him that I 
knew he had made a mistake, but I 
called him into my private office and 
showed him a contract that I thought 
would appeal. To make it short, I sold 
him two $10,000 policies before he left 
the office. It was no trouble at all, He 
had lost a brother-in-law by the ‘flu,’ @ 
comparatively young man, in the best 
of physical condition, and this had set 
him to thinking. It was easier to write 
the two tens than it was the first five. 


Adopting Adequate Rates 


Speaking before the National Council 
of Insurance Federations at its annual 
meeting at White Sulphur Springs last 
week, Hill Montague of Richmond, Me 
president of the Fraternal Congress ro 
America, stated that most fraternal 
started wrong; that they started on a 
inadequate basis. Now, he said, new 
all of the officers of these organization: 
are thoroughly alive. to the situation an 





are rapidly remedying the fault. 
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“SOMETHING 
NEW FOR 
AGENTS” 





National 
American 
Life 
Insurance 
‘Company 





Burlington, lewa 











MR. AGENT! 


Do you care for QUALITY, not 
SIZE? Age, Sound Experience. 
Low Cost, a Splendid Record 
for 70 years? 


Then why not take a General Agency 
in its HOME STATE for 


THE MUTUALLIFE 
OF ST. LOUIS 


OUR AGENTS AND POLICY HOLDERS 
STICK! WRITE THE HOME OFFICE 





|, VALUE OF CONVENTION 


_VIEWS OF GEORGE T. DEXTER 





' Head of Mutual Life’s Field Depart- 
ment Tells Benefits of Gather- 
ings of Agents 





George T. Dexter, second vice-presi- 
dent of the Mutual Life, gives his con- 
' clusions as to the benefit of agency 
conventions. There may be at times 
doubt in the minds of company officials 
as to whether these gatherings are 
worth while and whether the men re- 
ceive sufficient inspiration, information 
and enthusiasm to justify the expense. 
Here is what Mr. Dexter says: 


Conventions of life insurance sales- 
men are as valuable and as necessary as 
meetings of salesmen in other kinds of 
business. They expand and diversify the 
agent’s selling and serving power. This 
they accomplish by amplifying his 
knowledge of the public’s needs and of 
the capacity of life insurance, and espe- 
cially of his own company, to supply 
those needs, and by adding to his store 
of methods of approach, of arguments 
and illustrations that create desire and 
induce favorable judgment, and of ways 
of closing. There is a two-fold result: 
First, the salesman’s production in first 
sales is increased; second, his ability to 
render the fullest possible service to the 
policyholder, after the policy has been 
delivered, or to the beneficiary, is de- 
veloped. From this second result.comes 
increased production through “repeat or- 
ders,” obediently to the law of business 
service—‘patronage follows service.” 


Home Office Men Queried 


Further: There are practices, in every 
company, that are not contractual, and 
may not find their way into the instruc- 
tion books, but which are vehicles of 
service, or devices of efficient routine, or 
assurers of safety. When a home office 
representative faces a convention, and 














ACTUARIES 





_— F. CAMPBELL 
CONSULTING 
ACTUARY 


%6 West Monroe Street 
Telephone Randolph 918 


CHICAGO, ILL. 
pe J. HAIGHT 


CONSUL1TING 
ACTUAR 


811-812-813 Hume-Mansur Bldg. 
INDIANAPOLIS 








ULIAN C. HARVEY e 
Consulting Actuary 





Chemical Building ST. LOUIS, M*«: 
J. McCOMB 
cS) COUNSELOR AT LAW 


CONSULTING ACTUARY 


Premiums, Reserves, Surrender Values, etc., caicv: 


jated. Valuations and Examinations made. 
Policies and all life Insurance forms 
The Law of Insurance a Specialty. 


Colcord Bldg. 
OKLAHOMA CITY 


for hours at a stretch answers the ques- 
tions that are put to him, the informa- 
tion the agent derives gives him the an- 
Swer to many a question that otherwise, 
when later asked by a policyholder or a 
beneficiary, or by a prospect, might 
trouble him. 

As producers of business and improv- 
ers of service, and erasers of petty per- 
plexities that sometimes lead to vexa- 
tious consequences, our conventions pay 
the company, the agent, and the policy- 
holder. 

Moreover, the meeting and mingling 
of home office men and field men is 
profitable. If you of the field have faith 
in the home office men who are your co- 
workers, your faith in our great com- 
pany will be strong and so consequently 
will your loyalty to it be strong. And 
there is nothing like the face to face 
meeting for the forming of satisfactory 
judgments of personalities. 


Fraternal in Silver Jubilee 


The American Insurance Union is cele- 
brating its silver jubilee at Columbus, O. 
Among the speakers is Vice-President 





Columbia Life 


ATI 
[nsurance Company, C™ Sito 





We are all proud of Columbia these days. It is 
a name on every tongue. It stands for liberty, de- 
mocracy, om from military dictatorship. 

The name, COLUMBIA LIFE OF OHIO, also 
has come to mean justice, liberality, honesty and 
high-mindedness in life insurance operations. When 
you think of this company you think of equity to 
agents and policyholders. 

The Columbia Life has back of it a strongly but- 
tressed board of directors, who are seeing to it that 
the company is given every chance to develop. Its 
officers are men of wide insurance experience. 

It offers as policies, contracts well ballasted, that 
give every possible benefit consistent with safety. 


S. M. CROSS, President and General Manager 














“The Oldest Company in America” 


Issued its first Policy in 1843 


Three leadership achievements of the Mutual Life:—The 
American Experience Table of Mortality, the cornerstone of 
modern life insurance. The “contribution plan” of surplus dis- 
tribution, used almost universally by American companies. The 
Continuous Instalment policy, the basic form of all Life Income 
contracts. 


‘Mutual Life’? —known in every household. Unexcelled 
policies and service, notable financial strength, co-operation with 
agencies. Life Insurance at its best!—the Agent’s desire and ideal. 


For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York | 


34 Nassau Street, New York City 














Thomas R. Marshall. 


to a membership of 100,000, transacts 
business in 16 states, and has $100,000,- 
000 of insurance in force. 
Wants to Get Data 
A tax ferret is at work trying to get 


The reports say | 
that the A. I. U., started 25 years ago by | 
a handful of Columbus men, has grown ' 





names of stockholders of Illinois compa- 





Jj H. NITCHIE 
e ACTUARY 


1223 Assuciation Buildia 
19 S. LaSalle St., CHICAG 


Telephone 
Central 3462 





nies and the amount of their holdings 
to check them up on whether they listed 
‘the shares for taxation. 
of stock and then under the law de- 
mands the information. He is causing 
trouble for some companies. 





ARRIS E. VINEBERG 


Fellow Actuarial Society of America 
Fellow American Institute of Actuaries 


CONSULTING ACTUARY AND EXAMINER 


‘Room 1437 First National Bank Building 


CHICAGO 


<<nenioeee 


Speer With North American 


A. A. Speer, formerly assistant actuary 
of the Phoenix Mutual Life, has been 
made actuary of the North American Life 
ef Omaha. He recently returned from 
service in France. 


American Institute Meeting 





REDERIC S.WITHINGTON,F.A.LA 
XAMINEB 


CONSULTING ACTUARY AND E 
804-306 Security Building 


DES MOINES, IOWA 





The fall 
Institute of 
Chicago at 
20-21. The 


meeting of the American 
Actuaries will be held in 
the Hotel La Salle, Nov. 
time will be given over 





to discussion of various topics. 


He buys a share | 











MORE POWER TO YOU 
The more push there is behind 


you the more power you have. We 
furnish the push. This push is the 
help we give our men. No other life 


insurance company does as much 
to insure the success of its Field 


Force. Ask any Bankers Life man 


or write 


Bankers Life Company 
DES MOINES 
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The Company That 
Leads Them All In Kansas 


Produced more new business last month 
than during any previous August in its 
entire history. 
















TheFarmers and Bankers Life 


Insurance Company. 
WICHITA KANSAS 

































What Money Could Not Buy 


HE name Massachusetts Mutual is packed full of meaning 

to the insuring public. It stands for perfect protection at 
low net cost, for absolute security, and for unexcelled service. 
It stands for something which no money could buy—an un- 
tarnished reputation. Sixty-eight years of square dealing have 
gone into the making of that name. Is it strange that it 
means so much to the representatives of the Company ? 


JOSEPH C. BEHAN, Superintendent of Agencies 


Massachusetts Mutual Life Insurance Company 


Springfield, Massachusetts 
Incorporated 1851 































The Midland Mutual Life Insurance Company 


COLUMBUS, OHIO 


An OHIO Company, writing policies on OHIO people and keeping OHIO 
money in OHIO for the development of OHIO industries 


Admitted Assets........ Seeehee ccccriccs cccces SehOO,466.00 
Insurance in Force...... ......... PT ee ..-- 26,191,875.00 
Surplus to Policyholders...... ......... : 383,467.00 


New Continuous Monthly Income Policies 
Splendid opportunities for AGENTS in many sections of Ohio. We solicit inquiries from responsible parties. 


Dr. W. O. THOMPSON G. W. STEINMAN 
President 


Secretary 









SOME SELLING 





SUGGESTIONS 





A MAN who is insured is a prospect 
for more insurance. When a man 
buys anything he is not averse to talk- 
ing to some one about it, especially a 
person who owns something of a like 
nature or some one who is familiar 
with the subject. So it is with life 
insurance. Policyholders talk with 
other policyholders or some person 
who is familiar with the business. 
The present high cost of living 
should be met by an increase in insur- 
ance. It is evident that a man who 
carried $2,000 or $3,000 insurance three 
or four years ago must almost double 
the amount in order to keep pace with 
increased prices. 

Inheritance taxes also enter into the 
question. No man wants to have his 
estate split up and a portion of it sold 
to pay taxes. This, however, is what 
happens to many estates. There are 
two ways to meet this. One is to keep 
a large amount of idle money in the 
bank at all times; the cther is to take 
out a sufficient amount of life insur- 
ance to cover the inheritance tax. The 
first is unprofitable so the latter is the 
best and only way to meet the demand. 


ee ee. 

Bank Advertising of Life Insurance— 
We cannot recall a similar instance in 
any other two businesses of the one ad- 
vertising the other. For a number of 
years our friends of the banking frater- 
nity have been telling their customers 
and the public the uses and benefits of 
life insurance and urging its purchase. 
Their motive has not been philanthropic, 
of course—they have done it to increase 
their own business. At first the banks 
advocated life insurance that they might 
offer the facilities of their savings bank 
departments as depositories of premium 
money—making it easy to accumulate 
the annual or other premium. Then 
came a period when the advertisements 
of national banks and trust companies, 
also of state banks, told that life insur- 
ance was a vital factor, and sometimes 
the decisive one, in granting credit. Now 
they are hammering away at a trust 
fund for the payment of inheritance 
taxes, a policy to fill the fund. Occa- 
sionally appears an advertisement that 
is just a straight life insurance preach- 
ment. The Baltimore Sun recently car- 
ried the following advertisement of the 
Baltimore Commercial Bank: 

Our Advice to Our 
Customers Is 
“Buy Life Insurance” 

Any bank’s interest in its customers’ 
affairs extends beyond the safeguarding 
of money. 

If the customer is a borrower the 
amount of insurance he carries on his 
life is one of the important factors which 
decide the granting of the loan. 

How much life insurance 
do YOU carry? 














Courteous—Safe—Conservative 


Great Republic Life Insurance Company 


LOS ANGELES, CALIFORNIA 


Capital $500,000 Fully Paid 
A Great Opportunity for LIVE Men 
NINE STATES 


Address W. H. SAVAGE, Supt. of Agencies 


The alert representative wilKkmake full 
|,.use of this publicity. Banks are authori- 
tative in finance and credit, and the 
showing of one of their advertisements 
might easily bring to the signing a wav- 
ering prospect—whether the man who 
fears he couldn’t save money to pay the 
premiums, or the man who has not con- 
sidered the credit side of it, or the man 
who looks with an unloving eye at the 
inheritance tax schedule. Carry two or 
three of these advertisements with you 
—any one of them might be your needed 
and successful spokesman. 

j * * 
Time and Efficiency—Efficient factory 
management sees to it that the several 
machines used in making a given product 
are so placed that there shall not be 
wasteful loss of time in carrying a piece 
from one machine to another. Further, 








, the manufacturers of machines so plan 















THE FARSEEING AGENT KNOWS 












The demon- 
that his strated values 
abilities linked offered your 
. Somer: prospect 
up with the <MUUAL WILL GAIN HIS 
policies of WIFE INSURANCE COMPANY CONFIDENCE 














of BOSTON, MASS. 


MUST WIN ALL THE TIME 
































{| them that there shall not be a wasteful 
loss of time caused by the operator's 
using more motions than are necessary 
in an operation. Time is money every- 
where in business, and of no business 
is it more true than it is of. ours. The 
life insurance salesman should plan to 
use his time as closely as time in a fac- 
tory is used—a short distance between 
calls, and, because he knows his goods, 


do so is not to make of himself a slave- 


driver, but is to make of himself an 
efficient man. There is no more justi- 


wasting food. 





tew waste motions in presentation. To 


fication for the business man’s wasting 
time than there is for a housekeeper’s 
All preventable waste is 
inexcusable. <A life underwriter’s in- 
come, no matter whether he writes large 


t 


use of time—it is in time that he must 
do his work, and he has only a given 
amount of time at his command. Let 
him use it fully and without empty 
gaps, day by day throughout the year, 
and the law of average will so work 
upon the number-volume of his inter- 
views as to yield him the desired re- 
sults. He cannot get those results in 
any other way than by the wasteless use 
of time. Day-dreaming, air-castle build- 
ing, scheming, cannot take the place of 
work and study. Life underwriting is 
an exacting profession, and he deludes 
himself who enters it because he thinks 
it is the kingdom of the get-rich-quick. 
* * * 


To Write the Insured for More—Drive 
the argument home that the man who 
is “already insured” needs more insur- 
ance. Virtually every man needs more 
insurance than he is now carrying, and 
the present great boom in life insurance 
protection indicates that untold thous- 
ands have become convinced of the fact. 
Recent events have supplied the convinc- 
ing argument. Ask the prospect what 
his conviction on the subject would be 
if he were suddenly stricken with the 
influenza, as he may be at any time. 
Show him that 358 Mutual Life policy- 
holders died in 1918 within less than a 
year after getting their policies. Point 
out also that a much larger number of 
prospects succumbed to disease or acci- 
dent in less than a twelve-month after 
declining to take insurance. 
* * = 


When You Need Protection:—You say 
you don’t need life insurance at present. 
In one sense that is true. Did it ever 
occur to you that if you did need it you 
couldn’t get it? Everything else you 
can buy when most needed if you have 
the price, but not life insurance. You 
will need that when you are in impaired 
health or stricken with sudden illness, 
but you can’t get it then. You will need 
endowment insurance when adversity 
comes upon you, but you can’t pay for 
it then. 
In a truer sense you do need life in- 
surance now, because presumably you 
can get it now. You can’t get it when 
the doctor is summoned to your bedside 
or the medical examiner turns you down. 
You need it now also because you can 
buy it for less money to-day than you 
can in the future when the date of your 
nearest birthday has advanced. 

* * * 
What Would You Say?—Suppose a 
prospective applicant were to ask you, 
how would you explain what is meant 
by a lapse? Or how would you show him 
that there can be no gains in life insur- 
ance from lapses? Or how would you 
define the term “Life” policy; or the 
difference between a death claim and a 
“loss;” or which is the larger, a 3 per 
cent or a 3% per cent reserve; or what 
is the difference between the reserve 
and the cash value of a policy; or to 
whom does the reserve belong; or what 
is the mening of the term “loading;” 
or the term, “admitted assets,” as found 
in the annual report? How would you 
explain the necessity of medical exam- 
inations? How would you show the ab- 
surdity of assessment insurance payable 
in instalments? 

* * 

Customer or Patron—Which ?—<A cus- 
tomer may be only a one-time buyer. A 
patron is a steadfast repeater. Almost 
every business, including life insurance, 
aims to secure patrons—customers who 
renew. Satisfaction is the basis of pat- 
ronage. The goods must be right, also 
the service. Do a conscientious expert's 
job in fitting a policy to that man’s need, 
and you will have created patron ma- 
terial. Hand him the wrong policy be- 
cause it is easiest to sell, or because 
it will pay you best, and you have prob- 
ably cheated yourself of a_ profitable 
patron, have wronged the applicant, and 
have done a hurt to the company. “He 
profits most that serves best.” That's an 
everyday law of life. Obey it, and we 
succeed and are encircled by patrons, 
dodge it, and we fail and must needs 
hunt for customers. 

* * . 

To Get an Interview:—The resourceful 
agent of a well-known company, wh? 
carries a continuous instalment, or life 
income policy, tells us how he uses !t 
to place many a contract of the same 
kind. 

“My opening,” he explains, “is some 
thing like this: ‘Mr. Blank, you believe 
in life insurance, and you might like 
to see what kind of a policy insurance 








cases or small ones, is governed by his 


men buy for themselves.’ Producing the 
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policy, I say, ‘I merely wish to leave this 
with you, and I want you to look it over.’ 

“Handing it to him, I add, ‘Please take 
special care of it, as it is the actual 
contract that protects my wife.’ Grace- 
fully, backing out, I continue, ‘I will see 
you again in a day or two.’ 

“Now note the psychology of what I 
have done. First the man’s curiosity 
is strongly appealed to and he will take 
the policy and read it to find out about 
me. He’ll even read copy of application 
attached to see what other insurance I 
have, or how old I am. Before he is 
through he is interested. A sample pol- 
icy will not accomplish this result. Fur- 
ther, I have placed on him an obliga- 
tion, that of caring for or preserving my 
private property. When I get back the 
subject is resumed, and what happens? 
He begins asking me questions. I imme- 
diately find out what he does not know 
about the contract, thus saving an end- 
less amount of unnecessary talk. He 
may not like the income form, preferring 
a lump sum setlement. Don’t you see 
how the talk is minimized? It works 
in nearly every case. I succeed in sell- 
ing my prospects some kind of a policy 
for some amount and usually in just two 
short interviews.” 





House Bill Is Drastic 


Life men are considerably stirred up 
over house bill 7748, introduced in con- 
gress by an Arkansas representative. It 
provides that companies making a dis- 
crimination against those entering mil- 
itary life in rate of charge or policy pro- 
vision shall be excluded from the mails. 
It will be retroactive and provides for 
the refund of all extra premium charges 
and all war claims paid in full. 


Dr. Glover Acts as President 


Dr. James W. Glover, professor of 
mathematics and insurance at the Uni- 
versity of Michigan, is spending Septem- 
ber in New York as acting president of 
the Teachers Insurance & Annuity Asso- 
ciation of America, located at 576 Fifth 
avenue. Dr. Pritchett, the president, is 
away on a vacation during the month. 
Dr. Glover will return to Ann Arbor from 
New York, to take up the statistical and 
insurance work at the university at the 
end of the month. The enrollment of 
students for the ensuing year promises 
to pass anything of previous years, and 
it is a question how to take care of 
them. 


Not Subject to Tax 


COLUMBUS, 0O., Sept. 24.—Attorney 
General Price of Ohio in an _ opinion 
handed down at Columbus Monday holds 
that life insurance in case of death is 
rot subject to the direct inheritance tax 
if it goes to a specified beneficiary, but 
it is if it goes to the “estate” of the 
rolicyholder. 


Life Notes 


As a site for its publication depart- 
ment, the Metropolitan Life has pur- 
chased a large tract of land in Long 
Island City, upon which it will erect a 
three-story reinforced concrete build- 
ing. 

E. McConney, formerly with the Manu- 
facturers’ Life of Toronto, has joined 
the actuarial department of the Bankers 
Life of Des Moines. He recently returned 
from France,-where he served with the 
Canadian expeditionary forces. 

Davis T. Keever, purchasing agent of 
the John Hancock Life, is celebrating 
the completion of forty years’ service 
with the company. His record of years 
is only exceeded by that of President 
Roland O. Lamb and Treasurer F. LI. 
Robinson. 


R. H. Calkins of the Northwestern Mu- 
tual at St. Louis has returned from a two 
weeks’ vacation chasing big game and 
angling for fish in Wisconsin and Canada. 
He brought back photographs of a big 
catch, with the comment: “Photographs 
don’t lie.” 

Group insurance in the Travelers has 
been arranged for by the Peck, Stow & 
Wileox Company on nearly 1,000 em- 
Dloyes in the company’s factory at 
Southington, Conn. Hardware is the 
product of this company, which uses the 
trade name “Pexto.” 

Group insurance has proven very pop- 
lar in New Bedford, Mass., where the 
Aetna Life has been placing some very 
‘arge lines. The Union Street Railway 
and the Steiner-Bludgeon Company are 
two new organizations recently taking 
out group coverages. 
aA. F. Colwell, state agent in North 

akota of the Union Central Life, is the 
Principal incorporator and stockholder 
of the Tower City State bank, organized 
a Tower City, N. D., with a capital stock 

$15,000. Mrs. Colwell and Joseph T. 

Ollefson are the other incorporators. 








All we ask is an opportunity to show to 
the up-to-date Agent either part time or 
whole time that we have the best proposi- 
tion and opportunities for his future success. 


eae 





| Standard Life Insurance Company 


HOME. OFFICE, DECATUR, ILLINOIS 


Address the Company at once tor agency con- 
tract and territory. 


Salary 
arranged for where conditions justify it. 
Company operates in Michigan, Iowa, Illinois 
Nebraska, Kansas, Oklahoma, Missouri and Indiana 
Approximately $35,000,000 insurance in force. 






and expense allowance 
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cet 











THOMAS J. OWENS, President 


Capital, $200,000 


All of the stock is held by a few substantial business men 
of Indiana who believe in the ability of the management to 
build a real life insurance company. 


DR. ALBERT SEATON, Vice-President and Medical Director 


CENTURY LIFE INSURANCE CO., INDIANAPOLIS 


Managed by men experienced and familiar with all de- 
partments of life insurance work. 


We offer agents experienced management, superior policy contracts, 
choice territory, progressive field and home office methods and an 
old-fashioned general agency contract that means money. 

If you want to be affiliated with an institution that has real red blood in its veins---that has all the elements of growth and permanency--- 


Tell us where you want to work 


CLAUDE T. TUCK, Secretary 


Surplus, $100,000 











Wanted 


to write business. 





$9.00 quarterly. 


SOUTH BEND 





AGENCY MANAGER for Indiana and Michigan—one who has a 
record as a personal producer and has had success in getting Agents 
All of our policies are unrestricted. Complete 
line to work with. Combination Accident and Health Policy for 
Business and Professional Men, $5,000—$25.00—$25.00, costing 
No better policy issued anywhere. 
payment department equipped to handle big volume. 
Office connection to right party. For particulars address 


INCOME GUARANTY COMPANY 


Monthly 
Direct Home 


INDIANA 




















INDIANAPOLIS 


Our policy contracts are liberal and modern, having many 
features that appeal to agents and prospects. 


Indiana National Life Insurance Co. 


WE AIM TO GIVE THE FULLEST SERVICE TO ALL WITH WHOM WE HAVE RELATIONS 


Our Home Office is helpful: our agents are pleased with 
the treatment accorded them. : 


WE PAY OUR AGENTS WELL WHO DESERVE WELL 
For Territory and Agency Contracts Address C. D. RENICK, President 











WILLARD E. KING, Vice President and Manager of Agencies 
Home Office: 


FIRST RURAL OLD LINE COMPANY 


Low participating rates; double indemnity insurance; shortest, 
cleanest policies in the world; complete protection disability clause. 


THE AGRICULTURAL LIFE INSURANCE COMPANY OF AMERICA 
FRANCIS F. McGINNIS, President, General Counsel and Founder 


We are writing at the rate of over three millions a year and have a particularly attractive prop- 
osition for men with clean records who can deliver the goods—as General, State or District Agents. 


FRANKLIN A. BENSON, Secretary and Superintendent of Agents 
BAY CITY, MICHIGAN 

















The Minnesota Mutual Life 


INSURANCE COMPANY 


Excellent Opportunities for Two General Agencies in Illinois 
Contract Direct with Home Office 


For particulars address 


E. S. ALBRITTON 


2nd Vice President St. Paul, Minnesota 























19,712 LEADS 


were distributed among Fidelity field men in 1918— 
the result of our direct mail advertising. This is agency 
co-operation on a vast scale and exp why we are 
writing more business than at any time im our history. 
The Fidelity operates in 40 states. Full levei net 
premium reserve basis. Faithfully serving insurers 
since 1878. Insurance in force over $150,000,000. 


A FEW AGENCY OPENINGS FOR THE RIGHT MEN 


THE FIDELITY MUTUAL LIFE 


INSURANCE COMPANY, PHILADELPHIA 
Walter Le Mar Talbot, President 
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MUTUAL TRUST 
LIFE INSURANCE 


COMPANY 
CHICAGO, ILL. 
Paine 


We are writing new business at the rate of Twenty 
Million for 1919—have four general agency. openings in 


Home State: 


1, Lake, McHenry, Boone, — Kane and DuPage Counties in 
Northeastern ILLINOIS 


2. Stephenson, Jo Daviess, Coat, Ogle, Whiteside aad Lee Counties 
in Northwestern ILLINOIS. 


3 LaSalle, Bureau, Putnam, Livingston, Grundy, Kankakee and 
Ford Counties in East-Central ILLINOIS. 


4. Thirty-five Counties in Southern ILLINOIS. 
GOOD CONTRACTS—FOR GOOD MEN 
The only Illinois purely mutual company. 
The only Illinois strictly full level premium company. 
Write Home Office for information 


MUTUAL TRUST LIFE INSURANCE COMPANY 
30 North La Salle Street, Chicago, Illinois 




















J. O. LUAGMAN, President DR. ANDREW JOHNSON, Secretary 


Lutheran International 
Jusurance Company 


offers up-to-date contracts for good men. 


Sohrbeck Building 
MOLINE, ILLINOIS 














As of August Ist the Com- 
pany announced a complete 
new line of Participating and 
Non-Participating policies, 
including the latest features 
found in Life Insurance con- 


|larly interesting. Col. Dan W. Sim- 


AMERICAN LIFE HAS 
RECORD ATTENDANCE 


(CONTINUED FROM PAGE 3) 
chants Life spoke on “War Restric- 
tions in Policies.” 

It seems now from indications that 
the proposed reinsurance bureau project 
will be defeated, as it is opposed by 
some of the larger companies. The 
proposed inspection bureau to carry on 
the inspection work of member com- 
panies is meeting with favor. If the 
plan is adopted it will start with Chi- 
cago as headquarters and cover the field 
that can be reached overnight. A ban- 
quet will be given tomorrow night un- 
der the auspices of the local companies. 
The attorneys were given a luncheon 
today at the University Club by the 
Omaha Bar Association. 


Legal Section Had Good Meeting 


The legal section had its best meeting 
this year, the addresses being particu- 


mons, the first legal section chairman, 
is back on the job after being located in 
Los Angeles for his health for some 
years. He is again general counsel of 
the Lafayette Life. Most of the com- 
panies’ officials have been playing golf 
at the Omaha Field Club. 

Senator Tully of the Metropolitan, in 
discussing war claims, advised compa- 
nies to pay them, intimating that they 
might have to do so in the long run. 
Ex-President Lawrence Priddy of the 
National Life Underwriters’ Associa- 
tion, is at the convention. 


Miller Leaves Montana Life 


J. M. Miller, secretary of the Montana 
Life of Helena, who has been with the 
company since its inception, has resigned 
to make another connection which he 
will announce shortly. 


Massachusetts Mutual Appointments 


Challis & Fischer of Peoria, central 
Illinois general agents of the Massachu- 
,setts Mutual Life, announce the follow- 
ing appointments: 

Clarence W. Reuling, of Morton, IIl., 
who has been connected with the agency 
‘since April 1919, has been appointed 
district agent for the counties of Taze- 
well and Woodford. Mr. Reuling in his 
\first five months delivered over $100,000 
business. 

Giles E. Keithley of Peoria, Ill., is 
named district agent for the counties of 
Knox and Warren, with his headquarters 
at Galesburg. He is just entering life 
insurance work, having been associated 
with the legal department of the Key- 





tracts. Splendid General 
Agency opportunities in our 
territory for men of proven 
ability. 

















stone Steel & Wire Company of Peoria. 
He graduated in law at the University of 
Illinois in 1912. 

Herman W. Behrens and T. Hawley 
Tapping have been made special agents 
in Peoria. Mr. Behrens was up to Aug. 1 











THE CLEVELAND LIFE 


William H. Hunt, President 
Howard S. Sutphen, Vice Pres. & Mngr. of Agencies 
Cleveland, Ohio 














connected with the Dime Savings & Trust 
; Company of Peoria as assistant cashier. 
Mr. Tapping graduated from the Univer- 
~s of Michigan in 1916 in the law 
course, and became city editor of the 
‘Peoria Transcript. Immediately upon 
;'declaration of war with Germany he 
entered the officers’ training camp at 
Fort Sheridan and has just two weeks 
ago received his discharge as captain of 


























Once an 


Illinois Life 


GREATEST GREATEST 


ILLINOIS Man 


ILLINOIS 


nae Always an 


Illinois Life 
Man 


COMPANY 




















WANTS GOOD MEN WANTS GOOD MEN 
AND ; AND 
WILL RAY THEM WELL WILL PAY THEM WELL 
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Equitable, Ia., Cincinnati Changes 


J. B. Moorman, who formerly lived in 
Cincinnati but has recently been with 
the New: York Life at Grand Rapids, 
Mich., has become general agent of the 
Equitable Life of Iowa at Cincinnati. 
J. C. Johnston, associate general agent 
for the Equitable at Cincinnati, is re- 
moving his office to Covington, Ky., 
where he will be general agent of the 
Equitable for the Kentucky side of the 
river. He will have his office in the First 
National Bank Bldg. 


Allen Gates has resigned from the in- 
ternal revenue service to engage in the 
life insurance business as agency di- 
rector for C. G. Price, state agent for the 
Union Central Life at Little Rock, Ark. 


The Arkansas Land and Lumber Com- 
pany of Malvern, Ark., has taken out a 
group policy covering all employes who 
have been in the service for six months 
or more with the Metropolitan Life. 


Harry A. Metzger of Wilmington, O., 











WANTED! 


DISTRICT AND SPECIAL 
AGENTS 


both in NORTH DAKOTA and 
SOUTH DAKOTA, by one of 
the most active and progressive Old 

ine companies in the Northwest- 
ern field. Writing business in its 
home state at the rate of $500,000 
per month. 


Men of integrity and ability, 
who wish to stay and build for the 
future, will be given liberal con- 
ig directly with the Home Of- 

ice. 


We invite correspondence. 


PROVIDENT INSURANCE 
COMPANY 


BISMARCK, NORTH DAKOTA 








FEDERAL UNION LIFE 
Insurance Company 
Cincinnati, Ohio 
has just issued a very interesting booklet 
“‘Suggestions for Increasing 
Your Income”’ 
and would be pleased to send a copy to every 
Life, Fire and Accident Agent in 
Ohio, Illinois and Kentucky 








THE COLUMBIAN 
NATIONAL LIFE 


Insurance Company 


Boston, Massachusetts 


LIFE, ACCIDENT AND 
HEALTH INSURANCE 


Low Guaranteed Rates 











has taken a district agency with the 
Massachusetts Mutual Life. t 


THE PEOPLES LIFE 
INSURANCE CO. 


Now convert- 
ing Industrial 





tn Splendid op- 
| portunities for 
Ze good men. 


— 
— 


Address 
ELON A. NELSON 


President 
Home Office Building CHICAGO 
Chicago 
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“THE COMPANY OF CO-OPERATION” 





DES MOINES 
LIFE AND 
ANNUITY 


COMPANY 


We will insure the whole family! 
Any plan, any age, either sex! 


This is a service our men 
appreciate these days. 


If it appeals to you, write 


HOME OFFICE 
DES MOINES (B-T Bidg.) IOWA 


TERRITORY 
IOWA SOUTH DAKOTA 











Applications for Agencies 
in Wisconsin to be dated 
January |, 1920, will now 
be considered. 


Gardian tifa 


Madison, Wis. 


C. L. Miller, 
Directing Sales 






















































































HOME LIFE 


INSURANCE Co. 
(Purely picenel) 
.256 BROADWAY, NEW YORK 
WILLIAM A. MARSHALL, Pres. 


The 59th Annual Report of the Home Life 
Insurance Company shows over Four Mil- 
lion Dollars paid to policyholders in 1918, 
of which over Seven Hundred Thousand 
was in dividends, The influenza pneumonia 
epidemic caused an abnormal mortality, 
greater than any experienced in the Com- 
Pany’s history, but notwithstanding this 
the assets show an increase of more than 
Dat and are now over Thirty Six Million 
ollars. 

The total insurance in force was increased 
during the year 8.6% and is now nearly One 
Hundred and Fifty Nine Million Dollars. 
W. A. R. BRUEHL & SONS 

General Managers 
Central and Southern Ohio and 


or’ Kentucky 
Rooms 601-606 The Fourth Nat. Bank Bldg. 
CINCINNATI, OHIO 


HOYT W. GALE, Ge: 1 Manager 
For Northern Ohio 

229-232 Leader-News Building 
CLEVELAND, OHIO 
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A Penn Mutual Premium, less a Penn Mu- 
tual Dividend, purchasing a Penn Mutua! 
Policy, containing Penn Mutual Values, 


_ The Penn Mutual 
ife Insurance Company 


of Philadelphia 











HEALTH AND ACCIDENT 
EXPERIENCE IS GIVEN 


(CONTINUED FROM PAGE 3) 
Perfect Protection combination an inval- 
uable aid in contracting with producers 
of the highest type; agents have found 
that their volume of life insurance has 
been increased about 40 percent through 
its instrumentality; we have found that 
the insuring public wants it and that life 
insurance written with accident and 
health shows a lower lapse ratio than 
life insurance alone; we also found that 
the combination had the effect of resusci- 
tating and rejuvenating agents who had 
lost interest or who seemed to have 
reached their natural limit. Our life 
business has grown from $31,000,000 in- 
surance in force in 1911 until on Aug. 31 
of this year it had passed $121,000,000, a 
considerable part of this growth being 
directly attributable to the Perfect Pro- 
tection combination. 


Claim Experience Satisfactory 


Our claims are handled through our 
tranch offices and with general satisfac- 
tion. Of course, we sometimes have our 
troubles with claim settlements, as a cer- 
tain amount of difficulty is inevitable, 
but complaints are infrequent, largely 
because of simplified policy forms, care- 
ful underwriting, and what we believe 
to be a scientific conduct of the business, 
comparable in this respect with life in- 
surance practices. The two departments 
of the company’s business fit into each 
other and are reciprocally beneficial. In- 
formation disclosed by an accident or 
health claim is frequently of first im- 
portance as respects the claimant’s 
insurability as a life risk. Our accident 
and health department contributes a 
comparatively small part of the pre- 
mium income of the company; we never 
lose sight of the fact that we are first, 
last and always a life insurance institu- 
tion. While the accident and health de- 
partment must be self-supporting, and 
produce a profit, if possible—and it has 


Our proposition to men of character and ability 





‘been and is profitable—its chief purpose 


tion of life insurance. The tail is never 
permitted to wag the dog. Our experi- 


original conception of handling the com- 
bination of life, accident and health in- 
surance as we are handling it was based 
on broad vision, without being visionary. 
Many life insurance companies have en- 
tered the field of accident and health in- 
surance since our company blazed the 
Perfect Protection trail, and others will 
follow. If there is any one pre-eminent 
and obvious conclusion to be drawn from 
this trend, I believe it is unquestionably 
this, that there should be on the part of 
all accident and health companies, as 
such, a closer co-operation than ever 
before on all questions of business pol- 
icy, including adherence to occupational 
classification and premium rates, stand- 
ardization of policy conditions, stabilizing 
of benefits, and elimination of needless 
| and expensive frills, to the end that the 
service rendered may be further im- 
proved and that the business may show 
what, under present conditions, it fre- 
quently does not show—a profit. 





War Claims Paid in Full 


TOPEKA, KAN. Sept. 23.—Practi- 
cally all of the life insurance compa- 
nies operating in Kansas are paying 
their “war claims” in full, and nearly all 
of these also are refunding excess pre- 
miums paid for War Risk insurance, 
according to reports to Superintendent 
Travis. Last week Travis sent a ques- 
tionnaire to every life insurance com- 
pany doing business in the state, asking 
what stand they were taking on these 
two points, and what settlements they 
already had made or had under consid- 
eration. Thirty companies have replied 
so far, and all these stated they were 
paying the full value of the policy. 
Cne company is refunding one-half of 
the excess premiums called for by its 
policy to cover foreign service and three 
are allowing 70 percent refund of such 
excess premiums. 


International Life’s Gains 


The largest single month’s business in 
its history is predicted by the Interna- 
tional Life of St. Louis on the face of 
tremendous gains made the first 20 days 
of this month. With $3,000,000 written 
in that period as compared to $1,000,000 








during the corresponding period last year 
! the agency expects to pass the $4,000,000 
mark. Impetus to the sales has been 
added by the creation of a $100,000 Club 








among the salesmen. 


‘and function is to stimulate the produc- ' 


ence of about eight years has demon- | 
strated to our own satisfaction that the 





THE PERFECT PROTECTION POLICY OF 


THE RELIANCE LIFE 


gives you something absolutely new and different to talk to your 
prospects. Gives you a chance to earn more money than you 
are now making. 

Our Life Insurance Contracts contain the most up-to-date clauses 
known to the Insurance World. The Accident and Health gives 
full protection for at least a third less cost than regular casualty 
companies. Our agency contracts are as liberal as can be made. 
WRITE AND WE WILL TELL YOU MORE ABOUT OURSELVES 


Reliance Life Insurance Company of Pittsburgh "*s.%3,2s"* Pittsburgh, Pa, 











WANTED —to get in touch with men capable 
of developing General Agencies in north and north- 
western States. 


is worth looking into. 





MISSOURI STATE LIFE INSURANCE COMPANY 


Home Office: Saint Louis, Missouri 
M. E. SINGLETON, President. 




















1919 


EQUITABLE LIFE OFIOWA 


Announces New Policy Forms 
INCORPORATING: 


Increased Total Disability Benefits 
Double Indemnity Benefits 








Other Increased Benefits and Privileges 
Low Net Cost and Best Service to Policyholders 


For Agency Connections, Address HOME OFFICE, DES MOINES 











Organized 1871 
LIFE INSURANCE COMPANY OF VIRGINIA 
Richmond, Virginia 
OLDEST—LARGEST—STRONGEST 
Southern Life Insurance Company ~ 
Issues the most liberal forms of Ordinary Policies 

from $1,000.00 to $50,000.00 and 

Industrial Policies from $12.50 to $1,000.00 
Condition on December 31, 1918: 
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RNR fs is Shs goa lb rae dice cwaadvas ide REdd edadesecwadee aa 
Capital and Surplus................ ack hata we didctbcnwccdacad «eee 
Insurance in Force............cccccccccccccees puneesddaceuctcce See 


Payments to Policyholders.............ccecceccccccccccesceecs  2,376,218.75 


Total Payments to Policyholders since Organization..........$21,988,834.83 
JOHN G. WALKER, President 
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©) The OHIO STATE LIFE 


LIFE. HEALTH, ACCIDENT ~“° MONTHLY INCOME INSURANCE. 


3] i cieecal LATEST POLICIES AND AGENCY CONTRACT #f1]:B7-(ne; 
Openings OHIO. IND., KY., MICH. and W.VA. Write Columbus 








One Guscess 15 OUR We have a contract for you under which your 
VICE income will be limited only by your activities. 
A REAL PROPOSITION FOR A REAL MAN 


FEDERAL CASUALTY COMPANY fain 





Cash Capital $200,000.00 V. D. CLIFF, President 








THE NATIONAL UNDERWRITER September 26, 1910 
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Mr. Methusulah—What’ll $5,000.00 cost for a young man my age? 








OUR POLICY FEATURES: 


DOUBLE INDEMNITY FOR ACCIDENTAL DEATH 
TOTAL DISABILITY—SICKNESS OR ACCIDENT— 

PAYS INSURED INCOME DURING DISABILITY 
PREMIUM PAYMENTS WAIVED DURING DISABILITY 
AT DEATH—FACE OF POLICY, PAID WITHIN 24 HOURS 
WITHOUT DEDUCTION FOR DISABILITY PAYMENTS, 


WRITE US TODAY—We have territory open in Ohio and Pennsylvania 





Insurance Company 


Reserve Loan Life errata ieee INDIANA 














